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Exterior 


In more and more 


of America’s homes 


you'll find... 


HIGH QUALITY 
LOW COST... 


FLUSH DOORS 


AND THERE ARE EXCELLENT REASONS WHY! 


[he Shoreline Flush Wood Door repre- 
sents today’s outstanding value—maxi- 
mum quality and beauty at minimum 


cost. 


Of all-ewood, 7-ply construction, its at- 
tractive 3-ply Birch faces are reinforced 


by a strong core of wood rails and stiles. 


Built-in air vents and passages permit 
free air circulation, and the entire unit 


is bonded with water resistant glue. Two 


lock blocks give eight-way hanging. 


In addition, Shoreline Flush doors are 
available in exterior or interior models 
to provide any room or outer entrance 
with the last word in beauty . at the 


least in cost. 

Distributors—it costs you nothing to in- 
vestigate the profitable Shoreline Flush 
Door line. Don’t delay—write now for 


complete information! 


Retailers—ask us for the name and address of 
your nearest distributor. 


Pe 


FLUSHWOOD DOOR COMPANY 


SUTTONS BAY, MICHIGAN e 
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proves fast installation 


during kwikset’s lock installation contest at 
NATIONAL ASSOCIATION OF HOME BUILDERS convention in chicago, january, 1953. 


kwikset 


81% of the 616 contestants installed a kwikset lockset in 3 minutes or less* 
USING KWIKSET INSTALLATION AIDS. 


*(installation did not include strike) 


winning lock installation time 


t by EARL M. HALLGREN, bu)! 
Des Plair Ss, WMlir 15 f 
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Evans Products Company has always recognized 
the distributors’ indispensable function in serv- 
ing customers. Our established Evaneer Distri- 
bution Policy is reaffirmed below. 


This policy will pay off for you whether you are 
a distributor, dealer, or user of Douglas Fir Ply- 
wood. Under this policy Evaneer sales are han- 
died by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


with 
1. fvons backs distributors ond dealers 


aggressive merchandising ond promotion material. 


4 Evons, an Associote Member of the National 
Plywood Distributors Association, actively par- 


‘ipotes in plans and programs to enhance the 
stabil 

Sbilty and strengthen the structure of the 

lihed manufacturer = 


“distributor . 
of plywood ditibtion dealer method 


Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt- 
ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex- 
terior water-proof Douglas Fir Plywood. 
Peans Products Company, Western Ditt- 

Dept. S-3. Plymouth, Mich Mills 


Ore Rosehura, Ore.; 
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METALS ARE THE 
BEST INSULATORS 


Against Heat and Cold 
in Building Spaces 


| 


Davincs iron is about 4 times better insulation 
in an air space against heat rays than asbestos, asphalt 
paper, brick, plaster, wood, slate, tile, rockwool, enamel. 
Brass, gold, silver, and ALUMINUM are 20 times better. 


Multiple sheets of metal, suspended in space, and 
spaced apart, make the best barrier to heat and vapor 
flow. Infra Multiple Types 6, 4 
and 4 Jr.,acommercial form of this construction, has been 
made familiar to architects and builders through adver- 
tising which appears in every issue of Architectural 
Record; Progressive Architecture; Builder; 
Practical Builder; Heating, Piping & Air-Conditioning; 
Heating & Ventilating; Roofing, Siding & 
Masonry Building. 


Accordion Aluminum, 


American 


Insulation; 


Space has slight density, therefore heat flow by Con- 
puction is slight through the spaces inside a building 
wall, a roof, attic or under a floor. Convection, which 
causes 15% to 20% heat flow in space side- 
to 40% upwards, is blocked by metals 
Raptation, responsible for 659% to 85% heat 
flow in space sideways and 55% to 75% upwards, is 
absorbed and emitted least by metal surfaces; only about 
3% with aluminum but over 90% with most building 
materials, including ordinary insulation. 


otherwise 
ways, and 25% 


inh space. 


INFRA THERMAL FACTORS, TYPE 6 


Up-Heat (.089, R 11.23 = 
Wall-Heat, €.073, R 13.69 = 
Down-Heat €.044, R 22.72 = 


4%," dry rockwool 
55/,” dry rockwool 
9” = dry rockwool 


Infra Insulation, Inc. 
525 Broadway, New York, N. Y. 
Telephone: Worth 4-2241 


The tough aluminum sheets which make up Infra have 
zero permeability to water vapor. Because of Infra’s 
composition and scientific structure, it is virtually non- 
condensation forming, for a dew-point is not reached on 
any of its surfaces or inside. 


Dealers like Infra because its lightness and compact- 
ness minimize storage and handling problems in the yard 
and at the building site and reduce freight and de live Ty 
charges. 1000 sq. ft. of Infra Type 4 occupies ONE car- 
ton of 1% cu. ft. weighing 46 lbs. against 25 cartons, 
totaling 175 cu. ft. and weighing 2,000 Ibs. for 1,000 sq. 
ft. of many ordinary insulations. A passenger automobile 
will carry 17,000 sq. ft. of Infra Type 4 comfortably— 
cartons in the trunk compartment, 2 on the front seat, 
10 on the rear seat and floor. It would take a standard 


railway freight car to hold the same amount of many 
ordinary insulations! 


Get the facts you should know about heat and vapor 
flow from Schwartz's “Simplified Physics of Vapor and 
Thermal Insulation”, a manual so authoritative that nu- 
merous colleges and engineering schools use it in class, 
so simple and interesting that hundreds of thousands of 
copies have been requested by architects, engineers, 
builders, contractors and building supply houses. Fill out 
coupon below for your FREE copy. 


Infra Insulation, Inc., 

525 Broadway, New York, N. Y., Dept. U-3 
Please send me free [1] Schwartz's “Simplified 
Physics”; (| Infra samples; [J Infra prices. 


Name 





Firm 





Kind of business. 


Address_____ 


iecdeetenc ie 
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WASHINGTON REPORT 





Few Price Hikes Seen as Controls End for Most Building Materials 


In the third week of February 
the OPS freed more goods and 
services from price controls. Gov- 
ernment officials, in fact, estimated 
the lot at about fifty billion dollars 
per year. Price limitations at all 
levels were lifted from lumber and 
wood products; from non-metallic 
building materials; from coal and 
farm machinery; and also from a 
good many other lines that are of 
less direct importance to our in- 
dustry. Of all the items listed in 
the BLS Consumer Price Index, 
only 17% are still under complete 
or partial regulation. 

Joseph H. Freehill, head of the 
price agency, guessed that a few 
items on the long list of liberated 
commodities and services might 
take advantage of their new free- 
dom to do a price hike. Among 
those mentioned were cement, plate 
glass, cork building products and 
southern pine lumber. But he ex- 
pects this lumber to advance by no 
more than 114%; as compared with 
the expected 10% in the billion- 
dollar cosmetic business. It’s al- 
ways hard to guess such price 
changes; but OPS made the above 
conjectures on the basis of the few 
reports available. 

The agency wouldn't say just 
when the remaining contro's wou'ld 
be lifted; at least not beyond sav- 
ing that it must be done of course 
by April 30, when controls author- 
ity will come to an end under the 
present law. 


Materials Freed 

Here's a brief recap of items of 
special interest to this industry: 
Logs. poles, piling, lumber, ties, 
plywood, millwork, turned and 
shaped wood products, wood con- 
tainers; also such services as cus- 
tom sawing, planing, kiln drying, 
hauling and treating. 

This liberation was accomplished 
by Amendment 8 to General Over- 
riding Regulation 34. Then a good 
many types of construction ma- 
chinery, acoustical building mate- 
rials except those made wholly or 
in part of metal, glass products 
used in construction, ashestos-ce- 
ment products, asphaltic products, 
laminated and pressed building 
boards, clay products, ready-mixed 
concrete and a long line of concrete 
products, vitrified clay sewer pipe 
and a lot of related things were 
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taken from under price controls by 
Amendment 41 to General Over- 
riding Regulation 9. 

Apparently the intention was to 
name all or practically all the spe- 
cific items involved. So if those 
in which you're especially inter- 
ested are not in the partial lists 
above, better ask your association 
or the OPS for copies of these 
amendments. 

At that, you’re pretty safe in 
holding that all lumber, wood prod- 
ucts and related lumber services 
have been decontrolled; also that 
the same is true of non-metallic 
building materials. But of course 
there are other items handled in a 
good many building stores that we 
couldn’t find space for on this page. 


Additional Orders 

It’s well to keep in mind that 
Direction 10 to CMP Reg. 6 per- 
mits any person who can get con- 
trolled materials without the use 
of rated orders to commence or to 
continue construction of his project 
without an authorized construction 
schedule. Also that Direction 20 
to CMP Reg. 1 provides that un- 
rated orders for controlled mate- 
rials may now be placed with pro- 
ducers or distributors, and accepted 
by them. 

Prefabricated structures have 
under doubie-barreled regulations. 
At the manufacturing level, by 
CPR-22; at the erection level by 
CPR-93. These controls were lifted 
as of February 12. 

Paints and materials, with a few 


exceptions, were decontrolled as of 
February 12. Among the excep- 
tions are shellac gum and metallic 
water-proofing compounds. 


Remaining Controls 

A good many control orders are 
based upon GCPR; so it’s likely 
that this regulation will be the last 
to leave. It’s well to keep in mind 
that when a commodity is freed 
from price regulations at one level 
it’s also set free at all other levels; 
manufacturing to retailing inclu- 
sive. 

The NRLDA reminds everybody 
that, while no such action is ex- 
pected, any or all these decontrol 
actions CAN be rescinded up to 
April 30 of this year. The basic 
law continues in force until that 
date. 


Retain Records 

About retaining those records: 
Dealers who, under the rules, had 
to keep records of transactions and 
of prices charges are not required 
to make them up for the agency’s 
use after the effective date of lift- 
ing the contro!s. But records ac- 
cumulated before the controls were 
lifted MUST be preserved and held 
available for inspection until April 
30, 1955. 

And about the possible enact- 
ment of standby control laws. The 
President doesn't favor it: but 
some Congressmen do. Odds at 
present are that no such laws will 
be enacted. Your guess is as good 
as any and better than most. 


Eisenhower, Congress Differ on Tax Cuts 


Tax matters, at this writing, are 
also uncertain. The President op- 
poses a tax cut until a balanced 
budget is “in sight.’ House and 
Senate leaders think they can hold 
off any action on tax-reduction bills 
until May 1. There’s more here 
than meets the eye. Congress wants 
to adjourn about July 1. It prob- 
ably can’t. But if it could manage 
it then or not too long after, a ma- 
jor bill coming up as late as May 1 
wouldn’t have much of a chance 
at this session. 

Following the President’s stand 
against a tax cut until a balanced 
budget is in sight, the House Ways 
and Means Committee declared, as 


bold as a burglar, that reduction 
of taxes should be “‘the first order 
or business for this Congress.’’ And 
by a vote of 21 to 4 the Committee 
decided to report out the Reed bill, 
designed to reduced individual in- 
come taxes this vear by about five 
per cent. Looks like the irresistible 
force and the immovable object. 
There COULD be some interesting 
by-products. 

The Administration is reported 
as favoring the termination of the 
RFC. Secretary of the Treasury 
Humphrey is said to be ready to 
appear before the committees and 
to testify in favor of putting a pe- 
riod to this big Federal lending 
agency. 





FROM PACK RIVER SALES CO. 


NORTH IDAHO ENGELMANN SPRUCE 


@ HANDSOME .. . DURABLE 
@ EASY-TO-WORK-AND-FINISH 


@ IDEALLY SUITED FOR BOTH 
INTERIOR and EXTERIOR USES 


a.so... INLAND RED CEDAR 
FIR AND LARCH 


WHITE PINE 
PONDEROSA PINE 


@ CUT STOCK and FRAMES 
@ CUT-TO-LENGTH MOLDINGS 
@ SASH and TRIM 





DISTRIBUTED BY 


D 
ACK RIVER SALES CO. 


SPOKANE, WASH P.O. BOX 64 ® TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO THOMPSON FALLS LUMBER CO 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont 
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NEWS BRIEFS 





A. M. Cole named HHFA boss... and the building industry generally 
approved. Choice of Albert M. Cole, a former congressman from Kansas 
is being termed “highly significant’ by both parties and government 
housing sources 


Cole’s views are conservative . .. and he has frequently criticized 
the public housing program. With sentiment in Congress already building 
up to reduce the scope of the plan Mr. Cole will be in a key position 
to recommend a cutback. He also has definite ideas on another important 
housing subject—interest rates on Government insured or guaranteed 
mortgages. The ex-congressman has always advocated that mortgage 
rates be “realistic’’ and in tune with the money market's going rates. 


Ending price, wage controls unimportant because they have 
been increasingly weakened in recent months. The action merely con- 
firms trends already in existence. For the building industry they have 
little direct application because most materials were already selling well 
below ceilings. 


Metal products a different story . because steel, copper and alu- 
minum prices have been close to ceiling prices. The removal of these 
essential items from price controls resulted in immediate boosts in prices 
and rumblings of many more to come. Kennecott Copper Corp., largest 
in the country, announced an immediate jump of three cents a pound, and 
Phelps Dodge Corp., second largest copper producer, increased its price 
four cents a pound. The kill order did not cover all steel products. 


Major drops not anticipated ... but experts feel that during the 
year we may plan for at ieast a 3% decline in building prices. 


Wage increases are unlikely in the building field for several 
basic reasons. Construction activity is expected to remain high but the 
increased productivity of labor combined with the plentiful supply of 
materials will mean lower requirements for building labor. The Bureau 
of Labor Statistics estimates employment will average about 2,400,000 
a high level, but below previous years. Unions will make only half- 
hearted attempts to get more money. 


Mortgage interest rate straw in the wind . . . is the recent report 
of the National Savings and Loan League, that savings and loan associ- 
ations may now submit GI loans “on a prior approval basis . . . without 
specifying the interest rate to be charged.”’” The move by the Veteran’s 
Administration would seem to indicate anticipating action towards a 
higher interest rate. 


Farm price declines . . . have already resulted in lower prices for 
farm lands. Price drops 2% to 4%, varying with type of crop and 
geographical location are reported. Wheat and corn lands seem to be 
leaders in the downward trend. Dry weather in Oklahoma and other 
states has further the beef cattle market 


Lower down payments are needed . . . because of the terrific increase 
in building costs. For example, the National Association of Home Builders 
savs that before World War II, a $6,000 house could be purchased under 
FHA for a 10% ($600) down payment. Today a comparable home costs 
$12,000 to $15,000 and the present FHA down payment is $2,400 to $3,000. 
In other words, while prices and wages have more than doubled during 
the period, the required down payment has been increased four to five 
times. 


Surgested NAHB formula . would ease FHA mortgage patterns. 
A $12,000 house, for example, would require a cut in the present down 
payment from $2,400 to $1,200. A $16,000 home now needing a down 
payment of $3,200 would drop to $2,200. The NAHB formula is being 
actively considered in Congress and many feel it has a fair chance for 
eventual approval. 
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A. H. MOHRING 


Pine Woodwork 
Elects New Officers 


Arthur H. Mohring was elected 
president of Ponderosa Pine Wood- 
work at the annual meeting of the 
association held at Chicago. Mr. 
Mohring is vice-president in charge 
of wholesale warehouses for Ed- 
ward Hines Lumber Co., Chicago. 

Other officers elected at the meet- 
ing were: vice-president, F. A. Hor- 
ner, president, Rockwell Sales 
Corp., Chicago; secretary, J. D. 
Rowland, vice-president, Andersen 
Corp., Bayport, Minn., and treas- 
urer, Paul Curtis, district sales 
manager, Minneapolis, J. Neils 
Lumber Co., Klickitat, Wash. 

R. H. Morris continues as gen- 
eral manager of Ponderosa Pine 
Woodwork, which is an association 
of ponderosa pine lumber manufac- 
turers and manufacturers of pon- 
derosa pine woodwork products. 
The association, with headquarters 
in Chicago, promotes the advan- 
tages of ponderosa pine doors, win- 
dows and other millwork items 
through a consistent program of 
national advertising to consumers, 
architects, builders and retail lum- 
ber dealers. 


Building Controls 
Ending March 1 


Unrated orders for controlled 
materials may be placed in any 
amount for delivery after February 
28, 1953. 

Dealers may sell such materials 
to any person for construction pur 
poses, and starting March 1, 1953, 


9 








there is no restrictions on the use 
of controlled materials in any type able for the Military and Atomic 
of construction project. Construc- Energy program on an equal foot- 
tion controls are ended as of March ing. A third category will be the 
1, 1953. same quality rating to be used by 

Class B product manufacturers NPA or ODM to break any bottle- 
have been notified by letter that it neck that may arise in programs 
will not be necessary to file Form deemed to be of equal importance 
CMP-4B with the National Produc- as the military and atomic energy. 
tion Authority for the third quar- 


ter of '53. Such producers can also Building Materials 
obtain controlled materials on un- 


rated orders, and there is no fur- Off Price Controls 
ther restriction on use by them. The 

Plans are being made to provide 
for reduced CMP control after June 
30. Plans now call for making some 


type of priority or preference avail- 


long-awaited decontrol of 
prices on items sold in a retail lum- 
ber yard is now in effect by order 
of the Office of Price Stabilization. 
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Here's how YOU WILL PROFIT 


hy selling AETNA plywood in the big 
Building and Home Repair Market 


YOU WILL PROFIT by selling Aetna’s uni- 


form high quality stock in a full range of sizes and 





AETNAPLY PRODUCTS 


Plywood 
Hardwood and 
Fir in all sizes 
and grades 


grades. Quality products mean repeat orders. 


YOU WILL PROFIT by Aetno’s wide variety 


of plywood from mills all over the world. No need 
Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 


to miss orders for lack of stock—lack of species, 
grade or size. 


— YOU WILL PROFIT by Actna’s quick deliv. 

Siemens ery. Save space. Keep your inventories down. Keep 

Sealers the sales curve up. Aetna’s 24-hour Shipping Serv- 
- 


ice assures you of ample stock to meet your sales. 
24-hour shipping 
service 


Write for Aetna’s New Price Lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue * Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 








The lists 
products and related services, non- 
metallic building material, coal and 
some household appliances. 

The action sets aside, except for 


include lumber, wood 


certain record-keeping require- 
ments, all the tailored regulations; 
the GCPR insofar as it applies to 
lumber and wood products; as well 
as several supplementary regula- 
tions to GCPR such as SR 29. The 
action applies to sales at all levels 
of production and distribution. 

The items covered are logs, poles, 
piling, lumber, ties, plywood, mill- 
work, turned and shaped wood 
products, wooden containers and 
other miscellaneous wood products, 
and related services such as custom 
sawing, planing, kiln drying, haul- 
ing, treating and certain fabricat- 
ing operations. 

The building materials decon- 
trolled include in this field all glass 
building material products; non- 
metallic acoustical building materi- 
al products and accessories; cer- 
tain masonry, roofing and insula- 
tion products including cement, clay 
products, concrete products, ready 
mixed concrete, gypsum and gyp- 
sum products, laminated boards, 
light weight aggregates, lime, sand. 
slag, stone and vitrified clay sewer 
pine and allied products. 

Coal and all other solid fuels, to- 
gether with related commodities 
and services are decontrolled at a!! 
levels of distribution. 

When a particular commodity is 
removed from price controls; it is 
done at all Jevels. Dealers handling 
the items decontrolled today must 
preserve records of past prices and 
sales as specified in either GCPR 
SR 29 or SR 87. Dealers need not 
keep records of future transac- 
tions. 

Some consumer goods items of 
less general importance to our deal- 
ers that were decontrolled today at 
all levels include small electrical 
appliances, housewares, power 
lawn mowers, polishing machines, 
air conditioners and dehumidifiers. 

Household appliances not decon- 
trolled for the present include do- 
mestic refrigerators, farm and 
home freezers, dishwashers, ranges, 
clothes washers, driers and iron- 
ers, food waste disposer and hot 
water heaters. 


OPS Sees 10% Boost 
In Building Costs 


The cost of all new construction 
will probably increase by about 10 
percent as a result of recent gov- 
ernment action decontrolling its 
building and construction services 
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FLATLUX 


WALL PAINT -— 


can increase your 


paint sales and 
profits the very 
first month! Find 


out how! 














OU occ lace Omari c mr lil Mmesameltic Mar leleltiamurtalty 
Wall Paint. Used and approved by millions, 
it gives sales and profits a big boost right from 
the start. Backed by a proved selling plan plus 
consistent all-level advertising and promotion, . 
one-coat Flatlux goes to work instantly to pro- 
duce more sales . ... more money for you. Decide 
today on Flatlux Wall Paint. 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


I'd be initerested in proof of how Flatlux can increase sales the very first mon 


a 


ADDRESS 


ee 








regulation (CPR 93), a price official 
has predicted. 

A spokesman for the Office of 
Price Stabilization’s construction 
division said this decontrol action 
“is bound to have an effect on an 
industry that represents some 13 
percent of the gross national prod- 
uct.” Contractors will not be out 
to gouge the public, he continued, 
but because of a squeeze on profit 
that’s been evident for some time, 
the cost of building homes, offices 
highways, etc. will doubtless rise. 

The 14-month old regulation was 
divided into two sections: the first 
dealt with lump sum and cost-plus 
contracts, and the second with con- 
struction done on a time and mate- 
rials or installed sales basis. Lump 
sum and cost-plus contractors were 
allowed to figure in any increase 
in overhead, but the latter group 
was not. It was here that OPS 
received most of the requests for 
price relief, the official said. “It 
started soon after the regulation 
went into effect, and attempts to 
amend this section of CPR 93 last 
spring proved unsuccessful.” 

Industry doesn’t take the same 
view on possible results of this de- 
control action. An official of the 
Associated General Contractors of 
America took the position that the 
keen competition now existing in 
the construction industry will keep 
contractors from boosting their 
profit markups. He pointed out, 
that the costs of construction in 
1952 increased only by four per- 
cent, and that was due mainly to 
a rise in labor Materials 
have remained fairly stable during 
the year. 

“In the final analysis, we feel 
that competition will hold the cost 
of all types of building during this 
year at about present levels,” he 
commented 


costs. 


NLMA Proposes 
End of FHA 


The National Lumber Manufac- 
turers Association, in a new 2,700- 
word policy statement, has pro- 
posed that private interests guar- 
antee home loans so the federal 
government eventually can discon- 
tinue FHA mortgage insurance. 

As spokesman for the nation’s 
lumber manufacturers, NLMA 
urged that the government “en- 
courage” privately-backed home 
mortgage insurance. 

The association also called for an 
end to rent controls and suggested 
that the federal government turn 
over to local communities, the task 
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of providing any public housing 
that is needed. NLMA said the 
communities are in the best posi- 
tion to determine their public hous- 
ing requirements. 

Other parts of NLMA’s policy 
statement, keyed to the theme that 
America’s continued prosperity de- 
pends on free enterprise and pri- 
vate ownership, recommended: 

1. Systematic reductions of the 
federal payroll to eliminate waste, 
balance the budget and retire the 
public debt. 

2. A “substantial” reduction in 
individual and corporate income 
taxes. 

3. Less government participa- 
tion in the field of labor-manage- 
ment relations, particularly in the 
area of collective bargaining. 


See Maple Flooring 
Sales Up 10% in ‘53 


At the 56th annual meeting of 
the Maple Flooring Manufacturers 
Association, held in Chicago, nor- 
thern hardwood flooring manufac- 
turers were told that, barring un- 
forseen restrictions in the construc- 
tion picture, sales of northern 
hardwood flooring should increase 
at least 10% in 1953, compared 
with = year just ended. 

D. S. DeWitt, Oconto, Wis., who 
was re- sith association president 
for the second year, said the cur- 
rent trend in building projects fa- 
vors the maple flooring industry 
for the first time in two years. The 
huge school building program, to- 
gether with commercial and recrea- 
tional projects, should account for 
approximately 60% of maple floor- 
ing sales this year, he said. 


The industry manufacturers in 
attendance went on record in pre- 
dicting ‘‘no shortages” of northern 
hard maple flooring in 1953. They 
also predicted a trend in the use of 
more second and better grade ma- 
ple for school floors. It was pointed 
out that this comparatively new 
grade of second and better flooring 
assures attractive lifetime floors 
and the very real saving of 3¢ to 4¢ 
per square foot of floor area when 
compared with the cost of MFMA 
first grade flooring. 

Mr. DeWitt, reviewing the activ- 
ities of the association, said that 
the new revisions in northern hard 
maple flooring grades reflect defin- 
ite advantages to specifiers in that 
second and second and _ better 
grades are now bundled 2 feet and 
up as the stock will produce, and 
third grade 11, feet. “Certainly, 
the industry has taken a step in the 
right direction, as these rule 
changes make for a better product, 
and the general building public will 
benefit accordingly,” he asserted. 


House Increases Loans 
For Home Modernization 


The House Banking Committee 
approved a $500 million increase in 
the amount of loans for home mod- 
ernization and repairs insured by 
the Federal Housing Administra- 
tion. 

It tacked onto the measure a re- 
quirement that the F.H.A. repay 
the Treasury in the coming fiscal 
year $8.3 million originally ad- 
vanced to start this program. 

A similar increase in the insur- 
ance limit is pending before the 
Senate. Chairman Wolcott (R. 
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light and airy 
modern wood 
windows... 

for every home 


BEE GEE Modern Wood Windows are exactly 
what your customers want—modern, light, airy— 
and beautifully styled to lend a decorator touch 
to every home. BEE GEE Windows meet every 
need, satisfy every desire, fit every budget. And 
with over 42 styles and sizes to offer, your sales 
profits are assured. 


BEE GEE Modern Wood Windows are complete 
pre-fit units consisting of frame, fully glazed sash 
with all hardware and copper screens installed 
at the factory...ready to set in the wall. 


“Clean the Outside from the Inside” 


BROWN-GRAVES CO. 
Akron I, Ohio 





Mich.) of the House committee was 
hopeful the senators would accept 
the provision for repayment of the 
capital 

This transaction would not re- 
sult in any increase in Treasury 
revenue to be used to balance the 
budget, but the action of the House 
committee is significant as the first 
of what may be a series of moves 
to recoup Treasury investment in 
other Government activities. In 
other similar cases under study by 
the committee’s staff, sizable wind- 
falls of a budget-balancing nature 
are possible. 


The F.H.A.’s home moderniza- 


tion loans are authorized under 
Title I of the housing law. The 
present limit on insured loans out- 
standing is $1,250,000,000, and of- 
ficials testified they bumped against 
the ceiling last year and have been 
forced to limit their insurance op- 
eration to the amount of outstand- 
ing loans being repaid monthly. 


Says VA Will Hold 
Present Interest Rates 


The Veterans Administration 
presently has no intention of rais- 
ing the interest rates on GI home 
loans from the standard four per- 


FLAMEFOIL TREATED 


TARPAULINS 


Protection for your own lumber stocks and 


natural 


sellers to your customers. These 


Webb tarpaulins are Flamefoil treated for assured fire 
resistance, fabricated from rugged canvas, they prevent 


soaking and warping of lumber and preserve other 


materials, Strongly reinforced at corners. Equipped 


with sturdy grommets. 


Sent, 


rodoy! 


curtains 


aids free to you. 


WEBB MANUFACTURING CO. 


Complete line has everything in canvas 


2902 N. 4th St. 


rolls, bales, 


duck canvas, windowed windbreakers, etc. Also shower 


nylon, orlon, acetate, plastic, duck. Sales 


Phila. 33, Pa. 


Please send free folder listing complete line. 


COMPANY 
STREET 
CITY 
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cent, but if it did, some of the cur- 
rent undercover fee manipulations 
undoubtedly would be erased, T. B. 
King, director of the agency's Loan 
Guaranty Service, told a meeting 
of leading housing officials. 

The private and government 
dwelling experts met to assess the 
entire GI loan program, particular- 
ly with reference to the lack of 
mortgage money in less heavily 


populated areas. 

King, in his off-the-cuff remarks, 
told the session that fees with inde- 
fensible margins had “always been 
in the picture."” He admitted that 
the VA administrator had a 
weapon against the practice—the 
statutory right to raise the interest 
rates on GI loans with the concur- 
rence of the Secy. of the Treasury. 
But here, VA finds the only “bene- 
fit’’ to be a short-term one, King 
stated, implying that it did not jus- 
tify such a broad step as increasing 
rates. 


Beauty of Hardwood 
Spurs Design Contest 


The growing interest in the nat- 
ural beauty of wood grains and fig- 
ures and the increasing use of 
natural finishes for fine hardwoods 

were among the dominant trends 
evident in the designs submitted 
for the new annual Hardwood De- 
signer Awards. The five chosen de- 
signs will be in the permanent 
Hardwoods Exhibit opening March 
18th at Chicago’s Museum of Sci- 
ence and Industry. 

Three hundred twenty-one de- 
sign entries in hardwoods were re- 
ceived by the Hardwoods Exhibit 
Committee sponsoring the awards, 
with entries in the furniture and 
architectural interiors classifica- 
tions by far the heaviest. 

The designers honored with 
awards will be announced at a later 
date. Two awards will be presented 
to furniture designers, two to ar- 
chitectural interior designers, and 
one to a designer of a product 
showing a new or miscellaneous use 
of hardwoods. 


Lumber Machinery 
And Equipment Show 
The SPA Machinery and Equip- 
ment Exposition, to be held in New 
Orleans on April 8-10 in conjunc- 
tion with the Southern Pine As- 
sociation’s 38th annual meeting, is 
expected to be the largest exhibit 
of its kind every held in America. 
Most of the meetings of the As- 
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If you’re looking for proven performance ina radial arm 
saw, look to De Walt ®. Throughout the nation, the same 
De Walt story is told by thousands of satisfied users. 
Like the League Lumber Company, for example. They 
own 9 De Walts, ranging from !2 to 72 H.P, which are 
used for cross-cut, dado and miter. They own no other 
make radial arm saw, 

One of their De Walt Power Saws has been cutting 
for 11 years. During World War II, it was used continu- 
ously for 16 hours a day, seven days a week, in construc- 
tion of ammunition boxes. And it’s still going strong 
today! 

There’s no doubt about it— De Walt excels where a 
power saw should excel. It has amazing flexibility, speed 
and versatility. And its precision and safety are 
unmatched by any other saw. 

The De Walt Radial Arm Power Saw was the first 
direct-drive radial arm saw developed. In over 30 years, 
De Walt has maintained their position as leader, by refin- 
ing and improving their models year after year. 


Available in five models from '2 to 10 H.P. 













De Waar Cate Conetantly All Day Long!’ 


says George Stairs, Plant Supt., League Lumber Company, Baitimore, Md. 


fay 


De Walt Inc. Lancaster, Pa. 





POWER SAWS 
Subsidiary of 
AMERICAN MACHINE & FOUNDRY COMPANY 
New York 


Invest In the best — See your DeWalt dealer 
or mail this Coupon TODAY! 








De Walt Inc., Dept. AL-3, Lancaster, Pa 


([] Please send me full details on the De Walt Radial Power 
Saw Line. 
(_} Please send me your informative “Saw Tips”. 


CORR cesses 
ADDRESS 
CciTv 


ZONE STATE 
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sociation will be held at the New 
Orleans Municipal Auditorium, site 
of the machinery show. The con- 
vention will have mechanical prog- 
ress as its theme. 

On display will be more than a 
million dollars worth of equipment 
used in manufacturing, logging and 
mill work. 

In addition to exhibits inside the 
Auditorium, several squares of land 
adjacent to the building are being 
reserved for display and operation 
of motorized equipment. Truck- 
loads of logs and lumber will be 
available for the demonstrations. 

H. C. Berckes, executive vice-pres- 
ident of Southern Pine Association, 
reports that 80 percent of the ex- 
hibit space already has been re- 
served. 


Pick 24 Dealers 
Brand Names Finalists 


Twenty-four building materials 
dealers have been announced as 
finalists and will compete for 
Brand Name Retailer-of-the-Year 
honors in the building materials 
category of the 5th annual com- 
petition sponsored by Brand Names 
Foundation, Incorporated. 

The judging committee will be 
composed of the 20 retailers who 
won top honors in last year’s com- 
petition. Among them will be Mr. 
Arthur Clifford, Vice President, 
The A. W. Burritt Company, 
Bridgeport, the 1951 Brand Name 
Retailer-of-the-Year in the building 
materials category 

The dealers selected include: Ald 
rich & Company, Billings, Mont.: 
Allied Lumber Co., Tulsa, Okla.: 
Antrim Lumber Company, Enid, 
Okla.; Bader Lumber Corporation, 
Gary, Ind.; City Lumber Company, 
Jackson, Tenn.; Coutu Lumber 
Company, West Warwick, R.I.: 
Fairmount Lumber Co., Everett, 
Wash,: Forkner-Manger Lumber 
Co., Anderson, Ind.; Graham Mot- 
ley Lumber Co., Bowling Green, 
Ky.; The Hechinger Company, 
Washington, D.C.; Howard Lumber 
Co., Natchitoches, La.; Johnson- 
Cashway Lumber Co., Omaha, 
Neb.; Linden Lumber Company, 
Linden, N.J.; Louisville Builders 
Supply Co., Louisville, Ky.; Mad- 
ison Lumber Co., New Orleans, La.; 
Romney Lumber Company, Salt 
Lake City, Utah; W. H. Sawyer 
Lumber Co., Worcester, Mass.; 
John Schroeder Lumber & Supply 
Co., Milwaukee Wis.; Spahn & Rose 
Lumber Company, Pearl City, TIL; 
The Suburban Lumber Company, 
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Cleveland, Ohio; Taylor Lumber 
Co., Houston, Tex.; G. Uher Lum- 
ber Company, Galveston, Tex.; 
Vermilion Lumber Company, Dan- 
ville, Ill., and M. L. Virden Lumber 
Company, Inc., Clarksdale, Miss. 


New Homes For 
The “Forgotten Man” 


The ‘forgotten man” of housing 

the low income purchaser—has 
been given the highest priority in a 
sweeping new program to extend 
home ownership to millions of low- 
er and middle income families. 

The plan was outlined by Eman- 
uel M. Spiegel, president of the Na- 
tional Assn. of Home Builders. 

The dynamic housing program 
also calls for lower down payments, 
a longer payment term, adequate 
financing for modernization of old 
homes, and to reorganize the gov- 
ernment’s housing agencies in or- 
der to give greater service to the 
public. 

Spiegel said the key to the entire 
program is an adequate flow of 
mortgage capital at terms adapted 
to the needs of the “mass market” 
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at low down payments and longer 
amortization terms and with low 
monthly carrying charges. 

He said that this may require an 
increase in interest rates on loans 
guaranteed by the Veterans’ Ad- 
ministration, and perhaps on some 
mortgages insured by the Federal 
Housing Administration, and a re- 
vision of FHA down payment 
schedules, which currently neglect 
the credit requirements of non- 
veteran families of modest means 

The NAHB executive offered 
these major recommendations for 
governmental action on a compre- 
hensive national housing program: 

1. Congress should give FHA 
sufficient insurance authorization to 
provide continuous revolving fund. 

2. The interest rate on guaran- 
teed or insured home loans should 
be increased. 

3. FHA down payment require- 
ments should be reduced, particu- 
larly on medium-priced housing, 
and a 30-year mortgage should be 
permitted on all VA and FHA 
housing priced below $12,000. 

4. FNMA should be restored to 
its original function as a secondary 
market for mortgages. 
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Sylvis House, Burbank, Calif. 
Contractor and Designer 
Fd. Sylvis, Burbank, Calif. 
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Types of Lupton 
Metal Windows 








Keep your customers Sold... 
with Lupton Metal Windows 


Satisfied customers are the background of your business Lupton Metal 
Windows are engineered to keep them satisfied. They open and close 
quickly and easily. They won't shrink, warp, rattle or stick. They're 
built for a lifetime of trouble-free service — and give it. Lupton 
designs and construction features come from over 
in manufacturing metal windows 














10 years experience 
For the residential field there's a choice of two styles, casements in 
steel or aluminum and double hung in aluminum 


The Lupton Line also includes aluminum or steel windows for 
schools, hospitals, commercial and industrial buildings 


Steel windows offer low initial cost, are Bonderized and given a baked 
coat of prime paint. Aluminum windows offer the most in long-range 
savings they will never need paint 

















Offer your customers tops in quality tops in beauty tops in low 


maintenance sell Lupton Metal Windows. Get full details from your 


some of the famous local distributor, or write direct to the home office 
s that carry Lupton’s 


round advertising Lupton sales offices and representatives will be glad tO Rive additional information 
about Lupton products. Representatives are usually listed in the Classified Section 
of Telephone Directories under “Window Metal” or “Sash-Steel Your 


inquiries, whether by mail or phone, will receive prompt attention 


MICHAEL FLYNN MANUFACTURING COMPANY 
MAIN OFFICE AND PLANT... 700 East Godfrey Avenue, Philadelphia 24, Pa 
WASHINGTON OFFICE .. . Bond Bldg., 14th St. & New York Ave., Wash. 5, D ¢ 

LOS ANGELES OFFICE 672 South Lafayette Park Place, Los Angeles 5, Cal 
CINCINNATI OFFICE 1428 Blue Rock Road, ¢ " innath 24, Ohio 
NEW YORK OFFICE 5S! East 42nd Street, New r ’ New York 


LUPTO 


METAL WINDOWS 
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Stock and Feature Fast-Selling 


THOMASON 
FLUSH DOORS 


(All Wood) 


V Hollow Core or Solid Core 


VTop Quality Throughout 


AVAILABLE IN THESE 


FACE VENEERS 
NOTE CONSTRUCTION FEATURES 


Philippine Mahogany, Genuine 
Honduras Mahogany, Walnut, 
Oak, Birch, Knotty Pine, Gum, 
or in any face veneer desired. 


PLEASE NOTE 


THOMASON oplastic-faced flush 
doors are now available in all do- 


mestic and foreign wood grain plas- 


tics, as well as in decorative plastics. z es re) me A a re) oe 
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FAYETTEVILLE « NORTH CAROLINA 


SOLD ONLY THROUGH DISTRIBUTORS 
Write Us Today For Name and Address Of Your Nearest Distributor 
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Houston Development Builders* say: 
When offered a choice... 
customers invariably choose 


Sinalkertown 








1200 Houston homes built 
with Shakertowns! 












; Yes, there’s powerful buy-appeal in Shakertowns, lots of it! It’s the 
*BRACE & CARRUTH exclusive feature a builder gains by applying these rich-colored, deep- 
“Witte fase obteawe teiieoed grooved cedar shakes on homes in any style, in any price range. 
‘ al material y . . . : 
that top qua y* i You can see it... in the natural wood texture .. . in the soft, suede-like 
make homes sell easier, = h . a . ; Q ’ 
fecser, with fewer head finish and deep shadow-lines with wide, sweeping exposures. It's there . . . 
aches,” says this leading in the savings these double-coursed shakes offer in extra protection, 


Texas builder. ‘And year 

after-year sales records, on é : ie 

homes built with Shaker Brace & Carruth have used Shakertown Sidewalls on more than 1200 

towns, have proved that distinctive homes. They utilize the styling flexibility, the wide color range, 

they do just that. and the many practical combinations with other quality materials. Like 
Brace & Carruth, you can meet the demands of changing style requirements 
and customer preference, most profitably with America’s most imitated 
material .. . Shakertown Sidewalls. 


insulation and less cost per year of service. 










Get a more complete story from your nearby 
distributor. Or write us today for full details. 
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Side. THE PERMA PRODUCTS COMPANY 


te CLEVELAND 27, OHIO 






BUILDING PRopuCcTS MERCHANDISER 


19 


ieading builder¢ | at eee 
use the best 


age re 





January and February residential 
building seems to bear out the gen- 
eral forecast of more than 1,000,000 
new homes for 1953. 


Earlier concern about “spot-reces- 
sions” in those industries supported 
by the defense program has faded 
rapidly as the positive programming 
of President Eisenhower has become 
evident. 


The prospect of public building 
being stimulated, (to offset the mid- 
year decline in defense spending), 
adds to the general picture of sound 
economic planning. Continued rise 
of savings is seen as a definite stabi- 
lizing factor and a solid buffer 
against a business slump. 


The public will have the money to 
buy homes in 1953—but—we are en- 
tering a highly competitive market. 
Two things will make it difficult to 
sell homes which are either over- 
priced or lacking in charm and con- 
venience; 1) Since 1945, new home 
construction has topped marriages by 
about 1,000,000. 2) The birth rate 
during 1930-36 was low. 


Modernization and maintenance 
will be responsible for a larger share 
of building activity in 1953. Approx- 
imately 20 million American homes 
are now 30 years or older, and a large 
share of these require substantial 
investment. Because of the flurry of 
new building during the past five 
years, both builders and material 
suppliers have neglected sales effort 
in the modernization field. Many 
building material manufacturers are 
now making a strong bid for this 
market. In metropolitan areas, nu- 
merous builders who have until re- 
cently avoided participation in 
modernization projects, are now 
announcing their availability for this 
kind of work. 














Much controversy centers around 

: . forecasts regarding 1953 mortgage 

Smart builders choose proven quality money. Overall it appears that it will 
ea “1: be increasingly difficult for builders 
materials. They know that good will is the | dashes G6 ont 84% mones bat 
key to continued success. Chat’s one rea- that in most sections an adequate 


son R-O-Ws outsell competition 2 to 1. ee ee ane = a 
This financial development will tend 
to discourage large merchant build- 
ing and may accelerate activity by 
R*O-W SALES COMPANY !326++68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN the small speculative builder. 
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Advertisement 


In almost all areas of the country, 
there will be volume building of 
homes in the $15,000 class — fewer 
homes will be built for the $20,000- 
and-over market and fewer for the 
$11,500-and-under buyers. This, ac- 
cording to Mr. Francis Nicholson, of 
California Builders Supply Co., will 
be particularly true on the West 
Coast, where about one-tenth of the 
U. S. population resides and where 
about one-sixth of the country’s resi- 
dential construction will occur in 1953. 


For the first time in ten years, 
some rental units are now going 
begging. In scattered areas, sub- 
stantial concessions are being made 
to induce rental prospects. While 
this is not true on a widespread 
basis, it is a definite indication that 
the general critical need for shelter 
has passed. 


Offsetting this development is a 
general increase of enthusiasm for 
home ownership. Some economists 
are predicting that by 1970, 75% of 
all American homes will be owner 
occupied. Pride of ownership has be- 
come a strong factor in individual 
plans. During 1953 this urge will be 
accelerated by the lifting of rent con- 
trols now in effect. 


1953 homes offering maximum 
‘features’? at a fair price will sell 
after the buyers have shopped the 
field. It will be difficult to sell run- 
of-the-mill homes located in big resi- 
dential developments. 
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Anthony Mainieri, President of 
General Woodcraft Co., Ine., North 
Bergen, New Jersey, reports that 
East coast building is showing much 
greater individualized styling than 
in recent years. “Architects,” Mr. 
Mainieri says, “are speaking with 
more authority. For example, they 
may specify three or four different 
window types for a single house. It 
used to be that we could fill all the 
openings in a house with double-hung 
units, but now we’ve added horizontal- 
gliding and awning windows to the 
line we manufacture.” 


Ted Stengel, who heads up 
R-O+-W Wholesale Distributors, 
Inc. of Norwood, Ohio, says that 
‘For some time, the trend in the 
Cincinnati area was toward metal 
windows. This trend now seems to 
be turning to wood, perhaps because 
people are spending more time in 
the home and have more oppor- 
tunity to appreciate the natural 
beauty of this material. 
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R-O-Ws are built to outlast the homes 





in which they are used. Buyers look for 
this kind of quality, plus the take-out 
convenience covered by R-O-W patents. 
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“BRITE 
MAGIC” 


the strongest, most rugged glue 
hard-to-do jobs — in a new light col 
dreds of new uses. 


‘‘as described in Reader's Digest’’ 


MIRACLE 
ADHESIVES CORP. 


{ STREET, NEW Y 





Letters to the Editors_— 


Likes American Lumberman’s 
Advertising Service 


To the Editor: You are surely doing the retail lum- 
ber business a great service with the type of articles 
and information you are putting in American Lum- 
berman. 

The information you have put out on yard oper- 
ation and your new articles on advertising are won- 
derful. We have spent as high as 4° of sales on 
advertising and have found it very difficult to get 
mats and real help. For that reason, I am most in- 
terested in your new mat service and would like to 
subscribe to the next 12 ADviser mat pages. Please 
bill. 


George P. DeLong, DeLong Lumber Co., Minne- 
apolis, Minn. 


To the Editor: This will confirm our telephone con- 
versation ordering the first set of ADviser mats and 
we will continue ordering them on a year 'round basis. 

We think you've done a splendid thing in your new 
ADviser mat series and are sure the dealers will go 
for it. One aspect of it is that it makes agency service 
available to more dealers because it helps cut down 
production costs. 


Leo N. Fremont, Account Executive, Arnold M. 
Niemeyer and Associates, St. Paul, Minn. 


Looking for a Portable Yard Ramp? 


To the Editor: In the January 26th issue, page 16, 
you show a picture of a new magnesium portable yard 


ramp. I would appreciate having the address of this 
company. 


C. A. Thompson, Thompson Lumber and Building 
Supplies, Champaign, II. 


To the Editor: On page 16 of your January 26th issue, 
there is illustrated a portable magnesium yard ramp 
for use with fork lift trucks. 

This is a product of the Magnesium Company of 
America and we would appreciate your either giving 
us their address or requesting them to forward in- 
formation and price on this portable magnesium ramp. 


J. P. McKissick, Manager, Philadelphia (Penna.) 
Reserve Supply Co. 


To the Editor: Will you please favor us with the ad- 
dress of Magnesium Company of America? On page 
16 in the American Lumberman dated January 26, 
1953, we find an illustration in which we are inter- 
ested. 


John Foley, Nassau Suffolk Lumber & Supply Corp., 
Amityville, Long Island, N. Y. 


The address of the main office of the Magnesium 
Company of America, which manufactures the portable 
ramp illustrated in American Lumberman, is 5220 Indian- 
apolis Ave., East Chicago, Ind. The company also main- 
tains a branch office at 30 Rockefeller Plaza, New York 
26, N. Y. 
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NOW! newest addition to... 
“do it yourself” profit makers 


Builds Big Volumes with Builders, Too! 


by 





Gra tes 


CONCRETE 
FORMING NOW 
MADE EASY 
FOR ANYONE 


The new Gates 2x4 tie eliminates 


























spreaders, hand tying and saves hours for 


novice or professional. 





SELL MORE LUMBER, MORE MATERIAL, MORE CONCRETE! 
SPECIFICATIONS 





Packed in bundles of 100 ties and 
25 ties. Two 100 tie bundles and 
two 25 tie bundles to the package 
Not shipped in broken lots. In color- 
ful instruction wrapper for display 
purposes. Available for even inch 
wall widths of six inches to sixteen 
inches on order. Standard tie size 
for eight inch wall. Price list gives 
cost of each size. Shipped motor 
freight or equivalent from Denver 
All prices F.0.B. Denver. Weight 60 
Ibs. per 250 tie package of 8 inch 
ties. Ties made of No. 9 gauge gal 
vanized wire. Suitable for wide range 
in rate of pour depending upon tie 
spacing. See spacing table with pack 
age for details Average tensile 
strength 2500 Ibs. per tie Safe 
working load 1500 Ibs. per tie 








BUILDS BUSINESS 


The Gates 2x4 tie will sell 
lumber and materials to an- 
other great new market by 
making concrete forming easy 
Builds business with your 
builders and contractors, too. 
Saves up to 40% of all 
builders forming costs. 


FREE INSTRUCTION 
MANUALS AND 
SALES AIDS 


Every order contains pocket- 
size instruction manuals .. . 
well-illustrated to help even 
the least inexperienced man. 
Free display cards with first 
order. Demonstration model 
on order of 1000 or more 


ties. 


GOOD PACKAGING 


Packed inconvenient 
bundles of 25 and 100. 
Average home, for ex- 
ample, takes 300 ties. 
Can be ordered for any 
wall width in even inches 
from 6” to 16”. Gates 
ties sell! 


WRITE FOR SPECIAL INTRODUCTORY OFFER! 


Complete details, data, sample manuals and sample tie sent by 


return mail! 


Gates « SONS. INC. 


80 So. Galapago * Denver, Colorado 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 


manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*M. E. Crisp Lbr. Co.... Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, Oak. 
Poplar, Beech, Maple, Ash, bare. Chestnut and other bard 
woods. All facilities. 


*Cherry River Boom&Lbr.Co.,Richwood,W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 


*Bemis Hardwood Lbr. Co., Robbinsville, N.C. 


Hemlock. Hardwoods, Flooring. Dimension 


D. D. Brown Elkins, W. Va. 
Mirs. Band and Circular Sawn West Virginia Pepetestion 
Hardwoods—Kiln-Drying and Planing Mil! Facilities. 
Established 1880. 


*Christian Lumber Co. Monticello, Ky. 


A lachian Hardwoods Exclusively 
sh pping Point: Burnside. Kentucky 


The M. B. Farrin Lbr. Co... . Cincinnati, Ohio 


-Dried d Air-Dried A lac Hardwoods. “Century” 
—— ” : ak ae - jooring. 


*Wood-Mosaic Co., Inc Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber. 
Veneers. Dimension. 


*McCracken & McCall, Inc...Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mil! at Flat Lick. Ky. 


“Mowbray & Robinson Lbr. Co., Cincinnati, O. 
I 


Mills at Combs, Ky. and West Irvine. Ky. 
Complete Line of Kepcecine Nasdweeds, Maple and Oak 
coring. 


*J. P. Hamer Lbr. Co. Kenova, W. Va. 
Manufacturers 


Appalachian Hardwood Lumber 


*The Mower Lbr. Co.....Charieston, W. Va. 


West Virginia Hardwoods, Flooring & Glued-up Dimension. 
Dry Kiln and planing mill facilities. Mills: Cass, Nallen, Dailey. 
Durbin, Colcord & Pettus, W. Va. 


*Meadow River Lbr. Co... ..Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Clarkes 70% 4mi 
PROFIT BUILDING 
RENTAL FLOOR MACHINES 


sc 


WAT 


MODEL P-11 
MAINTAINER 


N 
ANNIVERSARY \ Se 


Amateurs have no 
trouble keeping floors 
gleaming with the 
ni ee arene ANNIVERSARY MODEL C-5 EDGER 

quiet, lightweight, 

stores in a square Adds “‘finishing™ touch to any sanding ANNIVERSARY MODEL EC-8 SANDER 
foot of space. Scrubs, job. Also used for sanding narrow 
polishes, waxes, steel halls, stair treads, closets, landings, 
wools! etc. Flat top permits standing machine 

upside-down for sandpaper change. 


‘ | ae 


Here's the fastest cutting, easiest handling 
machine in the rental field! Easier, faster 


sandpaper changing, rugged 12 h.p. motor, 
increased vacuum power. 


Thirty-five years of Clarke know-how are month, If you already have a rental de- 
wrapped up in the new 35th Anniversary partment, you’ll want these new models to 
Clarke rental machines — the EC-8 bring in MORE profits. If you haven’t en- 
Sander, the C-5 Edger and the P-11 Floor tered the rental floor machine field, start 
Maintainer. Here are easy handling, NOW with these all-new models job 
-ugged, designed-for-the-job machines designed by Clarke — the pioneer in the 
that will pay you BIG profits, month after “Do It Yourself” floor machine rental field. 


CLARKE SANDING MACHINE COMPANY 
463 Clay Avenue, Muskegon, Michigan 


Rush me the colorful Clarke 16 page booklet showing how 
1 can build floor machine rental profits, with the new Clarke 
35th Anniversary machines. 


SANDING MACHINE COMPANY aaa 
463 Clay Avenue, Muskegon, Michigan 

Authorized Sales and Service Branches in Principal Cities CITY... ay ZONE STATE 
Pioneers in the ‘‘Do-It-Yourself'' Rental Field 


eee ee ee ee ee ee ee a ee ee oe oe oe oe ee 
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Big Poster! 


PET’s dealer advertising package includes ad 
mats, electros, direct mail material, and this 
big window poster that will invite customers 
in to look, and buy. Ask your jobber salesman 
to show you the PET line and the tools and 
kits thet offer real values to your customers, 
good turnover and a good profit margin for you. 


Here’s the theme of PET’s big 1953 
promotion in consumer magazines 
reaching your customers. Tie up with 
it—sell the tools that have “Plus 
Power Per Pound’’—that means satis- 
faction for your customers, good will 
and more sales for you. 


"°QNd the», | 
is right; °° 


ASK YOUR JOBBER SALESMAN 
about this good PET line that gives 
you ‘Plus Projit Per Pound’’—or mail 
the coupon for complete information. 


QO. 1953. AMERICAN LUMBERMAN & 








MODEL 1490-G 


Ya" ELECTRIC DRILL 
SAW-TYPE GRIP and a 
gear-type chuck. Identical 
with Model 1440-G in all 
other quality features. 


$2495 


retail 


4 Hardware - 
| Week \ 
“ featured 

DD A items move. 1440-6 Ya” ELECTRIC DRILL 


PISTOL-GRIP and gear-type 


i a> _ i ae chuck. Special-duty design for 
> a ample power. Ball thrust bearing 

\ 3 “-—_a > .o \\\ ww $ takes drilling load. All others are 
a Se bt. — a> \\ oversize, oil-retaining bronze bear- 


” ings. Forced ventilation. 
MODEL 1440-GDK Yq DRILL and SAW KIT 95 $2495 


RUGGED, POWERFUL pistol-grip drill with Adjustable for angles from 90° to 45°. retail 

gear-type chuck. Special-duty design for COMPLETE SET of attachments for grind- 

ample power. Ball thrust bearing takes ing, sanding, polishing, buffing, paint 

drilling load. Forced ventilation for cool mixing. Either drill widh 
oe DURABLE "HIP-ROOF" TOOL CASE of high- hand-type chuck 
DRILL SAW attachment cutsupto1"” deep. quality, all-metal construction. $2195 — 


And here's one more: PET'S -\wpueté SANDER-POLISHER KIT! 


One of the nicest, most appealing kits you ever saw at this 
price! Your customers can use it on furniture, woodwork, the 
car—every sanding, polishing and waxing job. It includes: 
Powerful electric sander-polisher drive unit, with PET’s own 
high-grade motor, trigger switch, instant-release lock, side 
handle. Die-cast aluminum alloy housing for strength, light 
weight, convenience. Lamb’s wool polishing bonnet. 
Complete set of sanding discs 


Rubber backing pad and 3 
3-piece adapter set 
Drill chuck 
Two cans of Johnson’s Wax— 95 


liquid and paste, all for 


® 


- Sin capen mal a] 


mail this coupon...mail this coupon...mail this... 


PORTABLE ELECTRIC TOOLS, INC., DEPT. AL33 
320 West 83rd St., Chicago 20, Illinois 


Send me complete details on your PET Hardware Week and 
All Year Promotion. 
; 
Name 
Address 


PORTABLE ELECTRIC TOOLS, INC. = State 


. Name of yo obber or distributo , please: 
320 W. 83rd St., Chicago 20, Wt. ime ur j her r distributor ple ise 
In Canada: Portable Electric Tools, Ltd., | : | 
425 Birchmount Rd.. Toronto 13 Ont ———— i — — — aes oom 
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Swingin’ on the Gate 


2,400 pounds of Jeep and People hang from a 42 pound gate! IMPOSSIBLE?, NO!, 
WHY? It’s a tempered ALUMINUM “Life-Time” gate. Bull-strong, Light and Beautiful. 


Sizes four to sixteen feet ready to hang. Also made of galvanized Spring-steel. Guar- 
anteed for life against sagging. 


The Farmer is Ready to Buy! Be Ready to Sell! 
FOR COMPLETE DESCRIPTION AND Prices Write the Factory 
a ae ee _Aq Nearest You 


F ertise? a aut s: ALPRODCO, INC. 
Adv . culat dq RO , MINERAL WELLS, TEXAS 
pol men ? ALPRODCO, INC. 
mo parry KEMPTON, INDIANA 
_ ALPRODCO, INC. 
DUBLIN, GEORGIA 
ARMSTRONG PRODUCTS, INC. 
BOX 437, ONTARIO, CALIF. 
ATLANTIC ALUMINUM CO. 
WAYNESBORO, VA. 
CARTWRIGHT COMPANY 
COLLIERVILLE, TENN. 
DERING INDUSTRIES 
SCAPPOOSE, OREGON 
HENRY FIELD ALUMINUM 
PRODUCTS 
SHENANDOAH, IOWA 
WAYSIDE INDUSTRIES 
MENTOR, OHIO 
MARSHALL COMPANY 
4747 W. COLFAX, DENVER, COL. 
MARSHALL COMPANY 
ARLINTON, NEBRASKA 








you'll be glad you DID 


OVER 400,000 
ALREADY IN USE 


aa 


ih hed e all 
ae? aS —— -- es 
- on ai ‘ Soe foe SN mers 
wd x a * 
¢ 


BUILDING Propucts MERCHANDISER 





NEW HORSEPOWER! 
NEW BRAKING POWER! 
NEW EARNING POWER! 


Biggest truck values of the year! 
New, just-announced Dodge trucks 
with features like... 


7 high-compression engines, with 
100 to 171 horsepower, give you 
more ton-miles per hour, more 
deliveries per day! New styling in- 
side and out, tough new floors in 
pick-up and panel bodies, new 
tighter-than-ever tailgates on pick- 
ups and expresses! A total of more 
than 50 brand-new features to 
boost truck earning power! 


More, you get such famous Dodge 
extra values as lightweight alumi- 
num-alloy pistons, rivetless Cycle- 
bond brake linings on all hydraulic 
brakes, moistureproof ignition, 
shot-peened rear axle shafts! Get 
more truck for your money . . . see 
your neighborly Dodge dealer! 


MORE POWERFUL BETTER NO GEAR- OVER 50 
ENGINES! BRAKING! SHIFTING! FEATURES! 


7 high-horsepower en- Super-safe brakes stop ‘Truck-o-matic transmis- Reinforced cab construc- 
gines! 3 brand-new, with smoothly, easily, with sion with gy¥rol Fluid tion, larger exhaust sys- 
increased displacement, less pedal pressure! New Drive available on !- tem, new 116” wheelbase 
greater cooling capacity, increased stopping abil- and %4-ton models! Saves 14-ton pick-up! Dodge- 
twin carburetion avail- ity on 1- thru 2!4-ton shifting, yet lets you rock Tint glass, higher output 
able on larger trucks! trucks! out of snow, mud! heaters available! 


There’s one to fit your job ... 2-ton through 4-ton. See your friendly Dodge dealer. 


DODGE vob Rid TRUCKS 
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LOOK WHAT AMERICAN 


1. The highest mark-up in the en- 
tire appliance field. 

2. “Pre-sold" prospects ... live 
leads from people in your area 
who have actually written in for 
information. 

3. Larger unit sales; average 
kitchen sale over $400! 

4. Eligible for FHA—no collection 
problems—you get spot cash! 

5. No profit-eating trade-ins! No 
yearly model changes! 


KITCHENS OFFER YOU! 


6. Fast, effective sales-training— 
right in your own store! 


7. Minimum display space .. . no 
heavy inventory ...no servicing 
problems. 


8. Heavy national advertising— 
in color—in the top magazines, 
local advertising, radio, outdoor, 
displays! 


9. Regular extra-value special 
promotions! 


- 
7 
“seem . 
Pres eee 





‘ 
' 
‘American Kitchens, Dept AL-3, 
AvVCcO Manufacturing Corp ] 
nersville, Ind. 
os send me information 
bout American Kitchens 
and the new promotions 
a 
Please have m 
call on me 


‘ 


y distributor 


Name 
Address 
City— Zone State - 


AMERICAN KITCHENS DIVISION (Aeg) CONNERSVILLE, INDIANA 
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ASBESTOS SIDING? 
heasons why you chould insist on, 


Johns-Manville 


SMOOTHGRAIN 


Viewed from any angle, Smoothgrain has a rich, grained 
texture, yet its surface is smooth and resistant to soiling. 
Colors are beautifully styled in deep autumn shades or 
smart springtime pastels. The pleasing grained texture 
and lasting colors are achieved by colored ceramic 
granules deeply embedded in the asbestos cement siding. 


The J-M manufacturing process gives Smoothgrain 
Siding dimensional stability—resistance to shrinking— 
tight joints that won't open up later on. Furthermore, the 


built-in texture is so striking, that you can hardly see 
face nails and vertical joints. 


Best Known Name . . . 


The Johns-Manville name has been the standard of qual- 
ity for 95 years. Color ads in national magazines and the 
Bill Henry Radio News Program are constantly building 
preference for products which carry the J-M name. 





For full information about Smoothgrain Asbestos 
Siding and other J-M Building products, write 
Johns-Manville, Box 60, New York 16, N. Y. 


| Johns-Manville 
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4 big ways ( 
helps you sell more 


PADLOCKS 


a 


DIRECT MAIL FOLDERS br 


Available now—one of the [Bar 
most successful direct mail 
pieces Corbin dealers have 
ever used! Ask your Corbin 
jobber for a good supply. 





Corbin Padlocks are pre- 
sold to the 4,000,000 
readers of POPULAR 
SCIENCE, POPULAR 
MECHANICS and MECH- 
ANIX ILLUSTRATED... your 
best type of customer! 


40% 
ot 


cee ont : 
oo ave Fo 
wet er 


ws 


Order a good stock of 
Corbin Padlocks NOW 


Be sure of faster turnover with 


COREI) 


CORBIN CABINET LOCK Division 


The American Hardware Corporation 
New Britain, Connecticut, U.S.A, 
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All this display material is 
- available from your paint manufacturer 


Counter Cards 


we . ~ | tray LIQUID 
lonm f. ALUM/AUM 


VH/ 


Folders Ad Mats 


Tie-in with this proved money-making promotion . . ! 


contact your paint manufacturer or jobber today. 


Giant Window Streamers 


This Promotion is Sponsored by 
REYNOLDS METALS COMPANY, Louisville 1, Kentucky 


in the interests of the Paint Industry of America 





“Liquid Aluminun 


with this smashing, full-colo 


jorage cabinets Protect and teautify all vour acreens Dress vp vour garden tools and outdoor 
uid Aluminum with amazing + sistant Liquid furniture = and rep d rust with 
that le 


emay wel re 
Ite light reflecting property makes Aluminum v lt last vears longer this wonder coating ughs at 
gloomy interiors gleam like aiver and brighten up your whole house weather’ Apply sith brush of spray 


Now you can paint on a shining, protective coating 
of aluminum .. . inside, outside, everywhere 


Now the magic of aluminum goes to work for you in you'll discover new uses for this shining coat of armor 
“liquid” form. You brush on Liquid Aluminum like arty on everything from hasement walls to window sills 
ordinary peint. But really you are applying « shining from gutters to garden implements. So always keep a 
coat of metallic aluminum with all of aluminum’s can handy. Ask your paint dealer for Liquid Aluminum 
sparkling beauty and matchless protection. Every day It's made by leading paint manufacturers 


This advertisement appears in the interests of the Paint Industry of Ameriva 
REYNOLDS METALS COMPANY, 2800 South Third Street, Louteille, Kentucky 








A SLEEPER AWAKES... TREMENDOUS POTENTIAL 


... becomes overnight success! Reyrolds In Kansas City alone, weekly average sales per store 
Metals Company realizing the potential jumped from 12 pints a week to an astounding 178 
in aluminum paint, gave it an exciting pints. Sales of all aluminum paint in cooperating 
new name—Liquid Aluminum—and stores were 266% higher than in non-cooperating 
“angeled” a smashing merchandising and stores! 

advertising campaign in nine test markets Now, Liquid Aluminum goes national in a big 
last year. These tests proved that alumi- way with an exciting, sales-getting “Spread the 
num paint as Liquid Aluminum had tre- Bright News” theme . . . and every paint dealer and 


mendous sales possibilities. manufacturer in America can benefit. 
This Promotion is Sponsored by REYNOLDS METALS COMPANY, Louisville 1, Kentucky in the interests of the Paint Industry of America 





AL - 
1 Goes National! 
spread in Saturday Evening Post: 


Look for this big kick-off ad in the 


ome gutters and downspouts 
ust and weather with this 
ting’ Use Liquid Aluminu m 
oat or cover with any color 





\ MISTER PEEPERS 


One of the country's favor- 
ite television personalities 
will tell your customers the 
“bright news" about 
Liquid Aluminum. 
Every Sunday night, 
7:30 EST, NBC-TV. 


APRIL Ath issue 


FOLLOW-UP FULL-COLOR ADS 


all through the Spring market in Saturday Evening Post, 
Better Homes and Gardens. Plus . . . special ads for the 
farm market in Country Gentleman. 


Now you con paint on © shining, 
protective canting of cluminum 


FIBBER McGEE & MOLLY 


Your customers will hear the 
wonderful news about 
Liquid Aluminum from this 
happy, popular radio team 
all America loves. 
Every Tuesday night, 
9:30 EST & PST, NBC. 











Spread the Bright News... 
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Cub-powered hydraulic crane hoist. Lifts 300-pound the rear moves drums, sacks, crates at speeds up to 
loads to a 12-foot, 8-inch height. The Carry-Lift on 6% mph. 


You GET MORE JOBS DONE 
for a day’s wages 


with a busy FARMALL CUB! 


These pictures show only three of dozens of ways the Cub 
can speed up materials handling. On any of these jobs a 
Cub can do the work of from 4 to 6 men working by hand! 


You can do more with a Cub than with other tractors 
costing much more. Try it and prove it! You'll be amazed 
at the pull-power you get from the Cub’s 8.9 drawbar hp. 
You'll like hydraulic Touch-Control that gives you instant 
command of front, center or rear-mounted equipment. Try 
the brakes that let you make pivot turns in close quarters. 
Get the feel of the comfortable seat, the easy steering. 
PROVE IT TO YOURSELF—look in the classified section 
of your ’phone book and call your IH Dealer or IH District 
Office TODAY for a free demonstration. 


xt ae ieee Bs GALI teow Tatil : ; f If you live in or near Chicago, call C. A. Mertz, ANdover 
-powered loader is ideal for loading or moving bags o ; a ae : : 

a a —— 3-4200; in New York, call H. F. Burton, MUrrayhill 6-3448. 

feed, cement, plaster and other materials; it provides a quick , 


way to scoop and load loose sand, gravel and coal. Lifts 400- 
 ameenminaeneiia INTERNATIONAL 


International Harvester products pay for themselves in use—McCormick Farm Equipment 
and Farmall Tractors... Motor Trucks... Crawler Tractors and Power Units 


Refrigera 
tors and Freezers—General Office, Chicago }, Illinois 


aeaeseee MAIL COUPON TODAY for free Cub literature s«eeae= 


International Harvester Co. 
P. O. Box 7333, Dept. AL3, Chicago 80, Illinois 


Please send me information telling how the Cuk has solved power 
job problems for businesses like mine. 


os Shr 


Address 
Cub-powered blade is just the thing for piling gravel, sand or 


coal and for grading, leveling, plowing snow, filling mud 


My business is 
holes. The hydraulically controlled blade is 442 feet wide. 


e 
' 

2 

] 

+ 

' 

' 

: 

Name : 
t 

. 

+ 

a 

‘ 

. 
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RIFFIN HINGES 


There .are no “ifs’’ or “ands” about selling 

Griffin products. You can recommend them with complete 

confidence. The Griffin line of fine builders’ hardware has been 

known for over 50 years as a “quality” line. The finest steel, 

carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 

Sell with complete confidence. Sell the Best . . . Sell Griffin. 


j RIFFIN onze, 


ERIE © PENNSYLVANIA 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd 
Chicago 26, Iilinois San Francisco 3, Calif Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134.6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO 
45 Warren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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When you recommend and sell color-sealed Careystone 
asbestos siding, you're in for compliments instead of 
complaints. 

Buyers like the wide choice of fresh, new pastel colors 
that resist fading, blooming, discoloration, They like the 


striated vertical texture lines, too . . . and the freedom 






from painting and other maintenance. And you'll like the 
way Color-Sealed Careystone builds goodwill and profits. 
The Color-Seal 


tough, armor-like seal over the entire weather side. Water 








process, exclusive with Carey, welds a 
repellent, highly resistant to soiling, this seal actually 


enlivens the color and protects it from fading. 


“TORTURE TEST”’ 
in Carey Weather-O-Meter 








—proves top quality and performance 
of Color-Sealed 


under conditions of blistering heat, 


Careystone Siding, 


freezing cold, soaking rains. 
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NOW = colored siding that makes you look good... 


Es fi 
& e 
Ne stay 


in colors that resist time and weather 




















You can guarantee Careystone rotproof, termiteproof and 
incombustible as well. Its made of asbestos and cement 
never needs preservative treatment of any kind, 
won't warp or blister. 
Color-Sealed Careystone blends with any architectural 
style, is easily applied to new homes or old, using face 
nails, or by the Carey Shadow-line channel system. For 
complete information about this profit-maker, see your 


Carey representative. Or, mail us the coupon today, 


Color-Sealed Careystone is... made in white 
and several 


attractive colors. 











The Philip Carey M facturing Company, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., Montreal 3, P. Q. 
Serving Home, Farm and Industry Since 1873 





THE PHILIP CAREY MFG. CO. + LOCKLAND, CINCINNATI 15, OHIO, Dept. Ato 
Please rush me samples and full details on 
1. New Color-Sealed Careystone asbestos siding shingles 
2. The Carey Shadow-line channel system 






NAME 


FIRM 


ADDRESS 


city 
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B&D UTILITY 7” HEAVY- 
DUTY SAW... $98.50 


Weighs only 10% lbs. Cuts to 27%” 
at 0°, cuts 2” dressed lumber at 45° 
with built-in depth and bevel adjust- 
ment. Custom powered by B&D. 


B&D UTILITY 8° HEAVY- 
DUTY SAW... $99.50 


Weighs only 14% lbs. Cuts to 2134” 
at 0°; to 2!" at 45° with built-in 
depth and bevel adjustment. Custom 
powered by B&D. 


ree 


B&D UTILITY 6” HEAVY- 
DUTY SAW... $5650 


Weighs only 9% lbs. Cuts to 21%”. 
Also available with depth and bevel 
attachment. Custom powered by 
B&D. 


There’s a B&D UTILITY 
Blade for every purpose! 


Blades for general and special 
purposes, including Carbide- 
Tipped, Planer and Flooring 

blades and Abrasive Discs. 


« 


Varch Y 1953, 


: * ; eo a. 
Beers: os 
OS * tees we ae : 
: ghey 


Bg 
wf 


B&D UTILITY 6 "ESYY- 
DELUXE SAW... $76-5° 


Weighs only 10'4 Ibs. Cuts to 2” at 0°, 
to 1%" at 45° with built-in depth 
and bevel adjustment. Custom pow- 
ered by B&D. 


B&D UTILITY 9 HEAVY- 
DUTY SAW ... $]]7-°° 


Weighs only 1534 lbs. Cuts to 314” 
at 0°; to 23,” at 45° with built-in 
depth and bevel adjustment. Custom 
powered by B&D. 
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Now you can sell... 





CUSTOM-POWER in a complete 
line of B&D UTILITY SAWS! 


* As advertised in V2 page, two-color ad in March 21st issue of 
The Saturday Evening Post and 2-page spreads in March issues of 
American Builder and Practical Builder. 


ARPENTER, builder, homeowner . . . 

4Awhatever your customers’ sawing needs, 
you'll have the Saws to sell them in the com- 
plete Black & Decker Utility Heavy-Duty 
Saw Line! You have five models to offer 
in blade diameters from 6” to 9”, cutting 
capacities up to 34" depth... plus the 
versatile, new Portable Jig Saw... for 
everything from roughing out to final trim. 
You can sell them for sawing studs, roof 
trusses, rafters, joists or stair stringers; 
building cabinets, club cellars or lawn fur- 
niture; cutting slate, tile, galvanized sheet 


What’s more, every B&D Utility Saw fea- 
tures CusTOM-PowWER for faster sawing and 
faster selling! Special universal motors are 
designed and built right in our own plant 
specifically for tough power sawing. Each 
one is CustoM-MAbDE for the Saw it drives... . 
with a reserve capacity to take rough spots 
without overheating or slowing down! 


And that’s not all their sales features! 


Other features include light weight, perfect 
balance, telescoping blade guard, instant- 
release trigger switch, grease-sealed ball bear- 


or composition materials! ings, and top-quality helical gearing. 


For big sales this Spring . . . with a Saw 
for every job... order Black & Decker Utility 
Heavy-Duty Saws from your wholesaler to- 
day! THE Biack & DecKER Mec. Co., 
Dept. H-640, Towson 4, Maryland. 


Yack & Decker 


PORTABLE 


iTY| ELECTRIC 
uri FILITY TOOLS 





B&D Utility Portable Jig Saw 


HERE'S A REAL INTRODUCTORY ASSORTMENT to help you sell! The U-1130 
gives you a colorful ter-and-window display, two Portable Jig Saws, one 
Table for Jig Saw, one Circle Cutting end one Joint Attachment, five cards of 
replacement blades for all types of cutting. Ask your wholesaler novs ubout this 
profit-making introductory offer! 


Sell it for cutting openings in wallboard—no entering hole is needed. Sell it 
to cut around intricate shapes for precise fitting of composition materials, wood, 
metal, linoleum, rubber, felt, etc. Driven by powerful B&D-built universal 
motor. Comes complete with five different bledes. Fan on motor blows saw- 
dust away to keep guide lines visible. Can be easily converted for bench 
operation with Table Attachment. 
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rtu , is knocking 
with both fists! 


Right now there are two strong, significant merchan- 
dising trends at work in the building materials business. 


a 


Both of them affect your future. 


Each one of these important trends offers you G golden Op- 


portunity—to sell more—to get greater dollar 
profits. 


Want to know how to make the most of them? 


Your Masonite representative has the complete story. Let him 
show you this profitable, easy-to-use plan. Seeing it and 


studying it may be one of the most important acts in your 
business life. Don’t miss it! 


ab. MASONITE 


CORPORATION 
Dept. AL-39, Box 777, Chicago 90, Illinois 
better hardboards for better profits 
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feature for feature... NATIONAL LOUK 
- Rubber-Roller 
go} CATCH 


lice is the finest 


for you to sell! 
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No. N61-336 


Quality-made through and through 


...and best of all...it’s silent too 


@ Customers who settle for nothing less than the best, select 

this “deluxe” Rubber Roller Catch by National Lock. Designed 

primarily for use on wood and metal kitchen 

cabinets, this quality-made catch and strike ensemble 

provides many years of smooth .. . positive .. . silent action. 

Catch has elongated mounting holes .. . Strike has marker prongs . . . two features that 

spell easy application. Housing, Spring and Pawls are made of steel. Catch, 

Strike and Screws have durable rust resistant finish. Complete ensemble is individually packaged 
for ease of handling and identification. Priced right for profit! Order these 


Catches from your jobber NOW. Immediate delivery. 


Ask vour jobber about these other in-demand items 


CT ere, 


ao mm 
’ 





SERIES “'410"’ No. 24 WOOD SCREW NATIONAL A-80 BRASS 
NATIONAL LOCKset ASSORTMENT TUTCH LATCH ASSORTMENT 


DISTINCTIVE HARDWARE... all from I sou ree , . 
: . . Sx “\ 
l\ NATIONAL LOCK COMPANY CQ: 


1 f 
¥0O } >” 


Rockford, Illinois e Merchant Sales Division 
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Sure way to 
attract home buyers 


shee Ripe =. ™ 
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a el I Rina gg Bio 


e Ranch Plank Floors 


Phe popularity of a Bruce Ranch Plank Floor is 
easily explained: It gives a home the natural 
charm and lifetime durability of solid oak plus 
the interesting, decorative design of walnut 
pegged strips in random widths. The rich Deco- 
rator Finish (factory-applied ) accents the mellow 
beauty of a Bruce Ranch Plank Floor—makes it 
so easy to keep clean and lustrous at all times. 


his floor is easily laid by blind nailing over 
wood subfloor or old floor. The installed cost is * 
about the same as for regular strip floors sanded 
and finished on the job. 

Bruce Ranch Plank Floors mean extra sales 
and extra profits for you. You make your usual 
flooring profit plus a profit on the factory finish. 
Write for prices and literature with color photos. 


PRODUCT OF E. L. BRUCE CO., MEMPHIS, TENN. 
World's Largest Maker of Hardwood Floors 





Our KARDEX 
Inventory Record gives us: 


1. BALANCED INVENTORIES 
2. ITEMIZED SALES CONTROL 
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...and 2 clerks 
io the work of 3! a} 


says The Capitol City Lumber Co., Hartford, Conn. 5 SS . 7 F 
| : Z , a 
. ; x . % i * 


\ 


Aa 





Close-up of the chart- 
and-signal control section 
of the Kardex Inventory 
Record. The signals keep 


Kardex Record at 
Capitol City Lumber Company. 
The Graph-A-Matic signal flags 


critical situations: 


Inventory 


“out,” “or- 
before you up-to-date der point,” “on order,” or “over- 
stock.” 


usayve-trend record covering 


facts on each item, for Inside each pocket is a 


instant, intelligent cost- 


saving decisions. each item for & years. 


Many firms—perhaps yours among them—are car- makes. Send the coupon today for your copy of 


rving a larger inventory than they need on some 
items and an insuflicient supply of others. If you 
guess wrong either way, it can cost you heavily, 
especially in uncertain times like the present. 

The remedy, as Capitol City Lumber Co. has 
found, is to eliminate ‘“‘gquess,” and to balance in- 
ventory from facts. In Kardex, they have a system 
that gives complete and constant control of inven- 
... that 


required ...reduces by 13 the number of clerical 


tory reduces by 23 the number of records 


personnel needed to do the job. Finally, their system 
keeps operating inventory at a low but completely 
adequate level. 

You too can have such a system. And you’ll find, 
as other firms have found, how simple, efficient in- 


ventory control really is — and what BIG savings it 


Buu Propucts MERCHANDISER 


DING 


“How to Get Profits from Inventories.” It’s packed 
with facts, figures, charts that will show you how 


to get a realistic picture of your inventory. 


a | 
I 
i 
l 
Management Controls Reference Library I 
Room 1794, 315 Fourth Ave., New York 10 | 
t 
I 
I 
1 
l 


Yes, I would like a copy of KD 375, “How to Get Profits 


from Inventories” 


Firm — 
Address 


City — Zone 
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How you can get more 


uilding and 


remodeling 


business in 5 33 


Team up with the 


great new national advertising campaign 
CELOTEX is putting to work for you! 


All through 1953, we'll be telling millions upon 
millions of people —“SEE YOUR CELOTEX DEALER WHEN 
YOU BUILD OR REMODEL!” And, we'll be giving them 


some mighty compelling reasons for doing so, too! 


. in colorful, full-page ads featuring both 
building and remodeling in The Saturday Eve- 
ning Post, Better Homes & Gardens, American 
Home, Small Homes Guide. 


. in sparkling, four-color interior remodeling 
ads in Better Homes & Gardens and American 
Home. 


. in hard-selling remodeling ads in Farm Jour- 
nal, Successful Farming, Progressive Farmer and 
other leading farm magazines. 


Builders and architects, too, will be reading “See 


your Celotex dealer!” in impressive, “reason 
why” ads in PRACTICAL BUILDER, AMERICAN BUILDER, 
ARCHITECTURAL RECORD, PROGRESSIVE ARCHITECTURE, 
MAGAZINE OF BUILDING and other famous profes- 


sional magazines. 


That's the powerful Celotex national advertising 
line-up for 1953! Now, how do you use it to get 
more building business, more remodeling business? 
Simple. First, stock the complete Celotex line of 
building and remodeling products! Second, identify 
your establishment as “Celotex Headquarters” in 
your community! 


Celotex makes it easy by supplying all the dis- 
play and promotion material you need to do the 
job! . Hard-hitting ad mats . 
Attractive folders Publicity releases 

The great new 1953 Celotex Book of 
A new, 32-page remodeling book. Use 
them all and look ahead to a bright year in 1953! 


.. Big, full-color 
posters 
and mats . 
Homes 


‘ME Kit 4y 


HOM}. 
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With the help of your Celotex dealer and your builder 


See the beauty and good living you can get in 
a budget-wise home ! 





x b gt 


Insist on Genuine Celotex P. t 
How to Keep Costs Dow a lang 
< 


— — : Mail Coupon for New 1953 Celotex Book of Homes 
Remodeling? 


lasist on Goneme _ > ¢ yy 
Add a beautiful room like this | < t ° c rea c I “4 
| we . ’ au a a t ’ 


with Celotex for only $54* 


Bonding Pradects 
& 
X CORPORATION © CHICAGO 3 


Ths beouttut 


"the Cotoren Corporetion Depr 0.33 
1990'S LaSalle 5+. Chinmne 3 tH 








— Here’s the first of a series of colorful, full-page ads 


Celotex is running during 1953. Each ad features a nnataiee Ng 
moderate cost from the new 1953 Celotex Book of yaaa = é 
also promotes remodeling! Each ad directs prospects “ : 
for information, guidance and all the materials needed! 


REG U.S PAT OFF 


BUILDING PRODUCTS 


The Celotex Corporation, 120 S. LaSalle St., Chicago 3, Illinois 
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style as traditional as 
Ancient Greece ...made of 
aluminum for everlasting 
performance 


ZEUS for the Ultimate 























ALL ALUMINUM 
Double Hung Windows 




















APHRODITE for Beauty 























ATLAS for Strength 








7. * quality 
‘Reape tities ” (niatitein Ginette. —~ Metal means strength. The Metalart Double Hung Window is 
r 77 . 


P. O. Box 4144 Atlanta, Ga. the ONLY residential double hung window using a wide 312” 
Att’n: Dept. “AW” 


Please forward full information on heavy extruded aluminum frame. Only in Metalart products 
our Metalart Double Hung Window. : , ; : . 

se do you find the ultimate in design and functionalism. Stay 
ame: 


Co. Name: | smart — buy Metalart! 


dre | METAL ARTS MFG. CO., INC. 


Jt P.O. BOX 4144 ATLANTA, GEORGIA 
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idea for today’s changing market! 


Here it is... the builder’s answer to merchan 
dising homes in today’s market. The luxury of 
decorator colors plus the economy of steel 
Youngstown Kitchens lets builders meet the 
demands of selective, value-seeking buyers 
America’s leading artists and decorators have 
joined Youngstown Kitchens to offer you 
Controlled Color Kitchen Decorating the 
exciting new way to give your homes decorator 


planned kitchens dramatic sales appeal 


This is just one of the many ways Youngstown 
Kitchens stays alert to help you merchandise 
your homes. Get full details of Controlled Color 
Kitchen Decorating from your distributor. Or 
write Builder Sales Division, Mullins Manufac 


turing Corporation, Warren, Ohio. 


KITCHEN DECORATING 





Youngstown Kitchens CONTROLLED COLO wg 
enclhudes.. 


Handsome new draperies in a wide Colorful wall covering in Varlar, 
choice of exclusive designs and pat the stainproof wall cover- 


terns for exciting kitchen beauty, ing, for beautiful decorator- 
plus planned kitchens with . . 


the latest advances badd dome ion? 
i 


Two-page, full color spread in McCall's for April and 
one-page, full-color ads in other national magazines 
will start prospects looking for this exciting new 
color program in your homes 

Also see McCall's editorial pages in March for 


the comple te story 
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Colorful Cabinet tops with new 
genuine beauty bonded FOR 
MICA added to give prospects 
Attractive decals in 22 exciting designs, their choice of the 4 greatest 
made by the largest decal maker, cabinet top materials: Formica 
allow your prospects endless decorat Youngstown Kitchens Cusheen, 
ing combinations and linoleum and edge-grain maple 


Youngsoun hrilehens 


MULLINS MANUFACTURING CORPORATION 
WARREN, OHIO 
Youngstown Kitchens are sold throughout the World 
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MODERN 
HOMES AND 
BUILDINGS 
FOR THE 
ARM 





FREE 


Blueprints and 
Catalog for Farmers 


M44 


Listings of 


Dealers’ Names 
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204 DESIGNS .... including modern Farm Homes, Farm 
Service Buildings and Equipment items with complete blue- 
prints and material lists. The 4-Square Farm Building Service 
offers a type and size of building for practicall; every 


farm need. 


New 1953 


Farm Selling Program 


GEARED TO THE TESTED AND PROVED 
WEYERHAEUSER 4-SQUARE FARM BUILDING SERVICE 


Important news is coming to dealers em- 
ploying the 4-Square Farm Building 
Service. Weyerhaeuser district represent- 
atives will soon show the new 1953 Farm 
Selling Program, developed to further 
strengthen dealers’ positions as the best 
sources of design information for mod- 
ern, efficient farm buildings. 

This new program is packed with pro- 
motion value. It has exciting, stimulating 
features that will direct more farmers to 
dealers’ yards and help increase their 
building material sales. 

Many new designs are being added to 
the tested and proved 4-Square Farm 
Building Service . . . to make a total of 
204 plans... new poultry buildings, crop 
storage, milk houses, road-side stands, 
and additional modern homes, specially 
designed for farm families. 

To tell the farmers about the expanded 
4-Square Farm Building Service, full page 


advertisements will appear in state farm 
papers. This advertising will offer farmers 
free blueprints, free catalog and feature 
the names of dealers who have the 4- 
Square Farm Building Service. 

Free blueprints and catalog wil! also 
be offered farmers in timely tabloid-size 
broadsides . . . and in colorful display 
posters. Weyerhaeuser representatives 
will explain all details, including imprint- 
ing and mailing of tabloids, newspaper 
ad mats, catalogs and counter literature. 

Weyerhaeuser is constantly improving 
the 4-Square Farm Building Service, 
making it an increasingly effective dealer 
tool for serving and selling farmers. By 
continuing to promote the erection of 
more efficient farm buildings and identi- 
fying the dealers who help to provide 
them, Weyerhaeuser assists 4-Square 
Lumber Dealers in making more profit- 
able sales. 


eyerhaeuser Sales Company 


ST. PAUL I, 
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MINNESOTA 


53 





Dipti 











\_ 





gn 


Z 


When you handle ~ 
com plete line ot U- 

American Fence he 
Wire Products you ex- 
tend the sales poten- 
tial of every depart- 
ment of your business. 


and you spread the ““welcome mat’’ | ff i.".""* 


be qui k move rs: 


for bigger business! oo 


ou make a strong bid for bigger business when 
Y you hang out the “American” dealer sign. Farm- 
ers will go out of their way to trade where the well- 
known “American” sign is displayed, for they are 
familiar with American Fence . . . are already sold 
on its advantages. 











\ lot of pre-selling of American Fence is done for 
you through consistent advertising in leading na- 
tional and farm magazines, reaching some six million 
farm homes. The hard-selling advertisements feature 
actual, believable testimonials of farmers who have 
proved the staying power of American Fence on their 
farms. On radio, too, your prospective customers are 
reminded to look for the dealer who carries products 
bearing the U-S-S trade-mark. And effective direct 
mail literature, catalogs and folders are supplied to 
American Fence dealers to help them keep in touch eT ay 
with their customers and prospects. - 

The best business-booster you can have, of course, 
is American Fence itself. It’s a quality product, de- 
signed for long life and easy erection. It’s a good- 
looking fence, sturdily constructed and smoothly 
coated with heavy galvanizing that fights corrosive 
effects of bad weather. 

Use the pulling power of American Fence to widen 
your trading area, increase your volume, boost your 


profits. Remember— Be RSS S 


Theres more American Fence in use Than any other brand / E:5'S Americen Vie Wire Fer Astomette Sater, 











AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S AMERICAN FENCE 
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JAEGER 1953 models give you 
maximum payload plus 


* Note below latest Mix-Plus advantages 


that only Jaeger gives you 


Improved Power Train 


Perfected “Comatic” hydraulically 
actuated transmission with improved 
transmission mounting and closer 
coupled intermediate drive. Elimin- 
ates necessity for universal joint, in- 
sures no deflection over the roughest 
ground both on and off the road. 


Jaeger “Mix Plus" 
Model 4. HM-D 


Improved Drum Mounting 


“ 


A” frame and drum roller supports 
are engineered to carry 
drum loads with a far greater safety 


factor than cheaply built truck mixers, 


maximum 


For complete information 
see your Jaeger distributor 
or send for Specification TMH 2 


Trouble-Free Chain Drive 


Jaeger engineered with 2” pitch, 14%” 


roller chain and extra large diameter 
drum sprocket which reduces chain 
pull by 1%, gives longer life to both 
chain and sprocket. Sprocket is an 
alloy steel ring with accurately posi- 
tioned, replaceable, forged and _ har- 
dened steel teeth. 


4 
RS 


ec ney 
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“Dual Mix’’ Drum 


Famous “Dual Mix” 
and discharges faster, 
higher strength concrete 
diameter-to-length 
continuous spiral mixing blades, and 
throw-back blades. Built 
for 8 to 10-vear’s service, double that 
of flimsily constructed drums. 


drum. charges 
and produces 
because of 
its correct ratio, 


exclusive 


Ac 
iS 
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Open End Loader 
With “Back Away’”’ Gate 


Improved “Back Away” gate closes 
the lower half of drum opening to 
prevent cement blow-back and water 
spillage when charging, and loss of 
concrete when climbing grades. Backs 
away instantly and completely from 
the drum for unimpeded discharge. 


\ 
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To-The-Spot 3-Piece Chute 


Chute head and quick coupling sec- 
tions give choice of 5‘, 8’, 10’ and 13’ 
lengths for any discharge cendition. 
Quick-adjusting, positive chute sup 
port mechanism of heavy-duty cast 
steel. Chute head instantly 
aside for discharge to extra 
(2 yard) concrete buckets. 


swings 


large 


THE JAEGER MACHINE COMPANY 


160 Dublin Ave., Columbus 16, Ohio 


World's largest builder of Truck Mixers, Agitators 
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© Pumps © Compressors ® Concrete Mixers © Paving Machinery 





FOR PROFITABLE SELLING—SELL THE WINDOWS 
DEALERS ARE FLOCKING 10! 


| 
+ | Sliding glass and 
i) Screen Inserts 
_easily removed 
from inside for 
e convenience in 
cleaning. The 
Rusco removable sash feature has 
tremendous appeal as a convenience 
and safety feature 


Some Typical Rusco Installations 


SANTA ANA, California. Rusco used 
on all Barkley Square and Sunshine 
Homes by Burt Huff 


r a 


= 
HICKSVILLE, Long Island. Brewster 
Manor Homes, designed by architect 
Oscar Silverstone, promote Rusco 
Prime Windows as a major selling 
feature 


STEWART AIR FORCE BASE, Smyrna, 


Tenn., features Rusco Three-lite High 
Windows. Project used 5,636 Rusco 
Prime Windows 


~& ot 
= +4 . Toe ~ 
LAKEWOOD, Ohio. Edgewater 
Towers, deluxe apartment building, 
features Rusco Prime Windows 


Dept. 7-AL33 THE F. C. 


56 


Galvanized ’ 
Steel 








HORIZONTAL SLIDE 











VERTICAL 
SLIDE 
FULVUE 


FULLY PRE-ASSEMBLED UNITS—FINISHED-PAINTED, 
GLAZED, LUMITE SCREEN, BUILT-IN WEATHERSTRIPPING, 
SURROUND, ATTACHED HARDWARE, READY TO INSTALL. 

INSULATING SASH (Optional) 


RUSCO Offers You Advantages No Other Window Can Match 


GIVES YOU AN AVERAGE GROSS RANGING UP TO 20% MORE THAN OTHER 
TYPES OF WINDOWS! You make more money on Rusco Prime Windows because 
your profit is figured against a complete job. The Rusco Prime Window is pre-glazed, 
pre-painted, completely fitted with hardware and surround. The profit for glazing, 
painting, attaching hardware and the surround goes to you instead of somebody else. 
When you sell conventional windows, you miss out on some or all of these profits. 


ITS INSTALLED COST IS EQUAL TO OR LOWER THAN THAT OF THE CHEAPEST 
WINDOWS! Because Rusco Prime Windows are fully pre-assembled. painted and 


fitted, they eliminate on-the-job glazing, painting, re-fitting—make big savings in time 
and labor. 


OFFERS PLUS FEATURES GALORE! Sliding glass panels and screens are removable 


from inside, for easy cleaning. Insulating sash provides Magicpanel” rainproof, 
draft-free ventilation—is ideal for air conditioning. 


if you would like more information, we will be glad to have a personal 
representative call. Just phone or write 


RUSSELL COMPANY « Cleveland 1, Ohio sono S4%*BAt aro 
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There’s Extra profit 
in these three rooms 





Cushiontone ceilings 


build new business 








With home owners and builders alike, Arm 
strong’s Cushiontone can be a source of extra 
profit for you. This fiberboard acoustical ma 
terial fits right in with the trend toward “extras” 
in today’s home market 

Home owners like Cushiontone because it To the builder, Armstrong's Cushiontone is 
gives them the luxury of quiet at surprisingly more than a ceiling. It's an appealing “extra” 
low cost. Installed in the rumpus room that can often clinch the sale of a house. 
kitchen, or children’s playroom, it reduces dis- Builders like to work with this material, too. 
tracting noise and increases the comfort and It's quickly nailed in place—saving labor. Any 
livability of the entire house. Cushiontone’s carpenter can install Cushiontone. 


easy maintenance, high light reflectivity, and Ask your Armstrong wholesaler for full de- 


repaintability are other important advantages. tails on Armstrong's Cushiontone or ' 
It also supplies extra insulation—especially de write Armstrong Cork Company, 4703 ® 
sirable in one-story houses. Stevens St., Lancaster, Pennsylvania. 


Armstrong’s Building Materials 


M-67* Monowall® + Cushiontone® + Temlok® * WHardboards + _ Insulating Wool 
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We can’t promise that the “Dutch Boy” 
Color Gallery will increase your flat wall paint 
i volume by about 50 percent as it did Uptown 
Hardware’s, Portland, Oregon. 





We can’t promise our Color Gallery will 
give you the 30 percent increase in interior 
paint sales it gave John M. Schonveld, Kala- 
mazoo, Michigan. 


We can’t promise it'll duplicate for you the 
27 percent increase in business Florida’s South- 
land Paint & Lacquer Corp. writes about. 


Why we’re sure the Color Gallery 


will help you sell more paint 


Simple system 


easy for your customers to under- 


stand and use. 


The colors you need to meet today’s demands, either 


traditional or modern . 


. . pastels, in-between shades, 


deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper disp!ay case 


“showpiece” 


ful 


exquisitely beauti- 
that draws people to it and makes 


them buy. 


Brings in new customers 


once they get the word 


from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


Seen lake a letter from 
Portland, or 


...this shows you why 
I’m sure my Color Gallery 
will help sell more paint 
and make extra 
profit for you 


But from the experience of these, and other 
“Dutch Boy” dealers, we’re sure of this: Prop- 
erly used, the Color Gallery will help you sell 
more paint make extra profit on every 
Gallery gallon sold. 


Interested? 


Write or phone our nearest branch office. A 
“Dutch Boy” salesman will be glad to show you 
the Color Gallery. Glad to explain why we feel 
it’s a “sure-fire” money-maker for you... 
whether or not you now have a color system. 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition —a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica 
tion, uniformity of finish, long service. 


Priced right— customers pay no premium for Color 
Gallery paints. They're popularly priced, to appeal to 
the widest market. 
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Kalamazoo...or Miami 


JOHN M. SCHONVELD 


“she paint man” 
camunncrunene OTe 
KALAMAZOO wich 


1901 S° Burorc* sr’ 


National Lead Co- 
p.0. Box 7000 A 


cnicas? go, 1il- 








Gentlemen: 
recall your D 


first appearance in 
several mo 


to cell yo 


we are nappy to 
s 


color Gallery made it 


section right nere it 
is an oP 


we think this 
it has aone for us. 

It has certa 
ade has re-acted ver 


our old custo 


, our store 
portune time 


our expectations. 


inly exceeded 
indeed. 


and our tr y gavoradly 
It has made atisfied 


and petter pleased 
customers int 


It has prougnt more new 
any other aadition we placed upon our 


mers pore § 


o our 


store than 
shelves: 
It increé 
gbout 307. 
It nas increased our painters’ pusiness since 
we save them consi¢ a n the color Selec- 
, Systen- The ur Pocket Edition too and 
we 6 ’ severa of them with good results. 
It prought h least two 
jeading interior ec wh not sell 
pefor® and all of ) trade is very well 
pleased with the as 11 as the quality of 
the goods. 
we ours® 
system and @iv® 
In summing + 
fine jot for us and we 3" 
job with our customers: 
we cannot ask for more. 


sed our Dutch Boy Interior paint 


pusiness by § 


ives Like tne simplicity of your 
it our full support and cooperat ions 
t up the *Dutch Boy” has aone & 
turn are doing ® splendid 
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FOR REPLACEMENTS... 


Sell “Pennvernon” 
not just window glass” 


UNIFORM BEAUTY ancl figh quality CLEAR, DISTINCT VISION— made pos 


make Pennvernon the choice of leading 


PENNVERNON Window Glass has won 


sible by Pennvernon’s remarkable free wile acceptance for jobs of all kinds 
builders when ordering glass tor large dom from distorting defects brings and sizes. It will also give complete satis 
jobs like this housing project. Penn natural outdoor beauty right into the 


faction when sold to the handy man 
vernon’s clarity and fine finish contri home 


When Pennvernon is glazed with 


bute to the distinction and attractive the wave running 


who wants to replace one or 
ge horizontally, distor 


More 


broken panes of window glass in his 
ness of every building tion is reduced to a minimum own home 


PNVCINON. ° = » Nindow (lass 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS FIBER GLASS 


G 
PITTSBURGH PLATE i a ee COMPANY 
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This Model C-70-64S Autocar 
owned by Wamix, Inc., Dallas 
Tex., is not the biggest Autocar 
made, but is plenty big enough to 
handle the mixer holding 6 cub 
vards of concrete. The dual drive 
axle enables it to go anywhere, road 


or no road 


ARE BUILT 


CLIP THIS COUPON — MAIL IT TODAY 


The Autocar Company, Ardmore, Pa. 


1 would like to hear more about the 
Autocar line of more than 20 basic models. 


Experienced haulers choose am 
Autocars for the tough jobs, Firm name 
because they give the long, pio. 


low-cost service that means 


Number of trucks in fleet__ 
profits. Buy Autocars and 20¢ 


e ° e®eeeeeeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 
you buy quality combined 


AUTOCAR TRUCKS 


The Autocar Company, Ardmore, Pa. 


Established 1897 


with strength. 


Factory Branches and Distributors 
from Coast to Coast 


rO TAKE IT 
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E America's No.1 family of 
FITS-ALL i 


NO. 1 Na (ALK 


SCREEN Oxy HAND SQUEEZE /, 
DOOR = TUBE 
GRILLE 


FITS-ALL 
$6 
SCREEN 


DOOR 
TWIN-CUSHION GRILLE 


WEATHER STRIP 








CG-4 


SPEED LOADER MeLuME reriectine 
CALKING GUN NUMBERS & LETTERS 


~~ 


. 7 
fiw > Cy) 


int, Se 


SHELF BRACKET 
PUSH GRILLE 


ORNAMENTAL ALUMINUM 


pumcan CO 


—  c —>WWYT 
* ORDER Now! Your order will be shipped 


1 
same day received! 
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Quality Building Specialties! 
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pn MART // || SCREEN 
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GRILLE | \ | GRILLE 


Ys CALKING 
MOULDING . , COMPOUND 
AND TRIM 








WEATHER —- J 
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FOR STEEL yi 2 RI 

| OR ee 
ALUMINUM ~—/Va-WAY 
1, WINDOWS SHELF SUPPORTS 
= fm PLASTIC | 
| my ASPHALT ; 
MN ART ; CEMENT Noiseless 

im GRILLE ORNAMENTS sti MEN! SLIDING DOOR EQUIPMENT 
if 
: ' 
1, MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


- SENSATIONAL MARK-UP! 


Regular suggested 
retail..............$34.94 
Dealer cost, 
this special 


YOUR PROFIT $14.27 


20 Fastest-Selling —— 
Rubberset Nylon Brushes! i WANTED LOCKED-IN 
Regular Stock. Steel WILL NOT 


° . BROA 1 SHED! 
Most Popular Sizes. ANO omar-tree 
paoress! 2 
* yon FASTER’ =O ain TInG! 


ORGS TT TE 


Se OPE 


Katte Pe 


— 


eet 


All Rubberset 3-Way Improved 
Nylon Pre-Tipped! Permanent 
Waved! Deliver 59% more paint 


than old-style nylon brushes. 


10 =~/T-1122—2" 
4 ¥#T-1122—3" 


3 /1-1202—3%4" NEW LOW PRICES! 


3  ¥T-1202—4" 





BASS ee PT ee me 
STURDY NEW DISPLAY SHIPPER! 
Offer Expires April 1, 1953—Act Now! Call your 


Does a lot of selling in small space—12" x 15", 
wholesaler salesman or write Rubberset today! 


Brilliant. red, black and white. Impulse sales getter! 


Rueserset the name Hath ut guaranty Jimte-"B13 


The Rubberset Company, Haynes Avenue & Lincoln Highway, Newark 5, N. J. 
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*You are as young as your thoughts 


and attitudes 


tecently a 
engineering firm was assigned the 
task of locating a president for an 
old established retail lumber com- 
pany which suddenly found itself 
in need of a capable top executive. 

To screen the unfit and pin-point 
the search, this management firm 
wrote the specification for the man 

ranted shown in the box. 


EDITORIAL 


To a Young Man in Search of a Career 


Both the End and the Means Are Covered in this Specification 


large management 


practice, trial and_ error, 


follow-through. 


progress, determined 


It is apparent from reading this 
list of qualifications that no man 
could possibly measure up to them 
without many years of study and 
hard 
thinking, careful planning, thor- 
ough organization, and executive 


The specification speaks clearly 
of midnight oil, hours of pleasure 
sacrificed to learning growth and 
character 








SPECIFICATIONS FOR PRESIDENT 
OF A RETAIL LUMBER COMPANY 


He shall be responsible for the successful direction of a major 
retail and minor wholesale lumber and building supply business 
through one metropolitan and nine country yards. 


HE SHOULD BE: 


40 to 50 years of age 
An able executive 
A good planner 


A good organizer 
A good administrator 
A personable man 


Socially adaptable 
Aggressive 
A good leader 


HE SHOULD HAVE: 
1. 


A successful background at management level. A record of successful 
performance during his business life, particularly in the general man- 
agement phases of any assignments he has undertaken. 
Experience in the retail lumber and building supply fields. A direct and 
comprehensive knowledge of retail operations connected with lumber 
building supplies, and closely allied products, 
An emphasis of sales and operating knowledge, demonstrated achieve- 
ment in selling, and profitable performance in operation. 
Knowledge of lumber, lumber markets, sources and buying techniques, 
A direct or related knowledge of lumber, the nature and trend of vari- 
ous sources and the intricacies of buying 
Some knowledge of retail selling techniques. A good understanding 
of advertising, direct selling, intangible selling, sales promotion and 
sales training. 
Public and industrial relations experience. Demonstrated capacity for 
successfully building good public relations. He should understand or 
have handled labor negotiations. 
An understanding of good operating techniques. Knowledge of mate- 
rial handling, storage, good housekeeping, and proper maintenance. 
Demonstrated administrative ability. Sound administrative experience 
which has included the use of: 

Clearly defined policies 

Operating procedures and controls 

Programmed operation 

3udgets and financial controls 


Personnel development 
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building, and planned personality 
development. 

As expected the searchers are 
having a difficult time locating a 
qualified man who would be inter- 
ested in leaving his present posi- 
tion. 

In nearly every case where a 
man was found to approach the 
fulfillment of this list of require- 
ments he proved to be either the 
owner or part-owner of the busi- 
ness and unwilling to leave. 

(Here is an important lesson to 
the younger men in the industry. 
When you have measured up to 
these qualifications you are almost 
certain to find yourself quite hap- 
pily situated.) 

This specification tends to prove 
the adage, “There’s always room 
at the top.” 

There will always be a good po- 
sition in this industry awaiting the 
man who has the intestinal forti- 
tude to prepare himself adequately 
to meet such a criterion. 

The road is not easy. But for the 
young man who wishes to get the 
hest out of life and living in this 
industry, the pathway could not be 
more clearly marked. 

We hone that the printing of 
this specification will cause many 
of our industry’s “bright young 
men” to set their goals a little 
higher and cinch their belts a lit- 
tle tighter against the challenges 
of the years ahead. 
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SCHEMATIC DRAWING of a vacuum treating plant prepared 
by the School for Forestry, University of Minnesota. The Uni 
versity has available detailed plans for a small plant accom- 


modating 1,000 board feet of 


$6,000 


lumber which can be built for 


A Vacuum Treating Plant for the Retail Yard 


By JAMES E. STEWART 


James E. Stewart, vice president, 
G. M. Stewart Lumber Co., has long 
been interested in science as applied 
to the building materials industry. 

His design for a — 
staggered lumber ; Lo 
piling system is 
protected by a 
U.S. patent and 
is widelv used 
throughout the 
country. Jim also 
has many pat- 
ents on mechani- 
cal handling de- 
vices. He recently 
developed “Lum- 
br-cote,” a plas- 
tic coating process for protecting 
lumber in open-car shipments and 
for yard storage. He is an active 
and frequent speaker at wood clinics 
and Forest Products research meet- 
ings. 

Jim has offered to answer questions 
from dealers on the new vacuum pro- 
cess. His address is 421 Johnson St., 
S. E., Minneapolis, Minn 
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Minnesota dealer describes the details of a practical 
$15,000 installation which offers the new vacuum lumber 


treatment at modest cost. 


Let’s face it. Good as lumber is 
for most purposes, there still are 
many uses where lumber does a 
better job for the customer when 
it is treated. Skilled treating min- 
imizes shrinking, swelling, prevents 
grain raise, decay or destruction 
by insects. 

That’s why one of the hottest 
programs in the industry today is 
wood treating. 

A relatively new adaptation of 
vacuum known as “Vacuum Treat- 
ing’ or the “Dri-Vac’”’ method is 
becoming increasingly important 
in the field of wood preservation. 
Originally developed by G. G. Gar- 
lick and staff, Protection Products 
Manufacturing Company, and fur- 
thered through research by U. S. 
Forest Service, the University of 
Minnesota Forestry School, this 
process of treating is effective, 
economical and profitable to the 
lumber dealer. 


The purpose of this new vacuum 
treating is to fill the gap between 
the large commercial treating 
plants which specialize in railroad 
tie and telephone pole treating and 
treating by dipping the lumber in 
a cold soak or by brushing the pre- 
servative on by hand. 

Treating by vacuum is a control 
treating method. It affords deep 
penetration and even distribution 
of the preservatives. 

We realized this need and with 
the cooperation of the University 
of Minnesota installed in Minneap- 
olis the largest vacuum treating 
equipment combining wood and 
steel construction. The tank was 
fabricated of wood with a thin 
outer metal liner. The tank will 
develop a vacuum of 28” which is 
very close to the perfect vacuum 
of 30”. 

This is how the system works. 
A load of lumber to be treated is 
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LUMBER CARRIERS bring the lumber to be processed 


STORAGE for about 24 hours in a warm room is neces- 
directly into the treating building. Stewart’s building is 


sary for successful treating during winter months. New 


a new one built just 


FIRST ““WEIGHING-IN” is 
noted on the record 
through the treating 
again 
servative retained by 


made 
which 


by 
sheet 


process 


the lumber 


lowered into the tank, the cover 
set into place and a vacuum pump 
started. The vacuum draws the air 
from the cellular structure of the 
wood most wood contains from 
50% to 70% air. 

When this vacuum has_ been 
drawn (initial vacuum), a valve to 
an underground storage tank is 
opened and the treating solution is 
pulled into the tank by vacuum. 
With the tank full, another valve 
is cracked, and atmospheric pres- 
sure forces air into the tank. The 
treating solution is forced into the 
same voids by the atmospheric 
pressure. 

After the air is admitted and the 
lumber has soaked a predetermined 
time, the valve is reopened and 
the treating solution then drains 
by gravity, back into the under- 
ground storage. A final vacuum 
or revac is then pulled and the 
surplus material in the cellular 
PropuctTs 
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for treating operations. 


the 
follows 
Weight will 
after treating to determine the quantity 


building has ec 


operator 
each 


be 


and 
orde! 
checked 
of pre 


meter. For best 


entered in the 


structure removed. This leaves the 
cellular walls coated with the pre- 
serving solution, but leaves no ex- 
cess in the cells. The 
vacuum eliminates the 
period and shortens the 
time. 

We have no difficulty getting 6 
pounds per cubic feet which is the 
way commercial treaters speak of 
retention in Douglas Fir. Pine 
fence posts will take up to 20 
pounds per cubic feet. A fence post 
with such treatment when drilled 
or bored will give up solution just 
like a maple giving sap. Naturally 
the profits could easily go out the 
window with over-treating. That 
is why the process is carefully con- 
trolled with the final revac, to leave 
the material well treated and yet 
not to permit unnecessary, excess 
material being used. 

The treating is very carefully 
controlled. First a moisture read- 


recovery 
draining 
drying 


MOISTURE CONTENT is checked next 


a moisture content of not over 


ynvenient space for lumber conditioning 


with an accurate 
wood to be treated should have 
25%. Moisture content is 


o0'/0- 


results 


record sheet. 


ing is taken on the material to be 
treated. To attain maximum effec- 
tiveness of treatment, this should 


/ 


be below 25%. Then the load is 
carefully checked on a scale which 
weighs up to 10,000 pounds with 
accuracy within 5 pounds. A read- 
ing is then taken before treat- 
ing on the underground preserva- 
tive storage tank. The material is 
then treated and after treatment, 
carefully weighed again to deter- 
mine that the correct amount of 
retention has remained in the wood. 
And again, the underground stor- 
age tank level is checked. So there 
is a double check on all treating 
by weights and by gallonage con- 
sumption figures. 
The Stewart Lumber Company 
ffers two types of treatments: 
1. 5% penta using a clean oil 

base for protection against 

rot, decay, and termites. 

5% chlorinated phenols, plus 


67 





OVERHEAD HOIST and sling move the lumber to the METAL BARS hold the lumber in place during treating. 

treating tank Operator holds the Stewart's is one of the largest vacuum treating plants 

switch in one hand and guides the load with the other in the country combining wood and steel construction. 
The tank holds 6,300 feet of lumber and accommodates 
lumber up to 25 feet in length. 


convenient power 


a 


7a ge Oy ee kes ala v 


THE RECESSED TANK is made of arc-welded 12 gauge 
Douglas fir, select 
to the tank by a 


teel with interior framing of 4x6’ 


structural grade, The cover is sealed 


sponge rubber gasket attached to a contacting flange. 


water repellants, in clean 
solvent solution for protec- 
tion against rot, decay, insect 
damage, warping, swelling, 
shrinking, checking, grain 
raising and paint blistering. 

Why is treating necessary? Did 
you ever have a paint failure on a 
siding job? Have you ever had a 
complaint that the flooring you in- 
stalled buckled or swelled after in- 
stallation? 

Did the timbers you used, ever 
develop unsightly, bad appearing 
checks? Where lumber is used in 
industrial plants exposed to mois- 
ture conditions, did the lumber de- 
cay and rot? Did the last roof 
decking job you had, look right af- 
ter it nad been installed and the 
heat turned on? Treated lumber 
will eliminate most of these fre- 
quent complaints for you. 

Price Schedule—A charge of $30 
per MBF is made for treating lum- 
ber with mixed phenols and water 
repellents, and a charge of $20 is 
made for the straight 5% penta 
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in fuel oil. 

Where color, odor and paintabil- 
ity are important, the use of a wa- 
ter repellant preservative contain- 
ing 5% chlorinated phenols is rec- 
ommended. Since water repellant 
preservatives use mineral spirits 
type solvent, they are clean, easy 
to handle, and are paintable. 

Where protection against rot, 
decay, or insect infestation is im- 
portant, and where paintability is 
not required, the use of the 5° 
penta in fuel oil is suggested. 

Treatment by the vacuum meth- 
od is recognized by both the FHA 
and the Veterans Administration. 

The plant at the Stewart Lum- 
ber Company cost about $15,000. 

How we sell. To acquaint archi- 
tects and contractors with this new 
building aid, we are holding a ser- 
ies of educational forums and dem- 
onstrations. These programs have 
been very successful. Treated lum- 
ber and the use of the vacuum sys- 
tem are “tools” we have long need- 


ed. 


March 


machinery needed 
develops a vacuum 


VACUUM PUMP and overhead chain hoist are the only 


for a vacuum plant. Stewart’s tank 
of 28”, close to a perfect vacuum. 





Technical Information 


Manufacturers of chemical pre- 
servatives and suppliers have valu- 
able literature available on all 
types of treating. 


Protection Products Inc,, 2305 Supe- 
rior, Kalamazoo 99%, Mich. 

Chapman Chemical Co., 773 Denman 
Bldg., Memphis 3, Tenn. 

Dow Chemical Co., Midland, Mich. 

Monsanto Chemical Co., 1700 S. Sec- 
ond St., St. Louis 4, Mo. 

American Lumber & Treating Co., 
1671 McCormick Bldg., Chicago 4, II] 

Barrett Div., Allied Chemical & Dye 
Corp., 40 Rector St., New York 6, N. Y, 

Cuprinol Div., Darworth Ine. 53 
Maple St., Simsbury, Conn 

E. L. Bruce Co., Box 388 
Tenn, 

United States Steel Corp., Room 
2808-1, William Penn Place, Pittsburgh 


30, 


, Memphis, 


Mfg. Corp., Michigan City 
Carbolineum Wood Preserving Co 
Pizghland Ave., Milwaukee ‘ 


2. I. du Pont de Nemours & Co., Inc., 
Wilmington 98, Del. 

Koppers Co., Inc., Pittsburgh 19, Pa. 

Nelsonite Chemical Products, Ine., 
900 Monroe Ave., N.W., Grand Rapids 
2, Mich. 

Protexol Corp., 50 Market St., Kenil- 
worth, N. J. 

Wood Treating Chemicals Co., 5137 
Southwest Ave., St. Louis, Mo. 
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Veneers are 
expertly 
matched in 
General's 
New Albany 
plant. 


Sneed a0 yon 


agllilin 


ou — 


You have the biggest stock of Flush Doors in town when 
you sell General Gibraltar and Kentucky Colonel Doors. 
Any size, in a wide variety of finishes, is available ™’ 

to you from your General Jobber’s complete stock. 


That means fewer lost orders, smaller capital investment. 


quality is built into panels in general’s own plywood plants 
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In face panels, too, General leaves 
nothing to chance. The huge New 
Albany, Indiana, and Tarboro, N. 
C., plants are devoted exclusively to 
this important phase of production 
on General Gibraltar and Kentucky 
Colonel Doors. 


Veneer sheets are carefully dried in 
special equipment, and matched for 
the most beautiful decorative effects. 
Glue spreads are constantly checked 
and the assembly of three plies is 
pressed in modern hot presses for 
permanent bonding 33!/4,% thicker 
than most door panels! 

In these important ways, General 
safeguards its reputation and yours: 
THE WORLD’S MOST BEAUTI- 
FUL DOORS—Premium door face 
panels are either one-piece or per- 
fectly matched for grain and color. 
MOISTURE CONTROL—Dried to 
a limit of 5 to 7% moisture in Gen- 


eral’s own giant kilns. Secretiy 
processed to relieve grain stresses. 
SCIENTIFIC CORE DESIGN - 
Inert 3” fibre rings are spaced 11/” 
apart to give panels the strongest 
support known to the industry. 


HOT PLATE PRESSED—Glues are 
driven deep into panels, frames and 
cores with more than 500,000 
pounds pressure and then set by 
heat for all time. 


BELT SANDING—Finished on the 
most modern double belt sanders, 
for satin-smooth, flawless surfaces. 


From log to veneer . . . from panel 
to finished door... every step in the 
manufacture of General Doors is 
quality controlled and inspected. 
General’s extensive facilities are 
your positive assurance of uniform 
satisfaction — year after year — for 
you and your customer. 


GENERAL PLYWOOD CORPORATION 


LOUISVILLE 12, KENTUCKY 


The doors that pass the "Elephant Test’ 
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COLOR MIXING SYSTEMS are becoming popular with 
an increasing number of dealers as customers demand 
matching tints. Some 35% of the dealers now make 
available a color mixing system like this one at the 
Corinth (Miss.) Planing Mill Co. 


POINT-OF-SALE DISPLAYS are the most popular promo 
tion media. The survey disclosed 79.4% uf the dealers 
are using this form of advertising. This display was 
found at the Lingo Lumber Co., Dallas 


94% of Dealers Merchandise Paint 


Use American Lumberman’s latest paint survey as 
a guide in selecting profitable lines of paint and accessories. 


CUSTOMER SERVICE which ranked 
highest, the poll showed, was the 
paint shaker The survey showed 
65.56% of the dealers had a shaker 
similar to this one at the Wood-Webb 
Lumber Co., Amarillo, Tex 


How to Advertise Paint 


American Lumberman offers speci- 
fic advertising assistance which will 
help you increase your paint sales. 
Our ADviser mat series this issue is 
devoted to paint and accessories 
interior and exterior paints, brushes, 
paint rollers, step ladders, etc. 

You can use these mats for news- 
paper advertising, direct mail, hand 
bills and other media. In addition to 
the mats, you will find advertising 
counsel which will help you step up 
your paint sales. Turn to page 74. 
for this important feature. 
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More and more retail lumber 
dealers are finding paint and acces- 
sories a very profitable market. A 
comprehensive coast-to-coast sur- 
vey made by American Lumberman 
shows that 94% of the dealers are 
now handling paint. 

A total of 264 dealer question- 
naires were tabulated from every 
type of market area. A breakdown 
of the population centers disclosed 
that 62.8% of the dealers operated 
in areas of less than 20,000 popu- 
lation; 46.49% of this group were 
in centers under 10,000. 

The overall sales volume range 
of these dealers disclosed that 86% 
of the dealers replying did an an- 
nual gross business ranging up to 
$500,000. The importance of paint 
and related products to overall 
volume is indicated by the fact 
that an average of 11.1% of the 
dealer's volume is in paint and ac- 
cessories—a tangible indication of 
the dollar profit value of this mar- 
ket. 

The average inventory of these 
products is $4,024 per dealer, the 
survey disclosed. The average turn- 
over is 3.5 times per year. 


What types of customers do 
these dealers serve? Results of the 
final tabulation showed: to home- 
owners, 55.5% ; to farmers, 18.8% ; 
to building contractors, 9.7%; to 
painting contractors, 11.2%; to 
commercial and industrial accounts, 
4.8%. 

Sixty percent of the dealers sell 
more than one brand and almost 
35%: sell some system of mixing 
color. A larger percentage of deal- 
ers sell painting and decorating 
jobs on an applied basis in the big 
trading areas than in the smaller 
communities. Approximately 12.4% 
of the dealers are doing this type 
of business. Where labor is re- 
quired, eight out of 10 dealers re- 
port that they assist customers in 
making the necessary arrange- 
ments with painters and decora- 
tors. 


Painting tools and accessories 
are big sales items for nine out of 
10 dealers. Paint brushes, paint 
rollers, ladders, calking guns, sand- 
paper, steel wool, putty knives and 
wood scrapers stood high on this 
list. 


Tabulation of dealers handling 
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TYPES OF PAINT, RELATED PRODUCTS AND ACCESSORIES 





Following is a tabulation by market area size which gives 
the percentage of lumber and building product dealers who 
sell each type of paint listed. It shows that, along with inte- 
rior and exterior house paints, from seven to well over nine 
out of every 10 dealers sell aluminum, asphalt, barn, masonry 
and rubber-base paints. The analysis is based on information 
supplied by 238 of the 264 typical dealer respondents. 








% As % “B's % Se % All 
Paint Sold Dealers Dealers Dealers Dealers 





Acid-resisting 16.4% 
THE HOUSEWIFE and the home Aluminum 95.2 


owner comprise the biggest single Asphalt 69.1 

market available to the dealer, the Barn 89.7 

urvey indicated. Dealers said home- Casein 47.2 

owners comprise 54.1% ef their mar Concrete, brick, stucco 73.8 

ket by customer classification Exterior paints 97.4 
Heat-resisting 36.3 
Interior paints 97.4 

related products showed 93.9% sold | — Lead-in-oil 40.4 

calking compound; 87.5% sold One-coat house 

. > anes i Rubber base 

patching plaster; 62.1°7 sold floor | Rust preventive 

polish and 68.5‘; sold floor wax. Synthetic resin 

Other interesting breakdowns in Texture 

this group were: paint and varnish | Waterproof 

remover, 82.27 ; liquid roof coat- 

ing, 89.4°7; cement roof coating, 

82.6 
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19.3% 
93.7 
69.3 
81.9 
49.6 
76.5 
93.8 
34.4 
93.8 
43.3 
47.9 
79.4 
38.2 
s1.1 
55.5 
56.6 
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Good Glass Dealers Other Paint Products 


This survey shows that 98% of the retail lumber and build- 
wallpaper and related products. ing product dealers sell linseed oil and turpentine. Shellac and 
Nine out of 10 dealers reported varnish, wood preservatives and paint thinners also are carried 
selling both single and double p: by better than nine out of 10 dealers in this field. 

a ing both single and double pane The following tabulation, by size of market area, is based 
window glass; five out of 10 sell on information from 238 of the 264 respondents, gives de- 
plate glass and almost seven out tailed percentages of dealers handling the above and other 
of 10 sell glass block. listed paint products: 

Highlights of the dealer's glass 
sales activity disclosed that: . - 
e Glass and related products, % Al % “B* % “C'* % All 
on the average, account for Type of Products Sold Dealers Dealers Dealers Dealers 

3.38° of the dealer’s total Ct en ai 
Cement, mortar and 
annual volume. 


: plaster colors ; 63.5° 
e Average inventory—$993. Enamel ; 87.1 
e Average turnover—-3.1 times. Floor sealers . 69.9 
a ae 3.0 
Dealers reported that more than Lacquer : 40. 
50¢ f thei ylass sales are made Linseed oil ‘ 8 
un © O eir +4 ass Saies ;¢ ac Oil stain 
directly to homeowners. Here is etae ontioen 
the customer breakdown: home- Paint thinner 
owners, 58.4%; farmers, 22.5°%: Plywood sealer 
building contractors, 12.6% ; paint- oe ad 
: P ‘ ringle stain 
. ac ss OIC - a 2Vreic . P 
ing contractors, 2.1%; commercial Turpentine 
and industrial accounts, 4.4%. Varnish 
Sales of wallpaper and related White lead 
products shows this department pg ey ate 
/ ’ L answer——< 
averages about 3.1% of the dealer's (No answe ) 
annual volume. Stock is turned “20 = agian 
. . ° j dealers serving populati« 
over 2.6 times per year and inven- | “Re dealers—serving population are 20.000 
tory averages $719. “Cc” dealers—those 
Again, the homeowner is_ the 


This survey also covered glass, 
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86.9 
7208 
346.9 
97.9 
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who failed to dics market area 


Continued on next page 
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Painting Tools and Accessories 


The scope of the lumber and building product dealer's 
progress as a merchandiser of paints and related products is 
strikingly demonstrated by the number and types of compan- 
ion tools and accessories he sells. For example, nine out of 
10 dealers sell calking guns as well as paint brushes, and 
eight out of 10 sell paint rollers. 

The following tabulation, based on information supplied by 
all 264 respondents and broken down by market area size, 
shows actual percentages of dealers who handle these and 
other accessory items as listed: 
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% “VA* % “B''* % “Cr* % All 
Type of Accessory Sold Dealers Dealers Dealers Dealers 


a» eee 
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ime 


Paint brushes 89.8% 90. 
Paint rollers s 
Paint sprayers 1 
Wood ladders 7 
Aluminum ladders 1 
Calking guns 9 

2 
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77. 
4% 
69. 
16. 
92. 
a 
54. 
92 
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Drop cloths 

Masking tape 
Sandpaper 8 
Steel wool 67. 
Putty knives 78. 79. 
Wood scrapers 64. 73 
Wall scrapers 42.7 45 


0. 
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HOMEOWNERS BUY 56.2% 

the wallpaper sold by retail building 
materials dealers, according to the 
urvey This attractive display i 
found at the Turpin Lumber & Sup- i” Senkers—servins peoutation aren over 58008 

ply Co., Monroe, La (" dealers—those who failed to indicate market area 
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leading customer for wallpaper and commercial, industrial and other is used by the paint and wallpaper 
related products, dealers reported. accounts, 2.47. departments to push their prod- 
Sales to homeowners averaged High on the list of related wall- ucts. Highest on the list in order 
54.7%; to farmers, 21.8%; to paper products sold by the dealer of use were counter displays, news- 
building contractors, 10°; to were wall size, paste and cleaner. paper advertising and manufactur- 
painting contractors, 11.17; to Nearly every type of promotion ers literature. 


NINE OUT OF TEN DEALERS sell both single and double PAINT BRUSH SALES increased five times for the Bots- 
pane window glass. Some dealers like the Newton Lum ford Lumber Co., Hartley, Iowa, after manager L. W 
her & Manufacturing Co., Colorado Springs, Colo., have Anderson installed this giant paint brush. Striated ply 
elaborate glass-cutting departments wood is used to simulate paint brush bristles 
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HOW TO SELL MORE 














The strongest seller 
through lumber dealers 
in kitchen cabinet history 


One look at this four-color, beautifully printed 
folder—and other new Long-Bell literature—and 
the lady of the house will immediately see herself 
in the picture. The picture: Long-Bell cabinets of 
her choice in her kitchen! 


This new literature, which is part of Long-Bell’s 
Kitchen Cabinet Merchandising plan, will prove one 
of the most effective sales tools you’ve used in a 
long time. These books describe to your customers 
all the Long-Bell cabinet features; 


The 


explain the 








three-inch units of measurement for a fit without 
“fiddling around”; show different finish 
ments. 


arrange- 


It will mean sales to you to point out to potential 
customers the low cost and versatility of Long-Bell 


cabinets. Wood cabinets mean less kitchen clatter. 


The homeowner has complete range of decorating 
schemes. Beautiful rift grain wood can be had in 
natural finish or painted in color. 


Let us send you samples of this new “selling-tool- 
packed literature.” Get all the details of the com- 
plete Long-Bell Kitchen Cabinet Merchandising 
Program. Use the handy coupon below 








Jonc-Bett Jumber (Company 


ESTABLISHED 1875 


EASTERN DIVISION e@ KANSAS CITY, MO. 
LUMBER—West Coast Douglos Fir, Hemlock and Cedar, Ponderosa Pine, 
White and Douglas Fir, Southern Pine and Hardwoods 


FACTORY PRODUCTS-—-DOUGLAS FIR: Quality Frames, ‘ndustrial Cut 
Stock, Doors, Kitchen Cabinets, Unpainted Furniture, Prefabricated Build- 
ing Stock. PONDEROSA PINE: Quality Frames, 
Sash and Doors, Glazed Sash, Box Shook 


Industrial Cut Stock, 
. Varied Products. 


PLYWOOD-—Douglas Fir and Ponderosa Pine. 


OAK FLOORING—PRESERVATIVE TREATED PRODUCTS: Woods, Posts, 


Poles, and Piling treated with Creosote and Standard Salt Preservatives, 


FABRICATED TIMBERS 


Propucts MERCHANDISER 


WESTERN DIVISION e LONGVIEW, WASH. 


Dept. P 


LONG-BELL LUMBER COMPANY 
Longview, Washington 


We would like to know more about your merchandising program for 
Long-Bell Kitchen Cabinets. Please send us all the details. 


NAME 


ADDRESS 











Number Three of a Series 


POINTERS ON PAINT ADS 


Probably no department in your store has more 
traffic-building potential than your paint counter. 
And very likely no other important item in your stock 
is offered by so many competitors. 

Add to this the spectacular shift in paint sales to 
the ‘‘do-it-yourself’’ homeowner market, and we see 
why the most successful retail paint businesses are 
built and maintained by consistent advertising. 

Keep these points in mind in preparing paint ads: 

1. Emphasize nationally advertised brand names: 
Paint manufacturers are doing a superlative job of 
pre-selling their products through colorful, big-space 
magazine advertising. Most homeowners hesitate to 
buy unknown brands, are willing to pay more for 
assurance of quality. Cash in on this consumer con- 
fidence by using brand names and trademarks. 

2. Feature accessories and related items: Home- 
owners like “one-stop’”’ buying. Let them know you 
can supply all their painting needs. 

3. List rental equipment: Your offer to rent sand- 
er, sprayer, caulking gun, etc., can attract customers 
who otherwise would go to a competitor. 

4. Quote prices in your ads. 

5. Parallel vour advertising with the market: Run 
largest ads and make heaviest mailings at beginning 
of peak seasons. But do not neglect vear ‘round ad- 
vertising. Paint sales for January odd-jobs may win 
customers for big sales in season. 

A good picture can convey more sales points in a 
flash than an entire paragraph of text. For instance, 
Mat No. 24 is desiened to register several selling im- 
pressions: (1) Painting is fun—look at the smiles 
(2) Women like to paint, too. (3) You sell both in- 
terior and exterior paint. (4) Reminds reader of lad- 
der, brush, roller, bucket. 

Later in this series, ADviser will bring you illus- 
trations of numerous paint accessories. 





(Please print or type your order) 
AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


| Send me entire ADviser mat page No, 3. 
Check or money order for $3.95 is enclosed. 


Send me first 12 ADviser mat pages as they 
are issued. | am enclosing $47.40. 


NAME 
COMPANY 
ADDRESS 


city 
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THESE SUGGESTED LAYOUTS SHOW HOW YOU 
CAN USE ADviser MATS IN ANY SIZE AD 


seen ehece On MME cur wes 
| 


| Your home deserves the best ! | 
| nage ae ; 4 USE 

| + (BRAND) 

No 24 ‘ 

me | 


3-column layout 


PAI NT 1-col. layout 


<1t® 
at 
wort 
LASTS Lomgen! = 
. HEAOING 
rt aan 
Pa - 


(BRAND) HOUSE PAINT Cos cass 
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WALL PAINT  SEMIGLOSS PAINT FLOOR VARNISH 
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EWAMEL OR ROLLER 
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YOUR NAME 

















| YOUR HOME DESERVES 
the BESTS 


(BRAND) 
PAINT 


(2 


2-column layout at right 
shows how manufacturer’s 
mat can be combined with | yo?? 
ADviser mats in effective mat 
layout. Your newspaper 

will set type and assist in 

developing layouts to meet 

your individual ad style and 

space requirements. 


Small 1-column ad featuring — 
single item. = 


“SPECIAL 





Paint uP 
| worn Dalla Blogg’ 
COLOR 
GALLERY 











YOUR NAME 
YOUR NAME 
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ADviser Mat Page No. 3 











THESE 14 MATS FOR ONLY $3.95 
A FRACTION OF THE COST OF ONE DRAWING 











For 2-col. or larger ad 











Interior Paint MAT NO, 26 




















Floor Varnish MAT NO. 28 








Brushes ) 


BuILDING Propucts MERCHANDISER 














Bi 


Trim Paint MAT NO. 27 

















Roller and Tray MAT NO. 31 











MAT NO. 25 


For 1-col. ad 


Mats are shown actual size. Premium 
baked mats (the finest quality made) 
insure sharp newspaper reproduction. 
Proofs of previously published AD- 
viser pages sent on request. 














MAT NO. 34 


NEXT ISSUE ADviser brings you 
suggested ads and a full-page of mats 
featuring such Spring merchandise as 
screen doors, window screen and gar- 
den tools. The ADviser Service is a 
regular and exclusive feature of the 
American Lumberman. 


hijo ay 
MAT NO. 37 
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new! 


exclusive! 


























Why Home Owners Will Prefer 
the Ceco [3][in|[{ 1] Window 


1. The Ceco [3][in][1 ] Window is the strongest 
Prime Window, with sash balances and 
stainless steel weather stripping plus 


CECO-STE R Li NG combination screen and storm panels 


offered as a unit package. 


Exclusive permanent weather seal, nothing 
makeshift, nothing to deteriorate, wear out 
| al or replace. 
Self-storing storm window and screen 


changed as easy as raising an arm, 


New beauty... made of lustrous aluminum 
ALUMINUM WINDOW S 


. modern design complements any 


architecture. 


Lasts a lifetime .. . made of ageless 
aluminum, Prime Window is all welded 


construction. 


8 the hard-selling days ahead it will take improved, value-packed 

building products to win sales Ease of operation. Prime Window raised or 

Old Style, cheaply made merchandise won't do. brace es atin 
We at Ceco have developed a new product to meet this more 
demanding market...a product that says quality at a glance. It's 


the new Cec o-Sterling| 3 \[in] 1 | Aluminum Window. Here is some- 


thing every homeowner has wanted for years and years...a window ] 
In construction products 


CECO ENGINEERING 
makes the big difference 


unit that takes all the work out of Summer screening and Winter 
storm windowing .. . self-storing screens and storm windows do 
the trick... changing is a mere matter of raising and lowering 
from inside... there are no ladders to climb. 

Here's a window that's brilliantly handsome... will complement 
any architecture... will outlast any home... costs nothing to 


maintain ... advanced engineering puts it ahead of the field. Why Dealers and Builders 
Sounds too good to be true, doesn't it? But you can count6n it Will Prefer the 


because the Ceco-Sterling[ 3 ][in][ 1 ]Aluminum Windows all we Ceco | 3 | in| ] Window 


claim. We back it with a guarantee of satisfaction. 

= Built as a unit... priced as a unit... will 
< > « . > > > CO. - > | ; } 

90 be Sure at offer the Ne - Ce sa Sterling 3 [in}[1 JAluminum make more sales faster because it satisfies 


Window. You'll build more sales faster because you'll give home a consumer want. 


owners a wanted product. (€s¢@) 


. Unit price includes all hardware, sash 
balances, lock, pull down, screws, closures, 


channels and weather seal. 


Easy to install... no fitting or trimming of 


the prime window. 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
General Offices: 5601 W. 26th St., Chicago 50, Illinois 


Easy to anchor prime window. Better 
engineered Ceco anchoring hardware comes 


with unit 


. All welded frame and sash in the prime 


window. 


. One source of purchase for the combined 


unit... time and money saved in buying. 










eee 


stop plaster cracks 
before they start... 


KEYMESH GALVANIZED REINFORCING applied on the 


entire ceiling area of any room assures more crack-resistant 


” ey 


plaster surfaces. Because stresses and strains are distributed 

more evenly throughout, longer plaster life results. There 

is no limit to the interior design and construction possibili- 

ties when ceilings are completely reinforced with Keymesh. 

Keymesh also provides strong plaster reinforcement, and 

desirable heat transfer properties, for ceiling radiant heat g Keymesh- 

KORNER forms 
re. snug in the corners 

KEY MESH-KORNER GALVANIZED REINFORCING applied ere and permits quick, 

=) easy plaster 
troweling. 


installations. 


at corners, joints and ceiling-wall junctures prevents 
future plaster crack troubles. Its preformed-for-corners, 
convenient width and easy-to-handle features provide 
fast, economical reinforcing exactly where it is needed 
most. It snaps into corner shape by merely flexing the 
cut piece. And Keymesh-KORNER lies flat, too, for flat 
joint reinforcing. 

THE COMBINED USE of Keymesh on the entire ceil- 
ing area with Keymesh-KORNER at corners and joints, 
results in trouble-free lasting plaster beauty...a valu- 
able selling advantage for plasterers, lathers, builders, 
contractors and architects alike. It promotes greater 
owner satisfaction—more quality plaster jobs. 


LOOK FOR US IN SWEET’S FOR '53 Keymesh--3 4 4 ft. widths, > 
Files LC 2d A LAr. HC 3d 150 ft. rolls, Galvanized 
Ke Ke Ke 







WRITE FOR PRICES AND COMPLETE DETAILS 
KEYSTONE STEEL & WIRE Keymesh-KORNER ) AWE 
4,5, 6in. widths Kymco Bt 
COMPANY 150 ft. rolls, Galvanized emg a0 
Peoria 7, Illinois 


KEYMESH + TIE WIRE + NAILS * WELDED FABRIC 
KEYMESH-KORNER + KEYSTONE NON-CLIMB- 
ABLE FENCE + KEYSTONE ORNAMENTAL FENCE Other widths and gauges available for both 
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and it’s the resilience of BARRETT’S SPUN WOOL 


that makes it easier to store ...to handle... to sell! 


Barrett Spun Rock Wool has extra “spring-back” action. 
Longer fibres make batts firm and full bodied for easier 
handling, cutting and fitting! You save time and labor. 

Save on storage space. Barrett Rock Wool can be com- 
pressed to 60% of its bulk—yet the greater resiliency snaps 
it back to full thickness in a jiffy. Never a flat batt! 

Easier to sell. Barrett Batts won’t crumble or settle. 
Customers get greater insulation value because of greater 
thickness when installed and greater number of perma- 
nently retained air space 

You and your customers benefit. Barrett Spun Rock 
Wool costs no more than ordinary rock wool despite all 
the added advantages. And to help you sell—Barrett 


Burtoine Propucrs MERCHANDISER 


offers you promotional material and local advertising 
that paves the way to greater sales. And remember! Bar- 
rett’s new Spun Rock Wool is backed by a company whose 
reputation for quality has made it a leader in the building 


field for almost a century—a convincing fact that leads 
to greater sales! 


BARRETT DIVISION 


Allied Chemical & Dye Corporation 
40 Rector Street, New York 6, N. Y 





of American Lumberman’s Home 
Maintenance & Improvement mag- 
azine each issue. 

This is the text of the Penn Sup- 
ply Co. letter: 

“If you own a hammer and saw, 
you yourself can quickly and easily 
insulate or finish that attic—fix up 
that club cellar—or a million other 
small or large jobs around the 
house that you always said you 
could not do. 

“At Penn Supply Co., your home 
repair headquarters, we are equip- 
ped to furnish you with everything 
you might need—from advice on 
HOW TO DO IT to all of the mate- 

rial WITH WHICH TO DO IT. 
How One Dealer Promotes “Living and lounging space is al- 
ae pe ata _igeceseam Waste attic 
D -It Y if and basement space can economic- 

oO ourse Business ally be converted into attractive 
liveable quarters. Just phone us 
or drop in and we will be glad to 
discuss your repair or remodelling 
problems. If desired, financing can 
be arranged under a convenient 





Do-It-Yourself business is pro- page. About 1,000 letters are sent 
moted by the Penn Supply Co., out with each mailing. 
Baltimore, Md., with a series of let- In addition to these letters, Penn 


ters like the one shown on this Supply mails over 2,000 copies loan plan.’ 


What's Cooking in the Kitchen? 


WE HARDBOARD TWINS STIR THINGS UP 








Tell your customers to turn us loose in a kitchen... that’s 
the recipe for good jobs. 

We make doors, back cabinets, partition drawers, fill in 
corners and serve in dozens of helpful ways that any good 
builder knows and understands. 

STAN is the Weldwood" Standard Hardboard twin... and 
Temp, the Weldwood Tempered Hardboard member of the 


team, treated with oil and plastic so it’s permanently weather- 
resistant. 








Both Weldwood Hardboards can be cut, sawed, drilled, To meet all your requirements: both 


bored, planed or worked by any standard or ordinary hand Standard and Tempered Grades of 
tool. Both, being lighter than average in color, can be painted, Se eee oy gies 

A P P opular 1c sses: > 
even with pastel pigments. Both serve builders in any room PoP 


7 and 1/4”. In sizes: 4’x6’, 4’x8’,4’x10’, 
in the house. Order today from your Weldwood supplier. 4’x12' and 4’x16’. Panels up to 4’x12' 


® are wrapped six to a package. Weld- 
WE LDWOOD Hard boa rd wood Tempered Tile Board is avail- 
able only in 1 8” thickness and sizes 


Manufactured by Abitibi Power and Paper Company 4’x4’, 4’x8’, 4x12’. 
Distributed Exclusively By 


Call your Weldwood salesman for 
UNITED STATES PLYWOOD CORPORATION Weldwood Hardboard or Tile Board 
World's Largest Plywood Organization 


today. 
55 West 44th Street, New York 36, N. Y. 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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a fine product... 


TRINITY WHITE 


AS ADVERTISED IN Proaressive Architecture 
Architectural Record; Magazine of Building (Architectural Forum Edition) ; 
Journal American Institute of Architects; Sweets Catalog; 

American Lumberman; Building Supply News; Southern Lumber Journal; 
Southern Building Supplies; Gulf Coast Lumberman; The Practical 
Builder; Constructor; American Builder; 

Western Builder; Concrete; Rock Products; 

Pit & Quarry; Plastering Industries; 
Plasterer & Cement Mason; 


Manufacturers Record, and others. 


meets all Federal 


and ASTM Specifications 


Trinity White 


is a true Portland Cement 


A Product of GENERAL PORTLAND CEMENT 


BurtpING Propucts MERCHANDISE! 





DAYS SINCE AN ACCIDENT 
HAS CAUSED 





| 
| 
| 


WAYNE F. MULLIN, 
presents Norm 
winning safety slogan 
lost-time accident at 
vard holds the 


Mullin 


Jacobson 


Lumber Co., Los Angeles, 
with a $25 U.S. Savings Bond 
Note: Sign shows 328 days 


the Los Angeles yard. The 


for his 
ince a 
Burbank 


BUND YOUR LOAOS 
SO THEY WONT SPILL 
AND SAVE SOME Gwe 
4 DOCTOR Bil i 





A ee 


ly 
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PRIZE-WINNING SLOGAN submitted by Dick Baldwin, 
right, is posted on mill. A committee of yardmen act as 
judges in safety slogan contest 


safety record 655 


days 


ETIN BOARD 


SAFETY-BULLETIN BLACKBOARD in employes’ 
room lists safety committees for the year 


lin, right, is 
column 


proud of the many 


zeros 


lunch 
Wayne Mul 
in the accident 


Five-Point Yard Safety Program 


California dealer’s accident-prevention program 
helped cut his insurance premiums. 


“An ounce of prevention is worth 
a pound of cure’’ is more than a 
time-worn cliche at the Mullin 
Lumber Co., Los Angeles. This firm 
has established a workable safety 
program in all its yards in Calif- 
ornia and Arizona. 

“Our safety program grew out 
of necessity,’’ president 
Wayne F. Mullin. ‘We had several 
rather bad accidents which had in- 
creased our insurance rates sub- 
stantially. The accidents resulted 
from carelessness on the part of 
the employes and we felt that we 
would have to do something to 


says 


82 


make the yard employes conscious 
of the fact that their work could 
be dangerous unless they exercised 
due intelligence and care.” 

The five-point safety program is 
conducted on an annual basis. Here 
are the highlights of the program. 

1. Safety committees of yardmen 
are appointed each month of the 
year. These committees post the 
number of accidents, alert yardmen 
to possible dangers and promote 
good housekeeping in the yard. 

2. Safety slogan contests are con- 
ducted among employes. Winners 
receive U.S. savings bonds. All 


‘Mari 


BE CAREFUL 


Lumber may fail off cars when 


not stuck 


WATCH YOUR STEP 
When on top of cars do not get 


near. edge 


When on ground. watch for 


THE CAR UNLOADING AREA was a scene of 
accidents until this sign was posted. There hasn't 
an accident since, 


h 


falling lumber 


many 
been 


Did you read “Your Lumber Yard— 
Is It Hazard Free?” in the Nov. 8 
1952 issue of American Lumberman? 
It tells where accidents are most 
likely to occur and what to do to 
prevent them. 


slogans submitted, prize-winners or 
not, are used somewhere in the 
yard. 

3. Safety bulletin boards in each 
yard show number of days since 
the last accident in each of the 
firm’s five yards. 

4. Signs are posted in yard areas 
where the greatest hazards exist. 

5. Safety is encouraged in the 
company’s monthly newsletter, 
Mullin Lumber Mullarky, which 
credits yards having no accidents. 
The newsletter, mailed to homes of 
employes, features several para- 
graphs about safety subjects. 
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ED NOFZIGER 





“EVERYTHING HINGES ON HACER S: 


FREE! i+ you enjoyed laughing at Ed Nofziger’s mirth-making cartoon 
this month, send for Hager’s new book conta‘ning 28 full-size popular 
“Everything Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 





a Founded 1849 — Every Hager Hinge Swings on 100 Yeors of Experience 
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MOBILE AIR TANK helps speed up truck 


Sun Lumber Co 


‘rvicing at LUMBER RACK ON WHEELS saves time loading and 
unloading in the yard 


Two ideas That Save Time Labor rack that was also devised by Sun 
’ Lumber’s garage crew. It is nine 
feet tall, made of angle-iron and 
The Sun Lumber Company, Van equipment around the yard. The mounted on four wheels. It is 
Nuys, Calif., has a highly inventive tank, mounted on two-tired cart, is simply wheeled 
garage crew that is constantly de- filled with 150-pounds of air pres- 
vising tricks of the trade to speed sure at the garage, then wheeled 
work, save steps and generally to the heavy equipment. Lumber can be stored by reversing 
streamline their yard operation Dealers using material handling this procedure. In some instances, 
Percy Worthington, garage super- equipment, but not wishing to re- the load can be pushed right off 
intendent, has created a mobile air arrange their lumber sheds to pal- rack into top tier by the lift truck, 
tank for filling the tires of heavy let stacking, will be interested in a eliminating manual handling. 


opposite the top 
tier of the lumber shed, loaded by 
hand, then picked up with the lift. 





Garage Doors 


of Distinction 


For distinctive quality of construction and beauty 
of design, look to How-ell-dor, hall-mark of 

one of America's foremost sectional-type 

garage doors in the popular price field. 

Over 40 easy-to-install stock-size residential 

and commercial How-ell-dors, including 

the modern-designed Picture Door and 

Rancher, for quick delivery. Custom-built 

doors, like the illustrated Philippine 

Mahogany installation, are a specialty. 


And remember . . . there's a How-ell-dor Electric 


Operator for every type of sectional garage door. Wette 460 


FREE ‘53 
Catalogs 


] 
} 


/ 


Sold nationally through lumber dealers and supply houses. 


MANUFACTURING COMPANY 
THE ied ©] WwW . L 7200 HASBROOK AVE., PHILADELPHIA 11, PENNSYLVANIA 
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ntroducing 


an exciting, new interior wall finish 


| 


* 3 smart patterns 


* new metallic 
base finish 





* 4 modern, deep- 
tone colors 





MIRACLE WALLS 


Beauty « Economy + Permanence 
for Modern Living 


The glittering beauty 
of sun on rippling water 


We call it “Tyriple”, our newest miracle wall with a finish more 
- durable than ever, smooth as glass, but with a light and shadow 
depth that is superbly beautiful. A metallic base enamel does the 
trick, hi-baked to shimmering beauty. Available in new deep 
modern tones: Bronze. Silver, Emerald Green, Amethyst Blue — 
in three versatile patterns. Here is lifetime beauty that will 
not crack, craze, peel or chip. Here is the newness, the 
freshness that sells. Write today for complete information 
on the full Tylac Miracle Walls line. 


TYLAZ LUMPANY Monticello, titinois 


PIONEERS IN THE PREFINISHED WALL PANEL INDUSTRY 





the y 
COnTouR 1 

BEVEL tYVLAC 
SCORE LINE “@ 





the most spectacular 


PROFIT- MAKING COMBINATION 


Super Kem-Tone 


The deluxe, latex-base wall paint 


tg ihe “per D aay. that’s super washable and super 

> Asy Maite ‘. 

TP A Par A durable. It’s ready to use and easy 
to apply. $5.19 a gallon retail, fair- 


traded to insure your profit. 


order now—FROM ANY OF THESE SEVEN 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: 


Acme Quality Paints, Inc. W. W. Lawrence & Co. The Lowe Brothers Co. John Lucas & Co., Inc. 
Detroit Pittsburgh Dayton Philadelphia 


The Martin-Senour Co. Rogers Paint Products, Inc. The Sherwin-Williams Co. 
Chicago Detroit Cleveland 
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Kem-Tone The resin emulsion 


wall paint. It’s America’s top value 


in thrifty home beauty .. . con- 
sumer’s cost $2.73 a gallon when 
mixed, ready to apply. $4.10 a gal- 


lon retail, paste form. Fair-traded. 


BuiLpING Propucts MERCHANDISER 


KEM-GLO The miracle alkyd 


enamel that gives walls and woodwork 
a finish that looks and washes like 
baked enamel. $2.49 a quart retail, 


fair-traded to insure your profit. 





TWO STRADDLERS, ten vans, four 
trailers make up the equipment of the 


Pa. It’s not how much you 


FF eng SST 


gare ~ WHITE by 


Se 
» 
26, 
as 


fork lifts, and a fleet of trucks and 
Merritt Lumber Yards, Inc 
spend on equipment that counts, 


, Reading, 
says the author, 


but how efficiently your men put it to use 


Tr. MERRITT LUDWIG, 
vice-president of the Merritt Lumber 
Yards, as he appeared at the annual 
meeting of the Forest Products Re 
search Society, He was asked by the 
Society to present a paper on how 
the retail lumber yard uses 
handling methods, a 
which appears here 


executive 


moder) 
summary of 


BY T. MERRITT LUDWIG 


Our company consists of several 
branch yards and a main yard. In 
trying to supply our branch yards, 
we ran into one handling problem 
after another. We were cramped 
for space. We had to unload all 
our materials at two storage yards 
and two public sidings. Then we 
had to transport them to our main 
yard, which was a three 
blocks away. 


good 
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It took $55,000 for yard conversion and mechanical 
equipment but — 


We Licked the Handling Problem 


And soon tripled our volume. At the same time we cut our 


labor costs to less than 4°). of sales. 


All this meant inefficiency, extra We 
handling, and increased costs. trucks with a capacity of 7!% tons 
Finally we took steps to improve and a storing height of 16 feet to 
our operation, and here’s what we be used for unloading open cars, 
did: incoming tractor trailers and stor- 
1. Purchased a lot with a rail- ing bulk material. Two small lifts of 
road siding that has a 30-foot 5,000-pound capacity were needed 
space on both sides of the for the purpose of unloading box 
track for easy unloading. cars and working in small areas of 
Graded and surfaced our vari- the yard. 
ous storage yards with grit Our next move was to purchase 
and cinders for lift-truck pil- ten enclosed vans 18 to 24 feet in 
ing in all weather. length to eliminate warehousing 
Resurfaced our main retail and rehandling of merchandise to 
yard, but macadamized entire be sent to the job in a short time. 
yard area—even under sheds. Truck bodies were converted from 
Rebuilt sheds to a minimum their original width to a.standard 
bay width of 18 feet and an 96-inch width, and all rollers were 
overhead clearance of 14 feet. removed with the exception of the 
roller at the tail end. Trucks with 
rack sides were converted so that 
After modernizing our yards, we the racks could be removed. 
obtained two lumber carriers cap- 
able of transporting lumber be- 
tween yards as well as delivering 
sizeable orders direct to the job. 


also purchased two large lift 


New Equipment 


Dimension Lumber 
With our yards now equipped to 


handle our products, we instructed 
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FIRST STEP in dispensing with old handling methods was to purchase more 


space 


unloaded here 


the purchasing department to pur- 
chase all two-inch and three-inch 
dimension lumber on flat cars 
whenever possible. From that time, 
the purchasing department also 
specified the following products to 
be loaded for lift-truck unloading: 
plaster base, gypsum board, ply- 
wood, bagged materials, roofers 
and boards during the _ proper 
seasons. 

The department also now in- 
structs incoming truckers to load 
for lift-truck unloading; and, in 
the case of our own company- 
owned tractor trailers, specifies 
pallet loading for shingles, nails, 
paint, roof coating, plywood, all 
species of lumber, ete. Further- 
more, our own over-the-road trucks 
carry 2 by 4 spacers so that all 
incoming merchandise can be lifted 
off when it arrives daily in our 
yards. 


Sorting at Siding 


Unloading material is the most 
costly and time consuming opera- 
tion in our business. To minimize 
the cost, we use the following pro- 
cedures: 

First we sort dimension lumber 
right at the door of the cer. The 
direction of the piles, set up ac- 
cording to length, resembles the 
outstretched fingers of a_ hand. 
Both sides of the car are worked 
at one time. As quickly as a pile is 
completed, the lift truck working 
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Vacant lot with railroad siding proved to be the answer 
(upper left) and carried 


Lumber is 
to various branch yards 


in the yard removes it, and a new 
pile is started. In this manner, 
lumber is sorted for size and length 
and stored in standard packages 
18 inches to 50 inches in width. 
The normal lift fork of 52 inches 
can accommodate them, and the 
standard carrier bolster of 54 
inches is usable. For purposes of 
standardization, the number of 
pieces to the unit is as follows: 
2 by 3’s, 2 by 4’s, and 2 by 6's 
100 pieces, 2 by 8’s—60 pieces, 2 
by 10’s—-50 pieces, 2 by 12’s —40 
pieces, 3 by 4’s—60 pieces, 3 by 6’s 
18 pieces, 3 by 10’s—25 pieces 
3 by 12’s—20 pieces. 


Flat-car Sorting 


If the lumber arrives on an open 
flat car, it is lifted off, placed on 


the ground and sorted into the 
units described above. We have 
found that a flat carload of random 
width and random length can be 
lifted off and placed on the ground 
for sorting by two men and a lift 
truck in one hour’s time—-50 per- 
cent less than the time required 
for sorting the lumber if taken 
piece by piece off an open car or 
out of a box car. 


Gondolas 


If the lumber arrives in an open 
gondola car, two half-inch cables 
16 feet in length are slipped over 
the forks creating a sling. This 
arrangement enables us to unload 


the car even though the shipper 
had planned for hand-unloading. 

The obvious savings of time and 
labor described above for flat and 
gondola car-unloading are increased 
by the ultimate saving in railroad 
demurrage. With demurrage as 
high as it is, and our company re- 
ceiving five to six cars a day, it is 
often imperative that cars be un- 
loaded in the shortest possible 
time 

This method of unloading also 
permits us to unload cars in incle- 
ment weather, carry the lumber to 
covered areas and then sort it into 
units. This factor is of prime im- 
portance since our company is 
unionized and must pay men for 
eight hours of work regardless of 
weather conditions. 


Bags and Bundles 


Bagged materials are unloaded 
in the car on individual pallets, 
size 16 by 24 inches with eight 
bags to the pallet, and are hand 
trucked into the warehouse and 
left on the pallet. For delivery to 
the job, the pallet is wheeled on 
the truck, the bagged material 
dumped at the job, and the pallet 
returned to the yard. 

Rocklath is loaded at the factory 
in units of 50 bundles. The lift 
truck enters the car, picks up the 
50 bundles, brings them out of the 
car and places them either on a 
truck or carrier or in the ware- 
house for storage. In the ware- 
house, units of 50 bundles each 
are stored four units high, result- 
ing in conservation of storage 
space. 

Wherever possible rocklath is de- 
livered to the job by carrier. The 
driver merely gets as close to the 
house as he can, drops the load, 
and returns to the yard. The re- 
sponsibility of carrying the rock- 
lath into the house then belongs 
to the contractor. This method 
saves many man-hours of handling 
previously performed by our driv- 
ers. We now unload a 1,250-bundle 
ear of rocklath in two hours with 
two men and a small lift and do 
not rehandle the rocklath by hand 
until it is on the job. 


Wallboards 


Plywood and wallboards are 
loaded in cars at the factory for 
lift-truck unloading. For most effi- 
cient handling, our lift truck brings 
the product out of the car and 
takes it either directly to the ware 
house or places it on bolsters so 
that the carrier can transport it to 
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FLAT CAR LOADING of dimension lumber is specified 
by purchasing dcpartment whenever possible Lumbe: 
i loaded eight bundl per car; each bundle is steel 

apped and picked up at siding by straddler or fork lift 


BOX CAR SORTING of dimension lumber is common to 
most yards, but not everv yard has the facilities to work 
both sides of a car at once. Hard top surfacing is essen 
tial to this operation 


BAGGED MATERIALS such as plas 


placed on small pallets 
hand-trucked into 
made in same 

yard when bags 


eight per 
warehouse 
manner, with 
are dumped 


pallet 


another yard or to the job. 

Unpalletized cars of wallboards 
are loaded in units at the car, 
transported to the yard by car- 
rier, and stored by lift units. This 
completely eliminates any handling 
during the storage period. For re- 
loading and shipment, the lift truck 
picks up the top package in each 
instance and takes it directly to 
the truck. The required number of 
pieces for that particular order are 
pulled off by the driver while the 
remainder of the package is put 
back in stock. This method means 
that one man on the truck and a 
driver can handle material that 
previously required three or four 
men a considerably longer time. 
Roofing 

Roofing is picked up by company- 
owned units at the factory and is 
loaded on flat trailers 26 feet long. 
The trailer is covered with pallets, 
and each pallet is loaded with 12 
squares of shingles or 30 rolls of 
roofing. When the truck arrives in 


90 


pallet 
Deliveries to jobs are 


ter, lime, ete. are 
Pallets are 


being returned to 


per load 


our yard, a small lift truck unloads 
the anchored trailer and puts the 
entire load in specially built racks 
in less than 20 minutes. This is a 
saving of approximately five man- 
hours per load. 

Since our average purchases 
equal three trailer loads per week, 
substantial savings are effected. 
For shipping and delivery the pal- 
lets are lifted out of the racks, 
placed on the truck, and the driver 
drops them to the ground. This 
last step by the driver is the only 
instance where roofing is handled 
manually by our men. 


Flooring 

Oak flooring is unloaded by con- 
veyors from the car to the ware- 
house or, in most cases, into the 
enclosed vans. The vans in turn 
are taken directly to the job, an- 
chored on the site, and the builder 
unloads them as he needs the floor- 
ing. Although this operation ties 
up our vans from two to three 
weeks at a time, it nevertheless 


SMALL FORK LIFT handles roofing materials arriving 
at yard by flat-bed trailer. Each pallet is loaded with 12 
squares of shingles 


or 30 rolls or roofing. Under this 


system there is a saving of approximately five man-hours 


eliminates two handling operations 
by our labor force effecting con- 
siderable savings again. 


Millwork 


The majority of our millwork is 
purchased, whenever possible, in 
carloads and sorted at the car on 
open trailers. When the doors and 
all the other millwork are placed 
on pallets, the trailer is taken to 
the millwork department. There lift 
trucks unload the trailers, put the 
pallets in the warehouse, and the 
warehouse men either keep the 
millwork on the pallet or unload it 
at their convenience. This proced- 
ure has proven very satisfactory, 
has eliminated 50% of the man- 
hours previously used in the mill- 
work department and has reduced 
the hazard of having millwork tied 
up on open trailers in the event of 
bad weather. 


Carrier Delivery 
We have found that by assem- 
bling rough lumber orders in ad- 
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‘That's the blade! want 


Ca People who know quality ask for 
Griffin Hack Saw Blades 


i we know that for a straight clean cut, even under 
the worst conditions, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 
equal, 


G. W. Griffin Co. has been making hack 
saw blades since 1880. The knowledge 
and experience of over 70 years of manu- 
facturing goes into every Griffin Hack 
Saw Blade. 


Griffin Biades are 
available in High 
Speed Molybdenum 
or Standard Steel, 
hand and power sizes. 


FRANKLIN, NEW HAMPSHIRE 





Seles Agents: JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, 


N.Y. 
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vance, a carrier can make eight to 
eleven deliveries daily against a 
roller bed truck’s four. As our 
modern handling became progres- 
sively more efficient, we also dis- 
covered that most industries re- 
quest carrier delivery. In most 
cases they have either cranes, 
overhead monorails, or lifts them- 
selves, and thus can move incoming 
units from our carrier in minimum 
time. Another innovation has been 
the practice of steel banding our 
carrier loads. This pleases the con- 
tractors and industries for it facili- 
tates storage and prevents theft on 
the job. 

Shipping 

In addition to the methods out- 
lined above we have found it neces- 
sary to establish a shipping de- 
partment with one full-time man 
in charge. This man accumulates, 
routes and dispatches the fleet of 
equipment used by our company at 
the main yard. He is in a position 
to make definite promises to cus- 
tomers as to delivery schedules. 
Moreover, he is held accountable 
for the performance of the drivers 
and is responsible for getting maxi- 
mum use of our equipment. One 
carrier is in use constantly for de- 
livery to house jobs. 

The delivery department also 
handles all C.O.D. transactions. 
This eliminates the need for drivers 
to enter the office for their C.O.D. 
check-out and check-in. The ship- 
ping department, to operate effec- 
tively, has under its control four 
assigned loaders who work with 
the trucks and see that loads are 
accumulated while trucks are on 
the road. Such a procedure eradi- 
cates bottlenecks that occur if 15 
to 20 trucks come in for loading 
at the same time. 


It Was Worth It 

In summing up, I have outlined 
the methods used by our company 
to convert from the old fashioned 
hand-piling methods to the new 
efficient modern handling of today. 
We have found that the investment 
totaling $30,000 in lifts, carriers, 
conveyors, and pallets, as well as 
another $25,000 spent for yard 
modernization and paving has defi- 
nitely proven itself a justifiable 
one. We have budgeted 1.5% of 
our gross sales for delivery ex- 
penses and 3.5% of our gross sales 
for material handling. By the adop- 
tion of the procedures I have listed, 
here, our company has been able 
to keep these percentages in line 
and has in fact reduced its labor 
costs to less than 4% in total of 
our sales. 
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Farm 
THE 
” month 


Meet Garner Caven, well 
known farmer on Rural Route 
1, Conover, Ohio. Caven's 
260 acre farm annually pro- 
duces a well diversified in- 
come from such crops as 
wheat, hybrid seed corn, a 
herd of dairy cows, two nice 
sized pig crops, anda large 
flock of prolific Leghorns. 


daughters 
ing 6th in the entire county. 
be proud to own. 


farming operations successful, 


the things that are going on. 
12 varieties of Hybrid Seed Corn 


husky pigs. 


flock of Leghorns 


about 220 eggs per hen 


success in their farming operation 





Garner Caven, and his wife Martha, 
Kathleen, 17; Annette, 
out and contribute their share to the 
Kathleen had the distinctionof being an 


are justifiably proud of their three 
10; Elaine 7 
over-all job of operating the iarm. 
honor student in high school, rank 

That's a record any high school senior could 


We always like to ask farm families just what it is that has made their 
We are sure of one thing - 
farmer doesn't get that way overnight. 
answers we have ever received to that question. Says Caven, " Plain hard 
work, good health, and enthusiastic help from the entire family.’ 
that pretty well sums up the farming situation, 

Now, let's take a short trip around the Caven farm and see just a few of 


Garner Caven had one of the finest 


First we notice that Caven raises and sells 
also sells grass seeds and insecticides, 
Down at the barn we see 12 grade milk cows that look like good producers, 
and nearby, 10 brood sows that annually farrow from 130 


One of the biggest animal operations on the Caven farm is their fine 
2000 pullets and 900 layers, 
poultry and future plans call for expanding the laying flock to 7000 birds 
in the next 3 or 4 years. The Caven Leghorns are laying on the average of 
- a good rate in any hen house 

Caven employs two full time farm tenants who share in the farm's profit. 
Everyone seems to find plenty to do. 
to be the one thing that is most common 


As on every farm, hard work seems 


All three girls hel; 


a successful 


Yes, sir, 


140 strong, 


The Caven family likes 


and for the Cavens has meant 








“ACROSS THE BACK FENCE”, a direct-mail piece that 
results and made a lot of friends’’ among the farmers, says Norbert J 
ner, manager of Klipstine Lumber & Supply Co., 


has “produced good 
Point 
Sidney, Ohio 


Features ‘‘Farm of the Month’”’ 


2,570 farm families have 
have come to expect folksy 
news and sales bulletin from 
Sidney, Ohio dealer. 
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‘Meet Garner Caven, well-known 
farmer on R.R. 1, Conover, Ohio. 
Caven’s 260-acre farm annually 
produces a well-diversified income 
from such crops as wheat, hybrid 
seed corn, a herd of dairy cows, two 
nice-sized pig crops and a large 


flock of prolific Leghorns,” is the 
opening paragraph of “Across The 
Back Fence’, a direct-mail piece 
published monthly by the Klipstine 
Lumber & Supply Co., Sidney, 
Ohio. 

So regular is this little newspa- 
per, that the 2,570 regular recip- 
ients of it expect to find it in their 
mail-boxes on the first day of each 
month. Since the majority of the 
newspaper’s recipients are farm 
owners, it is quite natural that 
Klipstine’s devotes the first page 
each month to the Farm of the 
Month. A local farmer’s family and 
farm are featured accompanied 
with photograph of the farm fam- 
ily. 

The inside of the newspaper is 
devoted to two columns of “folk- 
sy” news and a one column ad for 
building materials. The news copy 
runs something like this: July is 
the month to... Show Junior how 
you used to slide into second . 
Catch lightning bugs .. . Remem- 
ber “old-time” threshin’ dinners 

Listen to your “echo”... In- 
sulate with J-M Rock Wool 
Keep 15 degrees cooler . . . Go 
jump in the lake... Have straw- 
berries for breakfast. The ad copy 
used is dependent on the month and 
season of the year. 

On the back page is an ad and 
space for the recipients name and 
address. Most newspapers go out 
with no more to the address than 
“Rural Boxholder, Local’. The 
postage for such an address is one 
cent per copy. City mail! takes a 
three-cent stamp. 

The newspaper measures 81,” 
by 10*%”; is printed in black on 
white, yellow, blue, green or grey 
paper stock; printing costs are $46 
per thousand. It is sent to 2,370 
boxholders and 200 city offices and 
residences. 
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PAINTSTIKS 


FOR 
SCALING, 
GRADING, 

STORAGE 
MARKS 


216 


2 


PAINTSTIV 


eed 


MA RKAL 


PAINTSTIKS 


ARE FADE-PROOF, 
WEATHERPROOF, 
WATER-PROOF, 
ICE-PROOF AND 
PERMANENT 


Markal Paintstiks are made to meet 
all marking conditions... wet, dry. frozen, icy, 
on rough surface or smooth. They are ideal for 
use on green lumber, rough logs, creosoted 
lumber and all other logging conditions requir- 
ing permanent indentification. Markings with- 
stand submerging in icy water of mill pond for 
12 to 15 months. 

Markal Paintstiks are approved and used by 
outstanding lumber companies and Forestry 
Services throughout the U.S. and Canada. 
Markings are clear, distinct and legible. 
Be sure to ask for them by trade name. 


SEND FOR NEW SELECTION CHART 


Nathkal COMPANY 


3097 W. Carroll, Chicago 12, Illinois 





ILLINOIS PANEL MEMBERS, left to right, John Suelzer, Ft. Wayne 
(Ind.) Builders Supply Co.; John T. Holmstrom, Skandia Coal and 
Lumber Co., Rockford, Ill.; John W. Dain, Dain Supply Co., Mahopac, 
N. Y., moderator; Russell Nowels, Nowels Lumber & Coal Co 


. Roches- 
ter, Mich. and James M. Winning, association counsel. 


Dealer Clinics Discuss Critical 
Operating Problems 


Collections contractor discounts pricing 


prefab competition — materials handling equipment — con- 
sumer selling and advertising among many topics considered 
at Illinois and Northeastern sessions. 


Collections are your No. 1 problem, according to dealers at the North- 
eastern and Illinois conventions. Receivables and collections are getting 
tougher all the time. Kenneth E. Johnson, U. S. Gypsum Co., in his talk, 
“Effective Collection Methods,” indicated the seriousness of this problem. 
He said 1951 saw the longest average collection period (49 days) for 
lumber dealers since 1941. He predicted the average for 1952 may run 
50-55 days. 

Builders have one more year of grace to get their financial house in 
order, Richard Sanzo, Dun & Bradstreet, warned the New York meeting. 
Profits are only an illusion unless accompanied by sound financial man- 
agement. 

“You must exercise greater caution in granting credit in 1953 than 
ever before,’’ Sanzo declared. He advised against carrying more than 
80-85% of a yard’s working capital in inventory. 

How to collect overdue bills brought out several ideas. William L. 
Willard, O. L. Willard Co., Willimantic, Conn., was the envy of most deal- 
ers. He has one man in his organization who likes to collect bills. Tough 
cases, if they are $100 or under, are filed by Willard in the Small Claims 
Court. And it costs only $1.50. 

Nearly every dealer at the Illinois dealers’ breakfast indicated that he 
sent out bills every 30 days; several dealers billed oftener than once a 
month. One dealer said he billed industrial accounts daily. 

One collection routine was outlined by Russell Nowels, Nowels Lumber 
& Coal Co., Rochester, Mich., a speaker at both conventions. Nowels bills 
at the end of 30 days; at the end of 60 days he starts a system of stamp 
reminders and other devices; at 90 days, the bill goes to the collection 
‘ureau for action. 

Other collection gimmicks suggested by dealers: invoices printed on 
papers of various shades; a series of caricature cards which carry a 
serious message. 

Contractor discounts are a sore point, yet nearly every dealer grants 
them in one form or another. John T. Holmstrom, president, Skandia 
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Here is the doorway opposite but with a panel of 
regular single glaze glass. With a random clear 
glass block panel, prying eyes cannot see inside. 
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By night, the entranceway glows with This random clear panel retains all of 
a light that radiates welcome to the doorway’s colonial charm, The subtle 
friends. By day, inside rooms are variation in the block face is reminis 
flooded with natural daylight. cent of old handmade glass. 


GLASS BLOCK “GOES” WITH 
ANY ARCHITECTURE 


WHETHER A HOME is traditional or modern, it can have the 
advantages of Insulux Glass Block”. Block patterns are 
available in a wide variety of face designs that “go” with any 
architectural design. 





What other material offers you the opportunities to create 
such interesting, new architectural effects that are so decorative 
... so useful... yet so practical? 


For information, write to Insulux Glass Block Division. 
Kimble Glass Company, Dept. AL3, Box 1035, Toledo 1, O. 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio 
Subsidiary of Owens-Illinois Glass Company 


CREENIN 


(Beystone 


Keystone Aluminum Insect Wire Screening can 
be sold by you with confidence. Will not stain 
or discolor woodwork or masonry. improves 
home appearance. Light, strong, durable and 
pleasing to the eye. 


GALVANIZED STEEL 


Keystone Electro Galvanized Insect Wire 
Screening, made of specially selected copper 
bearing steel wire, gives strength and rust re- 
sistant qualities. 


QUALITY BRONZE 


Keystone Bronze Insect Wire Screening, both 
Bright and Antique finish, woven from high- 
est quality commercial bronze wire of 90-10 
analysis (90% Copper, 10% Zinc Alloy) com- 
bines beauty, hardness, strength and resistance 
to atmospheric conditions. 

lt pays to sell KEYSTONE—tfop quality insect 
wire screening for every requirement! 


White for FREE catalog today 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. Fostoria, Ohie 
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JOHN W. McCONNELL, Dacy Lumber Co., Woodstock, 
standing, was one of many dealers who commented on 
operational problems at the Illinois meeting 


Coal & Lumber Co., Rockford, IIl., told Illinois dealers that discounts are 
“the most vicious thing that can creep into your price structure. The 
thought behind it is to give the contractor something for selling for you, 
but it doesn’t work out that way in practice.”’ 

Unrealistic pricing, Nowels claimed, is responsible for many of the deal- 
ers’ distribution problems. It is Nowel’s opinion that sales to the pick-up 
and do-it-yourself trade are made at too low a profit margin for the service 
involved—-time spent making a small-profit sale. 

“The contractor will not go into the lumber business if you price real- 
istically,”’ he told dealers. “If we do a better selling job, we can more or 
less set our own price. We're 10 years behind the department store in 
retlistic pricing.”’ 

Pricing on the basis of quantity is the most realistic way to solve this 
problem, John Suelzer, president, Ft. Wayne (Ind.) Builders Supply, de- 
clared. Several New York State dealers indicated that they were pricing 
solely on the basis of unit sales—-whether to contractors or homeowners. 

Competition from out-of-town dealers is the thorn in the side of many 
suburban operators. How to answer it? Tell your customers that you are 
on the spot to serve them at all times; point out to them that the first 
cost on such deliveries is not necessarily the last cost, especially if mate- 
rial delivered proves to be defective—that you stand back of your prod- 
ucts at all times. Carefully review your pricing policy and let your con- 
tractor know what it is. 

Competition from prefabs raised the question: should a retail lumber 
dealer represent a prefab manufacturer? Several Illinois dealers admitted 
that they had been in and out of the prefab business several times, always 
finding the disadvantages to outweigh the advantages. But—the prefab 
industry is on the move—and dealers are losing sales. One Illinois dealer, 
himself in the prefab business, advocated that each dealer handle at least 
one prefab building. 

“You might as well get in on the ground floor and get some of this 
business,” he advised. 

Dealers who take advantage of truss and panel construction and the 


THIS NORTHEASTERN PANEL considered the subject, 


“How Mechanical 
Paid Off by 


Pe arce, 


Material 
Reducing 
president, 
was moderator 


Handling 
Operating 
Henrich 


Equipment Has 
Costs.”’ George H 
Lumber Co., Buffalo, N.Y., 
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ine-Panelled ? 


ADD-A-ROOM NOW! 
with Gold Bond 


GUESS AGAIN ! 


HOW this picture to a customer who's inter- In the April 18th Saturday Evening Post, mil- 
ested in remodeling, and you'll get a remark lions of Americans are going to see this kitchen 
like this —‘‘Sure, it’s beautiful, but can I afford it ?”’ 


YES! 


Gold Bond Gypsum Grainboard gives the 


in glowing full color...and they’re going to get 
ideas about their own kitchens, about unfinished 


attics and basement gamerooms. 


beauty of fine wood paneling ...at wallboard cost. 
And it’s fireproof, another strong sales point. 


You can offer a choice of antique-looking 


In the ad, we're telling them to go to their 
Gold Bond lumber and building materials dealer. 


That’s YOU! If you haven't seen the new Gold 


Knotty Pine...rich, warm Bleached Walnut and 


Bond Gypsum Grainboards yet, ask your National 
expensive looking Dark Walnut. 


Gypsum representative for samples right away. 


NATIONAL GYPSUM COMPANY e@ BUFFALO 2, NEW YORK 


Wallboards, Decorative Insulation Boards, Lath, Plaster, Lime, Sheathing, Roofing, 
Wall Paint, Textur ch W wsulats t h and Sound Control Products. 
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ina living room... USE 
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A PICTURE Of nature’s ever-changing 
beauty decorates an entire wall of 
this living room. It is framed by a 
WINDOWALL of Andersen Casement 
Window Units. As windows, they 
admit sunshine, cooling breezes and 
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a peaceful view. As a wall, they seal 
out cold, dust and moisture. That's 
why WINDOWALLS are a source of 
satisfaction to architect, builder and 
home owner alike. 


* ” 


Gundersen Corporation * BAYPORT+ MINNESOTA 


WINDOW SPECIALISTS FOR SO YEARS 





Sell Andersen WINDOWAILLs 
For Remodeling Profits 
Use WINDOW 


ALLS f{ 
enclosures. } Or porch 


Or extra rooms 
, OF attic dormers. | or mod- 
ernizing kitchens 


For more information, see your WINDOWALL distributor or write Andersen Corporation 











RICH KRAFT 
Sheathing . 


























THE BEST 
FOR THE LEAST MONEY ? 








YES—Here’s an unbeatable 
combination for low cost wall 
construction. Richkraft Sheath- 
ing Paper lets your walls 
breathe and permits the escape 
of trapped moisture. At the 
same time it stops the passage 
of wind, rain or dust. 

Combine Richkraft Sheathing 
Paper with Richflex Reflective 
Insulation and you have the 
best there is in wall construc- 
tion—a wall that reflects 75% 
of radiant summer heat, yet 
acts as a cold barrier when a 
“norther” brings winter down. 

Richkraft Sheathing Paper 
and Richflex Reflective Insu- 
lation meets all F.H.A. specifi- 
cations for vapor barriers and 
breather sheets. Their cost is 
surprisingly low. Send the 
coupon for more details. 

Ask about Richbead, the 
Metal Angle, that gives protec- 
tion to Interior and Exterior 
Corners. 


THE RICHKRAFT COMPANY 
510 N. Dearborn St., Chicago 10, Illinois 








THE RICHKRAPFT CO., 

'” N_ Dearborn St., 

(teow 10, Hlinois 

Gentlemen 

Please send me complete details on 
Richflex Reflective Insulation 

Richkrafe Reinforced and Breather Papers 
Richbead for dry wall corner protection 


NAME 
ADDRESS 


TOWN ZONE STATE 
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DUNCAN S. BRIGGS, treasurer, Briggs Lumber Co., Inc., Oneonta, N.Y., 


was moderator of the Northeastern panel which discussed “Cost Cut- 
ting Operating Methods for Smaller Yards.” 


latest building research developments at the University of Illinois and 
similar institutions can combat prefab competition to a degree. Smart, 
consistent merchandising of your products and services will also help. 

Do contractors object if you start your own application department 
or promote do-it-yourself remodeling jobs? John Suelzer, who in 1922 
was one of the pioneers in the dealer application field, found that some 
contractors did object. However, upon investigation these contractors 
were found not to be customers of his. 

Do-it-yourself business is more likely to help not hurt the contractor's 
business, believes Nowels, who points out that the homeowner won’t be 
able to do all his own work, anyway. Consequently, contractor customers 
are likely to get more business, not less. Before going into it, Nowels and 
his key employes discussed do-it-yourself business from every angle at two 
weekly meetings. 

Result: “We're still serving the contractor customer and getting this 
additional business besides.”’ 

Materials handling equipment came up for discussion at simultaneous 
breakfasts in New York, one for larger operators and one for small dealers. 
Summarizing the highlights of these meetings, George H. Pearce, presi- 
dent, Henrich Lumber Co., Buffalo, said 25% of a yard’s payroll is ab- 
sorbed moving materials. The smaller fork lift truck you can buy to do 
your job, the better off you are. A lift of 2'% tons capacity is the ideal size 
for the average yard, dealers indicated. A special condition—trucking 
from a railroad siding, for example—is necessary to make a straddle 
truck pay off. 

Big equipment is not necessary to save time and labor. Duncan S. 
Briggs, treasurer, Oneonta, N.Y., says that a two-wheel pallet-truck cost- 
ing not over $60 has been a real labor-saver for his yards. 

Other advantages of lift trucks named by dealers: cleaner lumber; 
lumber can be palletized and shipped the same way; better yard housekeep- 
ing; cuts fire insurance premiums; customer appeal. Unloading time for a 
car of lumber can be cut one third with the use of a lift truck, according to 
Joshua A. Nickerson, president, Nickerson Lumber Co., Orleans, Mass. 

Average life of a lift truck was said to be five or six years. With ex- 
cellent maintenance and yard conditions, eight to 10 years. Incidentally, 
a satisfactory paved yard can be built from crushed stone. 

How fast does your inventory turn over? Well, a fast inventory turn 
over is a good thing to a certain point, after which it doesn’t necessarily 
mean proportionally greater profits, Nowels pointed out at the Illinois 
session. Five times, Nowels said, is a beneficial turnover for a retail yard. 

Consumer selling can be stepped up by telling customers the end use 
and benefits of his proposed garage, recreation room and similar packaged 
jobs, Arthur A. Hood, editor, American Lumberman, told Northeastern 
dealers. He advised dealers to set up a consumer sales quota for their 
business in 1953, allocating 2 of their budget for advertising. 

“We must get a reputation as a good place, not a high place to buy,” 
he declared. 

Advertising is cumulative, Arthur Clifford, vice-president, A. W. Burritt 
Co., Bridgeport, Conn., asserted. He advised dealers against a stop-and-go 
policy on advertising. It’s expensive and won’t do much good. Improve 
your advertising program by subscribing to American Lumberman's 
ADviser service. Turn to page 00, this issue. 

Should you mention price in your advertising? Clifford says yes, price 


(continued on page 192) 
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These best-sellers by LOCKWOOD 
build sales and...Customer Satisfaction 


Here’s a complete line of screen-door hardware that not only builds profits but satis- 
fied customers, too. Lockwood quality means years of trouble-free service .. . you get 
plus-profits in extra sales by customer-recommendation. 

Order now. Be ready for Spring-time business. Select the items your customers will 
be looking for with the first blooms of spring. 


CYLINDER LOCK SET Provides real security for 
screen doors. Locked by key in cylinder outside 
or slide-button inside. Easily installed; available 
in polished or dull brass finish. Priced for volume 
selling. No. 8595, for 1°,” doors; No. 8596, for 
11,” doors. 


TUBULAR LATCH SET A smooth-working set 
that’s been a best-seller for years. Latch bolt is 
operated by knob or lever; slide stop inside 
locks both knob and lever. Wrought steel, dull 
brass finish. For use on right or left hand doors. 
Backset 134”. No. 5597. 


RIM LATCH SET Requires no mortising. Latch 
bolt is operated by knob or lever; slide stop in- 
side locks both knob and lever; latch case is cast 
iron, trim is wrought steel, dull brass finish. For 
use on right or left hand doors. Backset 1%”. 
No. 4115. 


PUSH-PULL LATCH SET —— The new, easily installed 
set for those who want push-pull action. Door 
unlatches when inside lever is pushed or outside 
lever is pulled. Slide button inside locks outside 
lever. Easily installed by boring through door 
stile. Attached by machine screws. Brass lacquer 
finish. No. 4120. 





SCREEN DOOR CLOSER— DeLuxe Model No. 3002, 
top quality in screen door closers, has protective 
cushion spring, pear] gray finish. Reversible for 
either right or left hand doors. Packed with com- 
plete instructions for installation. Also available, 
Senior model with heavy, exposed spring. No. 
3001. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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THIS BIGGER, STRONGER 
PROGRAM OF 








DEALER HELPS 


Nothing sells garage materials 
for you like a full-size Strand 
display door, available in 9 x 
7’ and 8’ x 7’ sizes. Painted 
white with two-color lettering. 
Special price only $35.00, f.o.b. 
Newport, Ky. Order from your 
Strand jobber. 


Colorful free Strand counter 
card—12” x 18%”—has a door 
that projects. 


Free 2-color folder pictures and 
describes all five Strand doors, 
and tells how to build garage 
door openings. 


Two-page 844” x 11” Strand 
catalog sheet is available for 
your salesbooks. 


Strand newspaper ad mats are 
furnished in various sizes. 


Four-piece postcard mailing 
campaign is available with 
place to display your own 
Strand selling prices. 


Two-page, 8'2” x 11” reprints 
from Strand’s new Plan Book 
are offered with space for 
dealer imprint. Each of these 
features a rendering of one 
Garage, floor plan and material 
list. 


For limited-time display at ex- 
hibitions and home shows, 
there's a striking 6’ high Strand 
iNuminated display that really 
gets attention. 


See your Strand distributor 
for any of these sales helps 


STRAND GALVANNEALED 


Material Lists, Blueprints! 


Strand’s new 32-page book, “Garage Plans and 
Ideas,” includes 12 designs and floor plans by 
nationally known designers, how to build 
instructions, material lists, driveway sketches, 
etc. Quantities of this book, and blueprints of 
individual garage plans, are available az low 
cost at Strand distributors’. 


National Consumer Ads! 


Starting in March, Strand ads appearing in na- 
tional publications will tell the public about the 
many advantages of the Strand garage door. Each 
ad carries a coupon offering the new book of 
Garage Plans and Ideas for 10c, to pay postage 
and handling. Books will be mailed from the 
factory and the names and addresses passed along 
to Strand dealers by Strand distributors. 
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Strand continues the program of advertising in 
leading trade publications, that has been going 
on month after month, year after year. Builder 
ads, too, carry a coupon offering the plan book, 
to be mailed from the factory, with names of in- 
quiring builders passed along to Strand dealers. 
When you offer builders the Strand Door, you 
sell a known quality product — backed by con- 
tinuous advertising. 


To make the most of Strand’s new promotional 
plan, put it to work for YOU, make sure you tie 
in by using the many effective sales helps avail- 
able at your Strand distributor's. What you do at 
point-of-purchase, and in your own ads, deter- 
mines the benefit to you from Strand’s national 
advertising. 


ALL-STEEL 


OVERHEAD 


\ erie un 


oT 
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GARAGE DOORS 
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ALABAMA 
BIRMINGHAM 
Birmingham Sash & Door Company 
MOBILE 
Underwood Builders Supply Co 
MONTGOMERY 
Building Products, Inc 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Giass Company 


ARKANSAS 

LITTLE ROCK 

Southland Bidg. Products Company 

CALIFORNIA 

FRESNO 

Building Material Distributors, inc 

Kendall-Addington Company 

Pacific Coast Aggregates, Inc 
HAYWARD 

Pacific Coast Aggregates, Inc. 
OAKLAND 

Pacific Coast Aggregates, Inc 

Wholesale Building Supply 
SACRAMENTO 

Pacific Coast Aggregates, Inc 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc 
SAN JOSE 

Building Material Distributors, 

Pacific Coast Aggregates, Inc 
STOCKTON 

Building Material Distributors, 

Pacific Coast Aggregates, Inc 


COLORADO 
DENVER 
C. A. Crosta, Inc. 
Denver Reserve Supply 
GRAND JUNCTION 
The Biggs-Kurtz Company 


CONNECTICUT 
BRIDGEPORT 
Asbestos Distributors Corporation 


DELAWARE 
Contact Detroit Stee! Products Company 
District Office, Philadelphia 


DISTRICT OF COLUMBIA 
WASHINGTON 
Central Building Supply, Inc 


FLORIDA 
JACKSONVILLE 
Huttig Sash & Door Company, Inc. 
MIAMI 
Huttig Sash & Door Company, Inc. 


GEORGIA 

ATLANTA 

Addison-Rudesal Company 
MACON 

Binswanger & Company, Inc 

McNair Lumber & Supply Company 
SAVANNAH 

Neal-Blun Company 


IDAHO 
BOISE 
Morrison-Merrill & Company 
POCATELLO 
Morrison-Merrill & Company 
TWIN FALLS 
Morrison-Merrill & Company 


ILLINOIS 
CHICAGO 
Reserve Supply Coop. Corp. of Chicago 
DANVILLE 
Material & Fuel Co. 
MT. VERNON 
Alexander Supply Co 
PEORIA 
A. Lucas & Sons 
INDIANA 
EVANSVILLE 
Indiana Wholesalers, Inc. 
FORT WAYNE 
International Lumber & Supply Co, 
INDIANAPOLIS 
Building Materials Service Division of 
Capital Paper Company 


STRAND JOBBER LIST 


SOUTH BEND 
E. R. Newland Company, Inc 


WA 

CEDAR RAPIDS 

Contact St. Louis District Office 
DAVENPORT 

Contact Chicago District Office 
DES MOINES 

Contact St. Louis District Office 
SIOUX CITY 

Contact St. Louis District Office 

KANSAS 

WICHITA 

Wichita Building Material Company, Inc 


KENTUCKY 
LEXINGTON 


Midsouth Supply Co. 
LOUISVILLE 

Huttig Sash & Door Company, inc 
PADUCAH 

Fischer Lime & Cement Co 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork Manufacturing Company 
NEW ORLEANS 

Cole Manufacturing Company 

New Orleans Sash & Door Company, inc. 
SHREVEPORT 


Alien Millwork Manufacturing Company 
MAINE 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
MARYLAND 
BALTIMORE 
Central Building Supply, Inc. 


MASSACHUSETTS 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MICHIGAN 

DEARBORN 

Smith-Orr Company 
GRAND RAPIDS 

Porter-Hadley Company 
JACKSON 

Michigan Wholesalers, Inc. 
KALAMAZOO 

Miller Sash & Door Company 
SAGINAW 

Saginaw Sash & Door Co 


MINNESOTA 
ST. PAUL 


F. 1. Products Company 
MISSISSIPPI 
JACKSON 
Allen Builders’ Supply Company 
Jackson Sash & Door Company, inc 
MISSOURI 
JEFFERSON CITY 
De Longs, Incorporated 
KANSAS CITY 
Rust Sash & Door Company 
Martin Material Company 
ST. LOUIS 
Huttig Sash & Door Company, Inc. 
SPRINGFIELD 
Farm & Home Supply Company 
MONTANA 
BILLINGS 
Building Specialties Company 
NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc 


NEVADA 
RENO 


Flanagan Warehouse Company 


NEW HAMPSHIRE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
BRADLEY BEACH 
Park Steel & Iron Co 
JERSEY CITY 
Atlas Steel Products Company 


NEW MEXICO 
ALBUQUERQUE 


New Mexico Company 


NEW YORK 

BROOKLYN 

Alpert Woodworking Co 

Herb Heilmus Hardware Corp 

Parschelsky Brothers, inc 
BUFFALO 

Door Engineering Company 
ELLENVILLE 

Marvin Millwork Inc 
FLUSHING 

Kaiser Hardware & Supply Co., Inc, 
LONG ISLAND 

Royal Glass Works Corp 

Empire Millwork Corporation, Northern & 

Willet Bt. Bivds., Corona 

ROCHESTER 

Keystone Builders Supply Co 
SYRACUSE 

Saltpoint Supply Co 
YONKERS 


Octavius Leon, Inc. 


NORTH CAROLINA 
CHARLOTTE 
Huttig Sash & Door Company, Inc 
FAYETTEVILLE 
Binswanger & Company, Inc 
GREENSBORO 


Binswanger & Company, Inc 


NORTH DAKOTA 


Contact Detroit Stee! Products Co 
District Office, St. Louis 


OHIO 

CANTON 

International Homes & Garages 
CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

Kinsner Supply Company 
COLUMBUS 

Huttig Sash & Door Company, Inc 

Morris Door Company 
DAYTON 

Dayton Sash & Door Company 
MUNROE FALLS 

Cueni Construction Company 
WARREN 

Ohio Glass & Sales Company 


OKLAHOMA 
ENID 
Long-Beli Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 
TULSA 


General Sash and Door Co 


OREGON 
PORTLAND 


C. E. Sand Plywood Company 


PENNSYLVANIA 
BRADFORD 
A. Mille & Sons Lumber Co, 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pniladelphia 
PITTSBURGH 
Contact Detroit Steel Products 
District Office & Warehouse 
SHEFFIELD 
McMillen Builders Supply Co 


RHODE (SLAND 
Contact Detroit Steel Products Co 
District Office, Boston, Mass 


SOUTH CAROLINA 
COLUMBIA 
Binswanger & Company, inc 
FLORENCE 


Binswanger & Company, Inc 


ompany 
Pittsburgh 


SOUTH DAKOTA 


Contact Detroit Steel Products Co., Dis 
trict Office & Warehouse, St. Lovis, Mo 


TENNESSEE 

KNOXVILLE 

Huttig Sash & Door Company, inc. 

Wilson- W eesner- Wilkinson Company 
MEMPHIS 

Fischer Lime & Cement Company 
NASHVILLE 

Huttig Sash & Door Company, Inc 

Nashville Sash & Door Company 


TEXAS 

AMARILLO 

Long-Bell Lumber Company 
AUSTIN 

Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, Inc 
EL PASO 

Booker-Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 
HOUSTON 

Houston Sash & Door Company 

George C. Vaughan & Sons 
LUBBOCK 

Lubbock Sash & Door Company 
NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWATER 

Sweetwater Sash & Door Company 
waco 

Stevens Sash & Door Company 


UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 


VERMONT 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


VIRGINIA 

BRISTOL 

Bristol Steel & Iron Works 
DANVILLE 

Binswanger & Company 
NORFOLK 

Eico Lumber Company, Inc. 
RICHMOND 


Binswanger & Company, inc. 


WASHINGTON 

SEATTLE 

Puget Supply Company 
SPOKANE 

Lumbermen's Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 

Aves Millwork Company, Inc. 


WEST VIRGINIA 
CHARLESTON 
@scar F. Henry Co 
WHEELING 
H. L. Seabright Co 


WISCONSIN 
MILWAUKEE 


Jackson & Foster 


WYOMING 


Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings, 
Montana 


CANADA 
LONDON 


George H. Belton Lumber Co., Ltd. 
SARNIA 

Belton Lumber Company, Ltd 
TORONTO 

Edmund Hind Lumber Company, Ltd, 
WINNIPEG 

Walter Wray, Ltd. | 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Co., AL-3 | 
2244 E. Grand Blvd., Detroit 11, Mich. | 
Please send new 32-page book of Garage 
Plans and ideas. A sample copy is available 
free to building professionals, only if this cou 
pon is used. (Quantities of the book may be 
bought at 10c each, from Strand distributors ) 
DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY CT] Builder 
Atlanta, Ga. + Boston, Mass. + Chicago, Ill. + Cincinnati, Ohio + Cleveland, Ohio «+ Dallas, Sinn 
Texas ¢ Los Angeles, Colif. © New York City, N. Y. © Oakland, Calif. ¢ Philadelphia, Pa one i eg i a 
Pittsburgh, Pa. © San Francisco, Calif. ¢ Seattle, Wosh. © St. Louis, Mo. © Washington, D. C Address —— 


City __Stote 
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STRAND GARAGE DOOR DIVISION 


DETROIT STEEL PRODUCTS CO. ¢ 2244 E. Grand Bivd., Detroit 11, Mich. | 
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SPACE LAB uses 10 columns to sup- 
port roof, has plywood box girder 48 
feet long at ridge Exterior wall 
panels are movable and all interior 
partitions and plumbing are de- 
mountable Exposed columns and 
rafters are for future addition. One 
of six plans tested by families oc 
cupying space lab is shown below. 
Note laundry in bathroom, folding 
partition between bedrooms, utility 
area, ample kitchen, and third bed- 
room at right all within 8&64 
square-foot area. 


——} 
—— 


Building a More 
Liveable House 




















Two families, testing six 
different floor plans at the 
University of Illinois, de- 
cided what they like and 








( 


we TF 
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don’t like about these plans. i 
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received by the families, though one would put the 
laundry in the garage. 
with garage available for eight months at low rent Object of the Space lab experiment is to determine 





FOR RENT 


Fully furnished 2 or 3 bedroom ‘flexible’ house 


to family who is planning to build or buy at later basic design criteria for the small house. The project 
date and wishes to experiment by living in house . ee > = P 

eth Giliecent come eneenenenente geitadiccie, Fomiiy is under the sponsorship of the Housing and Home 
must consist of two children of opposite sex, one in Finance Agency. 

school and one of preschool age. Write University 

of Illinois Small Homes Council, 31-33 East Armory, 

Champaign. 





Selected by means of the above ad, two Illinois fam- 
ilies were asked by the University of Illinois Small 
Homes Council to keep log books while occupying the 
lab. They were photographed, clocked and otherwise 
spied upon by electric eye counters. They had to wear 
pedometers and they were carefully interviewed by 
a battery of architects, sociologists and home econ- 
omists. 
A progress report on their space-lab reactions was 
recently made public at the Short Course for Builders 
and Contractors, Jan. 28-29, on the University of IIli- 
nois campus. 
Director of the project, Rudard A. Jones, listed the 
following as features that the families did not like: 
rooms too small, especially the bathroom; lack of 
basement (needed for dead storage, but not necesssar- , —_— 
ily for laundry); lack of third bedroom (desired by WANES LAUWENY i poe to a, i amie cots 
both families). An accordion partition, storage walls patie cage <A ing, Ma een Dlg ig Send 


was also tried in bathroom (with more success) and in 
and the combination laundry-bathroom were favorably kitchen. One family thought it ought to be in garage. 
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L-0-F AGAIN GETS NOD 
IN BLINDFOLD TEST’ 


CHARLES J. NOONAN, 
OF NOONAN BROS. HARDWARE, 
says: “With Brand ‘D’ 
I got a smoother, sharper cut 
without any effort at all.”’ 


Mr. Noonan cut four unidentified brands of single- 
strength window glass and instantly named Brand “ID 
easiest to cut. Brand *‘D” was L’O-F. 

It’s easier to cut L‘O-’F window glass into big pieces, 
little pleces, angled and curved piec es. You can even cut 
off thin strips close to the edge with a light stroke 

L:O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. So 


its a safer buy tor your customers, too. 


1 
Try it yourself! 


Practically every man who’s taken this test has 
picked L:O-F, no matter whether he cut it first 
last, or in between the other brands. Try it and 
you'll see why you have fewer bad cuts, less 
waste and more profit, with L:O:l 

Call your nearest L‘O-F Distributor. These 


local businessmen are listed under ‘‘Glass”’ in the 


cities throughout the country. And send for youn 
free booklet--**For Greater Profits on Window 
(slass”’ 


Write Libbev’Owens:Ford Glass ¢ ompany 
6533 Nicholas Building, Toledo 3, Ohio 


| 
| 
| 
! 
| 
| 
vellow pages of phone books in many principal 
| 
| 
| 
| 
! 
- 


— ro a es ee © ee ee 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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Sell Your Scrap 
Plywood 





There’s nothing quite as handy 
to have around as plywood shorts, 
says B. F. Nye, manager and part 
owner of the Primghar (lowa) 
Lumber Co. 

Many a lumberyard has most of 
its plywood profit tied up in just 
such a pile of scrap. A yard which 
does some custom cupboard build- 
ing can make use of many of the 
pieces. But even so, the “junk”’ 
plie 1s apt to grow. 

Nye manages to realize the full 
price from all but the smallest 
pieces. Taking a cue from a lum- 
ber supply company which pushes 
handy-size plywood panels for the 
home hobbyists, Nye constructed a 
stand which he set up in his main 
display room. 

In this stand he piles all the odd- 
size pieces of plywood. The larger 
pieces are marked with the size in 
inches and the price. He figures the 





B. F. NYE, manager and part-owner of Primghar (lowa) Lumber Co., says 
this stand sold half of his playwood scraps in seven weeks. 


Nye reports that in seven weeks scrap plywood must be sold or 
price at the regular retail markup, he cut his scrap pile of plywood in used for repairs around the yard. 
but knocks off odd cents. The half, most of it at regular prices. What did he use to make his dis- 
smallest pieces are marked downto The Primghar Lumber company play stand? You guessed it—scrap 
10, 15 or 25¢ bargain prices. does not maintain a shop, so all plywood. 











Barbecue Headquarters 


The Donley program of barbecue sales Dealers benefit directly in the sale of 


for material dealers includes not only 
the metal units and accessories, but 
planning and counsel aid in the form of 
the booklet Donley Outdoor Fireplaces Establish valuable contacts with the 
also scale drawings for any of the de- home minded public by distributing the 
signs shown. booklet, Donley Outdoor Fireplaces, by 
erecting specimen unit on your premises, 
by demonstrations and assistance in 
in planning whether for the simplest or 
most elaborate installation. 


Donley merchandise and to even greater 
volume in the sale of mason materials. 


Donley units include not only com- 
plete, free standing units, such as the 
Barbecart and portable Twin-Fire Grill, 
but also the grids, doors, cranes, etc. to 
supplement masonry structures—includ- Get full information today on Donley 
ing the popular No. 20 Donley Range Outdoor Fireplace units and arrange for 
unit. a supply of booklets at dealer rates. 


THE DONLEY BROTHERS CO. 13928 Miles Ave., Cleveland 
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Don't take on flooring as just a sideline... 


MAKE IT YOUR BIG PROFIT LINE 





Only Kentile builds consumer demand with 
a year-after-year ad barrage like this 


Leading national magazines, trade papers, Sunday newspaper sup- 
plements blanket the country with action-packed Kentile ads... 
hammer home the famous Kentile features of low price, longer wear, 
easy installation, colorful beauty. That’s why more customers think 
of ... ask for Kentile when they want flooring. 











Only Kentile builds consumer confidence 
with this 2-way guarantee 


Kentile’s guarantee covers both kinds of installation... by the 
dealer and by the customer. Full coverage like this is proof of 
Kentile’s quality ... your customers know Kentile can afford to 
make this offer only because Kentile is made to stand up under 
heavy use through the years. 








DESIGN YOUR OWNFLOOR 


Only Kentile helps you build so much 
mend ar business in so little space 


Endoring Boowty 
The KenStyler is a point-of-sales display and a complete flooring 
department... all in 18%” x 154%”. Order one now so your cus- 
tomers can arrange Kentile in any color and pattern combination 
... Sell themselves on its easy installation. 











KENTILE 


The Asphalt Tile of Enduring Beauty CH 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1,N. Y. © 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Po. * 1211 NBC Building, Cleveland 14,Ohio * 900 Peachtree Street N.E., Atlanta 5, Ga. * 2020 Walnut Street, Kansas 
City 8, Mo. * 4532 South Kolin Avenue, Chicago 32, III. * 4501 Sonta Fe Avenue, Los Angeles 58, Calif. © 452 Statler Building, Boston 16, Mass. 


KENTILE + KENCORK «+ KENRUBBER + KENFLEX 
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MORE BUILDERS, EVERY DAY, FIND IT’S 


aster and Easier 


TO INSTALL SINK FRAMES - 
WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 
USE THE... 


100% SANITARY 

100% WATERTIGHT 

EASILY INSTALLED 
COMPLETELY SELF-SEALING 


cain! OF 4 ifun 


‘ Ay 
Os 9, FL 
> Guaranteed by @ 


BIG REASONS 9a ws citing) eens uae Pa ve 


WHY BUILDERS PREFER HUDEE Hudee is the amazing Sink Frame that has earned the 


1. Patented installation makes completely self-sealing unit. enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
2. A sink frame that is 100% watertight — 100% sanitary. facturers, Plumbers and Home Owners. The eight reasons 
3A : : for Hudee superiority, as listed at the left, justify its ac- 
. A continvoys welded frame with an inconspicuous weld. . % , . se 
: claim as the "World's Finest Sink Frame. 

4. Easy to install —no rabbeting, scribing or special tools. 
5. Installed with equal efficiency in-the-shop or on-the-job. Builders particularly appreciate the Easy-To-Install feature 
6. You confidently guarantee every installation with Hudee. of Hudee and its great saving of time. Actually, the Hudee 
7. Used with any top-covering — linoleum, rubber, plastic. i inatatied in Tour cany stops: 
8. Installed after all top-covering material is applied, bow! may (1) Using the frame itself as a template, mark the location 

be removed at any time without damage to top-covering. of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 
2 hole as marked, using an ordinary keyhole saw. (3) Place 
,/ pry. G ASS fi the bowl and Hudee frame into position. (4) Space lugs 
Wikeys ZS 2b, LITA CO around frame and tighten lug bolts. The Result—A Perfect 
Installation Every Time. 





MANUFACTURERS AND DISTRIBUTORS 
CHICAGO 10, ILLINOIS 


IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO The Hudee Ideal Sink Frame System is sold through Lumber 
and Building Material Wholesalers everywhere. 


WRITE TODAY FOR LITERATURE AND PRICE LIST 
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THEY CAME, THEY SAW, THEY BOUGHT. Open house 


at Rose Bros. store 
a $50.00 purchase within 
Ten door prizes totaling $260 were also given away 


meant 812.50 gift ordei 


; to every customer who made 
10 days after the 


opening 


Department stores have done it—why don’t you? 


Get Rid of Your Counters! 


Ohio firm opens new store on theory that 
bigger volume results from 
e completely surrounding 
merchandise, 
e never letting a counter 
and a salesman. 


the customer with 


come between him 


Rose Brothers Co., famous Cin- customer complete freedom. Noth- 


cinnati concern with affiliates in ing should inhibit him, Rose Broth- 
various parts of the country, has ers believes, which is one 
planned its new store in Hamilton, why it rejected the 
Ohio, with the idea of giving the 


reason 
old over-the- 
counter method of selling. 


BuitpInG Propucts MERCHANDISER 


ut ES : ) . 


“EVERYTHING FOR BUILDING, 
Foundation to Roof,” is Rose Brothers’ 
boast—and it makes it good too 
largely through coast-to-coast volume 
buying. Full-page ad in local paper 
announcing opening also carried news 
that local radio broadcaster would be 
on premises 


“We have adopted the visible 
display idea throughout the entire 
store,” says Sam Hymon, vice 
president. And in keeping with this 
idea, the store puts most of its 
merchandise on floor displays, very 
little on walls, none behind count- 
ers. 

“Every item we have 
yard or warehouse 
handled and 
adds. 


in sheds, 
can be seen, 
selected,” Hymon 


The Hamilton store is located on 
the main highway leading into the 
center of town and only a six- 
minute ride from it. Traffic can get 
a direct view of the store’s spa- 
cious interior through the plate 
glass windows that span 60 feet of 
the store’s 80-foot frontage. Ample 
parking space is provided by black- 
top surfaces in front and on both 
sides. 

3ehind the 40 x 80 foot show- 
room is a 50 x 130 foot masonry 
warehouse, directly accessible from 
the showroom and carefully 
planned to accommodate lift trucks. 
Rose Bros. also has a 25 x 135 foot 
open-front lumber shed and a 30 
x 180 foot saw mill and millwork 
warehouse. 

William Rogers, Jr. is manager 
of the new store. Sidney G. Rose 
is president of Rose Brothers Co. 
and Stan’ey B. Rose is in charge of 
the branch offices. For the first 
time in the history of Hamilton, 
they have brought to the town “a 
complete building materials de- 
partment store in the full sense of 
the word,” said the local newspa- 
per, reporting the grand opening. 
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366 395 394 
Surfece Bolt Flush Bolt Flush Bolt 


eoeFOR SECURING SALES 
STANLEY BOLTS 


It makes good sales sense to keep a 
wide assortment of these sturdy 
Stanley Bolts in your stock. They 
are available in a complete variety 
of types and sizes to meet the needs 
of al/ your customers. Make a selec- 
tion from the big Stanley hardware 
Catalog. Your customers will ap- 
preciate Stanley quality. 

The Stanley Works, New Britain, Connecticut 


[STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE * TOOLS 
ELECTRIC TOOLS * STEEL STRAPPING * STEEL 
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CNRS" 
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b Ft. Lengths 
OLY 


Few 


ALSO 


ne Paneling in Random widths 
wonve Vo or moulded “Butterfly 





PLYWOOD PANELLING 


OAK BIRCH . MAHOGANY 
TY PINE. ET 
WELDTEN 


® 

FOR THAT NEW MODERN, DECORATIVE CEM 

ING LEARN OF THE MANY INTERESTING 

TREATMENTS AND TVPES OF CEILING THLE 
SLE OUR DISPLAY 


Wassau Su uffolk 

LUMBER A SUPPLY [omen -a-2 
NORTHERN B10 ROSLYN, N.Y | 
Rikkive 3H010 


Store Display and Advertising Work Together 


Paneling is given a good play by 
the Nassua Sefolk Lumber & Sup- 
ply Corp., in its Long Island, N. Y. 
yards. Samples of Idaho white 
pine paneling are kept out where 


the customer can examine them. 
A newspaper ad is tacked on the 
board for a perfect tie-in. This 
exhibit was seen in the Roslyn 
yard. 


Buddy Poppy Proceeds Aid All Veterans 


Proceeds or the annual national 
Buddy Poppy Sale conducted by 
the Veterans of Foreign Wars, are 
used exclusively to carry on the 
organization’s extensive welfare 
and service program for veterans 
and their dependents and for sur- 
vivors of veterans. 

Disabled veterans in government 


hospitals and soldiers’ homes ac- 
tually do the work of assembling 
the Buddy Poppies, and they re- 
ceive compensation for their work 

work which not only has proved 
of real therapeutic value but also 
provides extra spending money so 
that the men may buy some of the 
little special comforts. 
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FOR FINEST 


Architee 
Qualit 
Red 





with HIGHEST GLUE-HOLDING ABILITY 
PALCO Redwood is tops 
SPECIFY PALCO CERTIFIED DRY REDWOOD in ALL these sethies 


No other wood surpasses Redwood in gluing properties, and few begin to W High Dimensional Stability 
equal it. Along with this natural advantage, PALCO Architectural Quality ; 
Redwood offers highest uniformity of texture, grain and seasoning—with 7 low Swelling and Shrinkage 
greatest dimensional stability and minimum shrinkage. For highest |W Finest Paint Retention 
ability to take and hold different types of glue under different methods of BS Vv , 
application without special treatment, insist on PALCO Certified Dry | W Greatest Ovrobility 


Redwood—It’s the best by every comparison, and yet costs no more. & ) \V Good Workability 


r it VSIS fa wo 5 § UE A) 
For a comparative analysis of Redwood’s outstanding qualities, i YW Glue-holding Ability 


write for Redwood Data Book “JG,” today. 


THE PACIFIC LUMBER COMPANY 


The best in Redwood — Since 1869 
Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 +» 5225 Wilshire Blvd., Los Angeles 36 








MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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CONTRAST BETWEEN OLD AND NEW is shown in these pictures. Exterior 
of the new building is white stucco over cement and cinder block. Meadow- 
brook Lumber neon sign can be read from heavily-traveled nearby highway 


F ed 


SR ae 


% 


SEElt: sez4 end CE Pt 





PAINT IS NEW PRODUCT added since the remodeling CASEMENT WINDOWS and large samples of plywood 
Jim Wilnau is the salesman. Consumer counter is faced separate private offices of Max Shapiro, left, and Jerome 


with lumber samples Bossert, vice-president, from the main display room 


Remodeled Showroom-New Products-New Business 


One of the most modern building 
oe ‘ materials showrooms on Long Is- 
& Equipment Corp., Bellmore, N. Y. land, is operated by a former U.S 
Forestry Service ranger, Max Sha- 


That is the capsule story at Meadowbrook Lumber 


GARAGE DOOR FEATURES are HOME PLANNER'S LIBRARY is BOTH POWER AND HAND TOOLS 
pomted out by Neil D. Campbell comfortably furnished and complete- have heen added to the line. Vince 
Door acts as a partition for hardware ly stocked with house plans and Fazio, head of the tool department 


storage room manufacturers’ literature demonstrates a tool to a contractor. 
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WOOD AND STEEL KITCHENS are 
the metal kitchen is the 
president 


LIGHT AND HEAT are provided sim- 


ultaneously by 
int heat units 


means of these radi 


piro, in Bellmore, N.Y. 

The newly-remodeled and _ en- 
larged 10,000-foot showroom util- 
izes the latest display islands made 
available from a nationally-known 
specialist in this field. These fix- 
tures are one reason why Meadow 
brook can display products more 


LUMBER CARRIER is one of 


used in the yard, which has a 


built-in ove 


displayed on 


n 


sales floor 
bh lie Shapiro 


the 
model is 


Feature of 


The daughter 


MOLDING BINS keep 
separated and clean 
affixed to boards just 


length 
Samples are 
outside bins 


each 


effectively than ever before. 

New products which have been 
added include several complete 
lines of power tools, paints, radiant 
heating panels and complete kitch- 
en units with built-in ovens. 

Many products 
ment windows and shingles among 


plywoods, case- 


three pieces of mechanical handling equipment 
capacity 


of 2% million board feet. Two fork 


lifts are kept busy in addition to the carrie) 
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BUILT-IN 


WaVsS a 


IRONING BOARD is al 
good demonstration feature 
Miss Ricky Carlson is the model 


them-— are displayed so the cus- 
tomer can see exactly what they 
will look like when installed. 

An attractive home planner’s 
room is stocked with a wide variety 
of manufacturers’ literature, home 
and garage plans. Upholstered 
chairs, paneled walls, even a fire- 
place, gives the room a home-like 
setting. 

Diversified 
are used to build sales: display 
newspaper space; billboards at 
three Long Island railroad stations 
plus one-inch ads in the Long Is- 
land time table. American Lum- 
berman’s Home Maintenance & Im- 
provement Magazine is sent to over 
1,500 homeowners. 

Uniforms and equipment are fur- 
nished a Little League baseball 
team as a feature of its good will 
promotion. Meadowbrook sponsors 
its own bowling team. Both teams 
are prize-winners. 

The main yard measures 150x430 

(continued on page 194) 


promotion materials 
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Have Your Customers 
Figure it } 
BOTH ways/ 


1.Cost-in-place 


of |umber ‘A, cost-in-place 
roof sheathing at PlyScord 
roof sheathing 








HERE’S paper and pencil proof to show your customers how 
they can get all the extra advantages of PlyScord roof 
sheathing —and cut costs, too. Remember, it’s the applied 
cost that counts. That’s why builders can save up to $2.50 


and more—per square with PlyScord. Figure it both ways 
on the chart below. 


sl 
> 


Figure your profits both ways, too. 
Good reason why it pays to push PlyScord. 


Estimating Chart to Cover 1,000 Sq. Ft. of Roof Area 


Data Developed from Walker's “The Building Estimators’ Reference Book” | 
In test above 3/8” PlyScord on 24” span easily 
PL Tor withstands 500 Ib. concentrated load. Plywood's 
~ 3q. N 1 great two-way strength means economy because 
x8 relatively thin panels can be used— 3/8" PlyScord 
Nails on rafters 24” o.c. easily withstands uniform load of 
6d-12 Ibs. 8d-20 Ibs. 30 Ibs. p.s.f., 5/16” on 16” span takes uniform load 
n of 40 Ibs. p.s.f. Both constructions now FHA accepted 
6 i tatiana 
Helper Helper 
3 5 


TOTAL COST IN PLACE............. |] TOTAL COST IN PLACE.. 


ayScoRe 





GRADE FIR PLYWOOD 


This registered trademark identifies PlyScord—the economical con- Gentia bv Proved 

struction grade of Interior fir plywood bonded with highly moisture pivSe TT 

resistant glue. This stamp on panel is your assurance of tested quality. * Saiarnne PlyScord holds nails well. Tests on roofs exposed 

weroreiee 
2 years show minimum force of 85 Ibs. required to 
pull cedar shingle from 5/16” PlyScord. In case of 
asphalt shingles, roofing is invariably torn from Ply- 
Scord without loosening nails. Other tests and actual 
experience shows 5/16” PlyScord holds nails as 
well or better than 1” soft pine boards. 


® Douglas Fir Plywood Association, (DFPA) 


Roofing materials go down faster over solid Ply- 
Scord sheathing. Factory seasoning assures dimen- 
sional stability. PlyScord won't shrink or swell like 
boards to damage roofing. Roofing lays flat, stays 
% flat. PlyScord roof sheathing adds strength and 
, rigidity, acts as a structural diaphragm in resisting 
loads caused by high winds, earthquakes 
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Sander Center 


Texas dealer builds own 
rental display unit out of 
the most logical material — 
flooring. 


The complete floor finishing job, 
from start to finish, is offered in a 
display unit which a Galveston, 
Texas, dealer, V. W. Uher, built 
from pieces of pine and oak floor- 
ing. Though constructed primarily 
to display his rental sanders and 
polisher, the unit also holds sand- 
paper and other accessory items. 
Tops and faces of step-up portion 
of unit are made of different floor- 
ing samples, with various finishes FLOOR REFINISHING ACCESSORIES are adjacent to the rental display at 
to go with them. the V. W. Uher Lumber Co., Galveston, Tex 
Thus the customer has a clear 
idea of what the final effect of all 
his sanding and finishing efforts and edger, Uher reports, is $5 per ready rental market. 
will be. Uher also rents asbestos cutters, 
finds a post hole diggers and jacks. 


day; for waxer and polisher, $1; 
Rental rate for his floor sander hand sander, $1.50. Each 


a 
| — 
TOP SALESM 
Wide experience se 


types of farm buildings 
a d. For you, I'll work f 


aw WANTS WORK 


machine sheds, all 


; arns, a 
Ning b or commission 


No salary 
ree of charge 
require 


~ 
a 
inf 


ANp riGHTLy so! When you can get a well- powerful national and state farm paper adver- 


trained salesman to work for you at absolutely tising. The profit from every sale goes right 


no cost—that’s an opportunity worth taking 
advantage of without a moment's delay. And 
that’s exactly what you get when you handle 
Rilco Laminated Products—a factory-trained 
salesman-engineer to help you in your selling. 
This Rilco salesman will make calls with you 
—help your customers with plans for various 
Rilco framed buildings. He'll supply you with 
dealer promotion material—supply you with 


names of the many prospects created by Rilco's 


into your pocket. Write for the complete Rilco 
story. Find out about the products and policies 


that assure big extra profits for Rilco dealers. 


ee 
WORKS WONDERS 


Lammated PRODUCTS, INC. 


2521 FIRST NATIONAL BANK BLDG. @ ST. PAUL 1, MINN. 








NOW -iv a new special thickness 


FOR SLLF-IMSTALLATION 


B. F. Goodrich Rubber Tile is now being made in a new Special Thickness — 80 
gage — that makes it a “‘natural” for the home owners market. 
It’s the very same high quality B. F. Goodrich Rubber Tile that has set the stand- 
ard for quality for over 25 years .. . only the gage and price are different. 
Cash in by telling your customers the news — that they can now buy top grade 
B. F. Goodrich Rubber Tile in this special thickness for their homes at a lower cost 
ial and that they make extra savings by installing it 
—— ae <= <> themselves. It’s easy to do, with a B. F. Goodrich 
Wm =«Self-Installation Kit, which contains all neces- 
sary tools and instructions. 
For complete information, write Dept. L3, 
B. F. Goodrich Co., Flooring Division, Water- 
town 72, Mass. 


You can dapend on BFGoodrich Fi 


RUBBER TILE - ASPHALT TILE.- VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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YOUR PROFIT-MAKING FORUM 


Make your vote count! 


Small businessmen won a smashing victory at the 
polls last November—-but lower taxes, minimum inter- 
ference with business and freedom from inflation can 
only come about with your continued support. 

Every bit of help you give your new administration 
now, insures faster passage of the bills you want. 
Here are five ways you can help. Write short, direct 
letters to your senators and representatives in Wash- 
ington letting them know you “are watching them.” 
Urge everyone on your staff to take a responsible 
interest in Government and write frequently, demand- 
ing the reforms they voted for. 

Join, and publicly endorse, a good tax and Govern- 
ment reform group in your community and urge 
other business and professional men to do the same. 
Here's another excellent way you can help President 
Eisenhower to deliver. 

In your regular newspaper advertising, runs lines 
across the bottom of your ads urging everyone in 
your community to keep working for lower taxes and 
responsible Government in the ways outlined above. 
The more people you influence to help, the faster 
Washington will produce! 


. . . biggest chance to profit 


In spite of the toughest competition in years, there 
is a bigger-than-ever chance to profit for these reas- 
ons. Many customers have more money to spend this 
year than last year because they won wage increases 
which did not become effective until late in 1952. 

In addition, almost twice as many U.S. Government 
savings bonds will mature this year as in 1952! This 
year’s pay-off will total $6,330,000—-in contrast to 
last year's which totaled $3,400,000. And other 
savings continue at peak levels. 

As these bonds mature, many more people will have 
enough cash to make the down payment on a new 
home or modernize extensively—if they don’t fritter 
it away on impermanent luxuries. Why not use this 
angle in some of your newspaper ads and sales 
letters! 

Another green light for profits— about 750,000 new 
households are likely to be formed in 1953. While 
this figure is lower than last year’s, due to the falling 
marriage rate, individual families are increasing in 
size. A _ significant point for every dealer since it 
means increasing demand for larger homes and ex- 
pandable floor space. 


... more dollars roll in 


With taxes and inflation at an all-time high, cus- 
tomers are more worried than ever before about mak- 
ing costly mistakes-- want and need more assurance 
by Norm Advertising, Inc. 

New York, N. Y 
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than ever that they are making the best buy. Do 
your prospects know the many important jobs you've 
handled ? 

If your staff has played a major role in building, 
modernizing or redecorating local schools, churches, 
hospitals, industrial plants or department stores, tell 
your customers about it, even though they have come 
in about a new home or home repairs! 

Also, if you've had a hand in the new shopping 
center which is drawing everyone like a magnet, 
remind your prospects of this. Jobs of this kind al- 
ways impress people, provided they know about them' 
Especially young, inexperienced couples who have 
little to gauge you by. 


.. . how’s your night life? 


Many sales are lost because dealers don't change 
with the times. How about you? Are your store 
hours best-suited to the convenience and leisure hours 
of today’s customers? Opening and closing even half 
an hour later may help attract more spending cus- 
tomers to your yard. 

Here are some strong reasons for carefully recon- 
sidering your store hours. Most household products 
are chosen by women and bought by women. And 
most women are busy with small children or prefer 
doing marketing during the early morning hours 
start shopping for household needs after 10 a.m. Since 
most men are also tied up at the office between 9:00 
and 10:00, it may pay you to advance your opening 
hour and stay open later. 

With new and tougher competition ahead, it may 
also pay you to stay open one or two evenings a week. 
Particularly if you are out to top all records in new 
home sales. 

First, because married couples prefer to select ma- 
terials and make major decisions together. Second. 
because most customers are completely inexperienced 
at buying building materials. Take more time to se- 
lect these products than anything else they buy 
cannot come to a decision easily by dashing in for 
a few hurried daytime visits. 


. . . road show for profit 


This spring take your showroom out on the road, 
with a mobile exhibit! A Buildmobile can help you 
increase sales tremendously among farmers and other 
rural customers—should net you widespread publicity 
as well as boosting sales. 

Nobody is quicker to appreciate the possibilities of 
Do-It-Yourself jobs than farmers and people in out- 
lying areas, so why not make this the theme of your 
mobile exhibit. 

In addition to plans and sample materials for better 
farm buildings, be sure to stock your truck with 
sample racks of wallpaper, tileboard and similar home 
products guaranteed to captivate rural women. Also, 
include plenty of time-saving tools such as paint roll- 
ers; and free plan books. If you have space, miniature 
models can also be used to good advantage. 
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FACTORIES STORES 


> In every type of building . . . old or new, 
Se e 19 small or large... you’ll find a Marlite prospect. 


Homes, schools, churches, super markets . 





service stations, hospitals, theaters, office buildings offer 


* 
you hundreds of profit opportunities. Cash in on 
this big remodeling market. Feature Marlite — the 


world’s leading prefinished wallpanel—in your 
. . local advertising and promotion. Recommend it to 
WI al ite your customers for creating beautiful 
« maintenance-free interiors at an economical cost. 
Profit through Marlite’s 
THESE FEATURES Advertising and Sales Promotion 


MAKE MARLITE EASY TO SELL Month after month, year after year, Marlite is 


nationally advertised to millions of potential customers 











BEAUTIFUL ECONOMICAL : 3 , . ; 
nati tian it ase mien ibe in home and business. Marlite sales aids include 
striking colors and patterns - - - eliminates plastering, movies, television spots, literature, displays, ad mats, 
for every decorating scheme painting, periodic redecorating. P, 
counter cards — everything you need to make your 


PERMANENT EASY TO INSTALL selling job easier. Tie in with the national ads, use your 
lifetime finish is unharmed by large panels go up fost sales promotion material to make this year 
alcohol, fruit juices, and over old of new walls with d 


boiling water ordinary carpenters’ tools the biggest Marlite year in your history! 








EASY TO CLEAN 


high-heat-baked finish sheds 
dirt, grease, ond grime 


cleans with o damp cloth. M 1st 0) 


co qun:teneem an: | ! Sy, PLASTIC-FINISHED 
yes VEAe - { WALL AND CEILING PANELS 
MAKE THE MOST OF MARLITE 
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MERCHANDISING CLINIC 


High Cost of Indifference 


If you would make sales, make 
friends. 

People like to do business with 
friendly people who appreciate their 
trade. There is nothing that will 
drive customers somewhere else as 
quickly as a show of indifference on 
the part of the lumber dealer, or any 
of his employes. 

This lack of interest doesn't need 
to come from the dealer himself. The 
telephone operator, the yard man, the 
truck driver ... all can send cus- 
tomers in search of another lumber 
yard by the slightest showing of in- 
difference. 

One of the most serious defects in 
today’s retail structure is the wide- 
spread lack of appreciation of the im- 
portance of customers. They are 
treated more or less casually when 
they come. Nobody seems particu- 
larly interested. Seldom are they 
asked to come back. When they don't, 
rarely does anybody take the trouble 
to find out why 


. . Customers are 
much for granted. 


taken too 


Why Not a Customer 
Relations Man? 


We hear much these days about 
the importance of public relations. 
Trained men are chosen for the jobs 
Why wouldn't it be a good idea to 
employ a customer relations man? 

Not many lumber dealers will agree 
they can afford to add such a man 
to the pay roll, but actually he could 
earn his keep in a surprisingly short 
time. It would be his job to see that 
customers are satisfied If not, he 
would find out why and set things 
straight with them 


Without customers, no lum- 
ber yard can keep open... yet 
they are allowed to come and go 
pretty much as they please. 


Customer Relations Not 
a One-Man Job 


Proper customer relations involves 
everyone in the lumber yard. Most 
certainly it includes the telephone op- 
erator In no other phase of the 
operation can an employe raise more 
havoc with customers than in han- 
dling their telephone calls 
the right way. 

“Mr. X is around here somewhere, 
Mr. Customer, but I don’t know just 
where. Let me find him and call you 
back,” says one of the best operators 
we have ever seen in action. 


Here is 
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Which is what she does 

“Here he is, Mr. Customer,” is the 
cheerful comeback. “Thank you for 
calling us!” 

Needless to say, Mr. Customer is 
well pleased with the special atten- 
tion he has received. Only it isn’t 
special at all. It’s routine —the result 
of good training, plus the proper at- 
titude. 


... It’s surprising how little it 
takes to annoy a customer, but 
you'd be put out, too, if it hap- 
pened to you. 


“Hold the Line a Minute” 


No minute is longer than the 60 
seconds spent holding a telephone re- 
ceiver. Yet many a customer is left 
dangling while he fumes and frets. 
When the connection finally is made, 
the man on the other end of the line 
is in anything but a _ satisfactory 
mood. It is an imposition to ask the 
customer to do the waiting 


You can judge the calibre 
of a company by its telephone 
manners. 


Hello... .Hello...Hell... 


“Do you know the name of a good 
retail lumber yard in that town?” 
someone was asked. 

“No, I don't, but here’s a way you 
“Take 
the telephone directory and keep call- 
ing different yards. You'll know it 
when you come to a good one. The 


can find one,’ was the reply 


telephone operator will either cause 
you to lose interest immediately, or 
to want to know more about the com- 
pany. You can bet on the concern 
that has an operator who understands 
how to handle people 


. . The big job ahead is to train 
employes in customer relations. 


Priceless Asset 

Friendly employes who are pleased 
when customers and prospects show 
up are any company's greatest asset. 
Recently a business man had dinner 
in a remodeled dining room in one 
of the older, first-class hotels in the 
city where he was spending several 
days) From then on he didn’t miss 
a meal. 

“Must be a fancy place,” com- 
mented one of his friends. “Or was 
it the food?” 

“It was the people,” he replied en- 
thusiastically. “I suppose the decora- 
tions were attractive, and the food 


must have been good. What inter- 
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“ested me most was the 
friendliness of the employes. There 
wasn't a grouch in the bunch. They 
even appeared to like each other. And 
they served me as though it was a 
privilege to do so. I was staying at 
another hotel, too, but not the next 
time.” 


genuine 


should be the 
first order of business in any lum- 
ber yard. 


. . Customers 


High Cost of Daily Routine 

Many a business man is surprised 
when he discovers he has become a 
victim of daily routine looking 
after a long series of little jobs that 
take up valuable time, yield little in 
return, The same amount of time 
spent in selling, or in training some- 
one else to sell, would work wonders 
with net profits 


Putting First Things First 

The most important activity in any 
lumberyard is selling. No sales (or 
not enough) no lumber yard. There- 
fore, the major emphasis should be 
on selling. Mail can be read and 
answered in a few minutes. Buying 
shouldn't be too difficult. Usually it’s 
the chit-chat that goes with it that 
eats up time. 


Productive effort calls for 
careful organization of time from 
the top down through the entire 
organization. 


Gold Mine 


The dealer who has an organiza- 
tion that appreciates the importance 
of customers and know how to make 
the most of every minute has little 
fear of competition Add a liberal 
quantity of unfailing good humor, and 
a genuine desire to do a better job, 
and see what happens. Employes will 
find genuine pleasure in their work 
and customers will be quick to detect 
it. They'll keep coming 


Enthusiasm Gets Orders 


It may seem difficult to appraise 
the value of enthusiasm until you 
realize that it is one of the basic in- 
gredients in the formula of success 
Enthusiasm is essential It is soon 
transmitted from seller to buyer. It 
accounts very largely for the differ- 
ence in sales records. It certainly has 
a bearing on net profits. Without 
enthusiasm, any retail establishment 
is a dreary place that is soon avoided 
by the rank and file of customers 
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NOW! 
YOU CAN SELL 


TRUSCON 


ALUMINUM 


RESIDENTIAL 
CASEMENTS 

















In a new range of modular widths . . . featuring modern horizontal lines, 
increased light and ventilation area, stronger, more rigid construction. 


Here's a fitting addition to the big Truscon Steel 
Window line. Famous Truscon quality through 
and through gives this newest aluminum case- 
ment a big plus value for you. 


It is manufactured in a new range of modular sizes 
which match standard concrete block dimensions. 
This means no off-size openings. Your builder 
customers save on both labor and materials .. . 
in masonry as well as wood framing. 


Casement heights are identical with those of stand- 
ard steel casements. Your builders can easily install 
the three-inch wider Truscon Aluminum Case- 
ments in dwellings originally laid out for windows 
of other widths and save money when doing so. 


In the modern manner, these new 
wider casements emphasize hori- 
zontal lines. Ventilators are wider 


TRUSCON 


for freer entry of fresh air. And, larger glass 
sizes allow approximately 8% more light and venti- 
tilation per window opening. 


For extra strength, heavy aluminum extruded 
sections are used throughout. Ventilator section 
is 14g” deep with web member increased 50% 
beyond normal thickness for adequate stiffness 
and air-tight closing. Truss-type aluminum hinges 
add strength while retaining slender architectural 
lines. Hardware and accessories are in aluminum 
and stainless steel. Screens and storm sash in 
aluminum also available. 


Now—you can get both aluminum and steel case- 
ments, bearing the famous Truscon name, on one 
order with one invoice. And, you sell Truscon 
quality. Write today for more details about new 
Truscon Aluminum Residential Casements. 


STEEL DIVISION 


REPUBLIC STEEL CORPORATION 
1058 ALBERT STREET - YOUNGSTOWN 1, OHIO 


TRUSCON® a name you can build on 
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AMONG THE DEALERS 


RETAILER RUSSELL \ 


ichievement award 


Mohr 
Middle 
Americ 


from 


Bower! eated below 


Philadelphia, 
Atlantic 
an Lumbe 





Penna., 
Assoclation 


right, receives 
president, G 


rman editor, Art Hood 


civic 
Hunter 


Bowers Sees Home Bargains in ’53 


G. Hunter Bowers, president, 
Middle Atlantic Lumbermen’s As- 
sociation, told dealers attending the 
group's 61st annual convention 
that home buyers will get more for 
their money in 1953 than at any 
time in recent years. More than 
2,000 retailers heard Bowers hail 
the return of a competitive 
market in The conven 


truly 
housing 


MANAGEMENT CLINIC conducted by Art Hood 
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tion was held February 6-8 at At- 
lantic City, N.J 

“Construction 
Jersey, 


activity in New 
Pennsylvania, Delaware, 
Maryland and the District of Co- 
lumbia—the area covered by our 
association-—is generally about the 
same as last year. In some spots 
home building is dropping off some- 
what but this is being made up by 


center, at 


ci 


increased commercial 
Bowers explained. 
“We are not anticipating any 
bust,’ Bowers said, ‘‘but the picture 
has changed considerably for the 
home buyer. Now, instead of buy- 
ing the first home he sees he can 
look at five or six before making 
up his mind. Because of this situa- 
tion builders are already offering 
built-in furniture and closets with 
sliding doors at no added cost.” 


Roy Wenzlick, St. Louis econ- 
omist, told the dealers there will 
be more price drops than rises in 
living costs after controls are lift- 
ed. The boom has already run its 
course, he said, predicting an aver- 
age 5% drop in prices during the 
year. 


building,” 


Awards were to Russell Yale 
Mohr, Philadelphia, and Arthur 
Hood, Chicago, editor of American 
Lumberman. Mohr got the civic 
achievement award given annually 
to the retailer in the organization 
who contributed most to the wel- 
fare of his community during the 
past year. Hood received a silver 
plaque for his work in the educa- 
tional fieid. He has organized top 
management workshops and sales 
training groups throughout the in- 
dustry. 


The directors chosen for 1953 in- 
clude: E. Alden Lakin, Hagers- 
town, Md.; E. T. Seaman, Collings- 
wood, N.J.; F. T. Armstrong, Ash- 
ley, Pa.; Gable L. Arnold, Red 
Lion, Pa.; Frank S. Buechley, 
Hamburg, Pa.; Burton E. Watkins, 
Taylor, Pa.; Charles D. Hummer, 
Chester, Pa.; U. L. Harman, Mary- 
del, Del., and W. R. Lamar, Wash- 
ington, D.C. G. Hunter Bowers, 
Frederic, Md., continues as presi- 
dent until December, when the 
board of directors will elect new 
officers. 


meeting of Middle Atlantic Association 
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a few parts... 


_ few minutes 
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Three types of bearings available. | | 
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WASHINGTON LINE 


Ask your jobber for more information or write to: 


WASHINGTON STEEL PRODUCTS, INC. L 
Dept. AL-3, 1940 East 1 Ith Street, Tacoma 2, Washington : 


CENTER | BALANCED 





PAUL H. LEACH left, newly elected 
president of Illinois Association, re- 
ceives congratulations from outgoing 
president W. Lindley Huff, right 
while secretary-treasurer John D 
McCarthy gives approval 


Illinois 

Chicago's Hotel Sherman was the 
setting for the 63rd annual meeting 
of the Illinois Lumber & Material 
Dealers Assoc., Inc., Feb. 10-12. In 
attendance were 5,400 dealers. 

Special events included an alumni 
buffet dinner, luncheon for the half- 
century club, dealers’ breakfast and 
discussion panel, Hoo-Hoo conca- 
tenation and initiation of 32 kit- 
tens, followed by a dinner dance 
and floor show. 

The list of speakers on the pro- 
gram included Paul Harvey, well- 
known radio news commentator: 


Pennsylvania 


The Lumber Dealers Association 
of Western Pennsylvania held its 
46th Annual Convention Feb. 4-5 
in Pittsburgh's Hotel William Penn. 
Members were treated to a dinner 
and entertainment by the Pitts- 
burgh Association of Lumber Sales- 
men and to a luncheon by the Pitts- 
burgh Wholesale Lumber Dealers 
Association. 

Two addresses highlighted the 
first day's activities. These were 
“The Effect of Industrial Coopera- 
tion Upon a Community,” by James 
M. Underwood, president, Vulcan 
Mold & Iron Co., Latrobe, Pa.; and 
“Vapor Control,” by Karl P. Ash- 
bacher, Youngstown, Ohio. On the 
following day members heard C, A. 
Luce, manager, West Coast Lum- 
oermen’s Assoc., answer the ques- 
tion, “Do Lumber Grades Need 
Simplification?” Arthur S. Gold- 
man, director of marketing & re- 
search, House+Home magazine, 
gave some facts on “Open End 
Mortgages.” 

J. B. Miller, Greensburg Lumber 
& Mill Co., Greensburg, Pa., was 
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WINNER of the Building Material 
Exhibitors’ Oscar for having the out 
standing merchandise display in '52 
was a Prophetstown firm. Buyer Bob 
Minkler, right, shows award to wife 
and R.S. Mathes, secretary-treasurer 


Earl H. Davis, tax expert of Wolf 
& Co., Chicago; G. F. Hoppe, sales 
promotion mgr., Insulite  Div.; 
John H. Else, legislative counsel, 
NRLDA; and Everett Conover, 
Colorado Springs, Colo. 

A special award was made by the 
Building Materials Assoc. to the 
Rock River Lumber & Grain Co., 
Prophetstown, Ill. On hand to re- 
ceive the “building material oscar” 
was Bob Minkler, buyer for the 
firm. 

Elected president of the Associ- 
ation for '53 was Paul H. Leach of 
Joliet, Ill. Leo R. Allen, Flora, I1., 
was elected vice-president. 


elected treasurer to succeed T. C. 
Linn., Burgettstown, Pa., who ful- 
fills the vacancy left by the late 
S. W. Means. President of the As- 
sociation is V. L. Smyers, Smyers 
Planing Mill, DuBois, Pa. 


New England 

The annual meeting of the New 
England Lumberman’s Assoc. was 
held in the Hotel Carpenter, Man- 
chester, N.H., Jan. 23 of this year. 
Members adopted a_ resolution 
amending the present Severance 
Tax Law of the state to be in- 
creased to 15°? and reviewed meth- 
ods of tax reimbursements to towns 
on standing wood and timber. 

Speakers at the afternoon ses- 
sion included H. N. McGill, McGill 
Commodity Service, Inc. and L. C. 
Rawson, district manager, Amer- 
ican Forest Products Industries, 
Ine. 

The following officers were elect- 
ed: president, Henry C. Waldo, 
Casco, Me.; vice-president, Warren 
H. Chaffee, Oxford, Mass.; secre- 
tary-treasurer, Beatrice J. Mich- 
aud, Suncook, N.H. 


Award Made OLA President 

A highlight of the seventh an- 
nual first district meeting of the 
Oklahoma Lumbermen’'s Associa- 
tion in Tulsa last month was the 
presentation of a hand-made silver 
inlaid plaque to Dale Carter, pres- 
ident of OLA, by King Dickason, 
vresident of the Dickason-Goodman 
Lumber Co., Tulsa. 

Over 200 dealers, their employes 
and their suppliers attended the 
meeting at which the _ principal 
speaker was Oscar Davis, resident 
partner, Wolf and Co., Oklahoma 
City, who spoke on ‘Cost of Oper- 
ation is Your Key to Profit.” 


Tarheel Awards 

Recognition was recently given 
to two members of the Coman 
Lumber Co., Durham, N.C. by Dur- 
ham civic clubs. A civic award 
plaque was given to William T. 
Coman for his work in supervising 
the building of a Boy Scout cabin 
for cerebral palsy children. John 
H. Coman, young portrait artist, 
gained considerable local recogni- 
tion by painting a portrait of Wil- 
liam B. Umstead, governor-elect of 
North Carolina. 

Both young men are sons of 
J. H. Coman, Sr. of Durham. 


Vols’ Scholarship 

Applications are now being re- 
ceived by the University of Tennes- 
see. Knoxville, Tenn. for a scholar- 


ship award in building material 
merchandising. The _ scholarship, 
amounting to $200 annually, is the 
first of its kind in the South, ac- 
cording to Frank B. Ward, Dean 
of the College of Business Admin- 
istration. It will go to a Tennessee 
resident on the basis of scholastic 
standing, need, and evidence of 
leadership. 

Responsible for setting up the 
scholarship is the Tennessee Build- 
ing Material Assoc. Robert O. 
Brownlee, secretary-manager, will 
administer details. 
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FREE BOOKLET SHOWS YOU HOW 
TO MAKE EXTRA —_ EASY! 
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q Let Zonolite go to work for you! 
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Side-Wall I eoulalied for Buildings’ 
with Cavity-Type Walls 


St nd = 7% _ 
Floors for Dairy Buildings, Pig and 
Poultry Houses 


One Job Sells Another! 


When you sell an insulating concrete 
floor or roof in your area you'll be 
amazed how quickly it leads to 
additional business for you. Records 
show that one job leads to another 
and sales multiply. 
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ZONOLITE® Concrete Aggregate 
Rings Up Sales 2 Times Out of 3 


Here’s a really valuable idea that helps 
you make extra sales! Everytime a cus- 
tomer asks for portland cement—suggest 
Zonolite vermiculite Concrete Aggregate 
at the same time—an additional sale to 
make double profits for you! 

Every dealer should have this valuable 
booklet, “HOW TO DO IT,” that tells a// 
the uses for Zonolite insulating concrete—for 
on-the-ground insulating floors for base- 
mentless homes, for radiant heat floor 
panels, for warm, dry floors for farm build- 


ings designed to increase production and 
decrease mortality, insulating concrete 
roofs in new commercial buildings, for 
cavity tile or building block—for the doz- 
ens of ways that Zonolite Concrete Aggre- 
gate will help your customer doa better job! 

There is no other product you can carry 
that does all these jobs— gives you so many 
ways to profit. So—send for your free 
booklet now—see how easy it is to make 
that cash register ring double sales for you 
—send the coupon today... 


ZONOLITE COMPANY 


135 S. La Salle Street -« 


Chicago 3, Illinois 


MAIL COUPON TODAY 


Zonolite Company, Dept. AL-33 
135 S. La Salle St 
Chicago, Ill. 


I'd like to increase my sales with Zonolite Concrete Aggregate. 
Please send your free booklet Ad-2 “How to Do It” 
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right away. 


Zone eer 


125 





DIRECTORS of thie 
front left to 
ident; J. F outgoing pre 
back row, f lL. Smith, 7 
Doherty and A. H. Ribble 


States 
row 
pre Scott 
Speatl 


Mountain States 
The 


Dealers 


Mountain States 
held its 


Lumbet 
60th an- 
niversary convention in Denver, 
Colo., Feb. 4-6 Some 70 exhib 
itors and about 800 dealers met in 
the Shirley-Savoy Hotel to trade 
product information and to attend 
the various business sessions 

Speakers on the program includ- 
ed J. F. Scott, outgoing president 
and head of the East Denver Lbr 
Co.; G. F. Hoppe, Insulite Div.; 
Edward G. Gavin, editor, American 
Builder magazine 


Assoc 


Gates Ferguson 


T. P. PETERSON ... 


Michigan 

Over 2,000 dealers and wholesal 
ers registered for the 64th annual 
convention of the Michigan Retail 


Lumber Dealers’ Association 
meeting was held in mild weather 
Feb. 3-5 at the Pantland Hotel and 
the civic auditorium in Grand Rap 
ids 

Featured on the first day’s busi- 
ness was a panel discussion mod- 
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Gorsuch = ¢ 


The 


Lumber Dealers Assoc. for °53 
general counsel); H. H 
ident; W. P. Harley, J. V 


Furnbull, K. D 


include 
Hast, vice 
Smith, N. ON 
Brookhart, F. E. King, 


Celotex Corp.; and Roy Wenzlich, 
Roy Wenzlich & Co., St. Louis. The 
latter outlined trends in real estate 
and construction 

Featured on the program were 
the Old Guard Breakfast (for those 
exclusive 
whose 


dealers, 135 in number, 
records show 20 years or 
more of retail lumbering) and a 


Hoo-Hoo concatenation 
Elected president for ‘53 
T. H. Walker, O. H. Walker 
Co., Casper, Wyo H. H 
the Hast Lbr. Co., 
elected vice-president 


Was 
Lbr 
Hast of 
Denver, was 


CONALD P. MOE... 


erated by Clyde Fulton, Charlotte, 
Mich., immediate past president of 
the NRLDA Panel members in- 
cluded a city banker, a country 
banker, a savings and loan man 
and a mortgage banker 

Program speakers for the con- 
vention included Everett B. Wilson, 
public relations director for the 
NRLDA; Gates Ferguson, advertis- 
ing director, Celotex Corp.; J. L. 


Wood, assistant treasurer, Johns- 
Manville Corp.; Don Ross, mer- 
chandising manager, Successful 
Farming magazine; and James C. 
Downs, Jr., president of the Real 
Estate Research Corp. 

Elections saw T. P. Peterson, 
Grayling Lumber & Supply Co., 
Grayling, Mich., ascend the pres- 
idency for a two year term. Elected 
vice presidents were Donald P. 
Yerkes, Jr., Northville, Mich., and 
Robert A. Dean, Traverse City, 
Mich. 

Surprising feature of the elec- 
tions was the replacement of Hun- 
ter M. Gaines by Donald J. Moe as 
the Association's secretary-man- 
ager. Upon voluntarily giving up 
this post, Gaines was immediately 
made a vice-president in token for 
his many years of service to the 
organization. 


Lyman-Hawkins Wins 
Ohio BMEA Award 


Lyman-Hawkins Lumber Co. of 
Akron walked off with top honors 
in an QOhio-wide merchandise dis- 
play contest sponsored by the 
3uilding Materia's Exhibitors As- 
sociation. 

A first prize plaque was awarded 
to Charles Mueller, Lyman-Haw- 
kins general manager, at the Ohio 
Retail Lumber Dealers convention 
iv the Netherland Plaza Hotel, Cin- 
cinrati. The presentation was made 
by Donald Crooks, BMEA 
dent 

In winning the contest 
uled to become an annual event 

Lyman-Hawkins topped more 
than 500 eligible lumber dealers in 
Ohio 

The Atron lumber firm is a sub- 
sidiary of Weather-Seal, Inc., man- 
ufacturer of the Etling Window. 
The prize display was created bv 
Gordon Smith, manager of the Ly- 
man-Hawkins hardware division. 

BMEA is comprised of building 
materials manufacturers 
wide 


presi- 


sched- 


nation- 


Hoosiers Omitted 

In reporting the dealers who reg- 
istered for the management clinic 
sponsored by the Indiana Lumber 
& Builders’ Supply Assoc. at Pur- 
due Universitv, Nov. 10-11, 1952 
American Lumberman failed to in- 
clude the names of E. A. Shepherd 
and J. F. Zook, Frey Bros. Lumber 
Co., Michigan City, Ind. Notice is 
hereby made that these gentlemen 
were very much in evidence at the 
clinic 
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@ The most COMPLETE line of roller-painter tools 





@ The most COMPLETE 
line of Dealer 
Sales Aids 

















SEND FOR THE NEW Thomas catalog 
of painters’ tools and Dealer Sales Aids. 
Discover at no cost or obligation how 
Thomas can help you SELL MORE PAINT 
BY SELLING MORE ROLLERS! 
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KEEP ROLLING... IA: we 
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PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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The late Douglas Malloch, 
known as the “Lumberman’s Poet” 
because of the hundreds of poems 
he wrote about the lumber indus- 
try, was for many years a member 
of the editorial staff of American 


Lumberman. “The Transit Car” 
was first pub- 
lished in American Lumberman, 
Feb. 8, 1919. The idea behind it is 


by Douglas Malloch, 


as pertinent today as it was 
years ago. 





The Transit Car 


1 AM THE TRANSIT CAR, 
The derelict 

On the ocean of business, 
I run around loose, 

A ship without a harbor, 

I don’t know where I’m going 
But I’m on my way. 

I demoralize markets, 
Scuttle prices, 

Destroy confidence. 

I look like easy money 

To the shipper 

(And buyer). 

And I would be 

Except that I “ain't.” 


I make wise men gamble 
Men otherwise wise 
With the usual result. 





If all the business 
Were handled by me, 
Before very long 

There wouldn’t be any. 
We'd do it with dice 
Instead of with books 
And take a chance 
And doubt each other. 
And have good cause. 
We'd do business by guess 
And most of the time 
Guess wrong. 

If all the business 
Were done that way 
The lumber business 
Soon would be 

What Sherman said 
War is. 


1 AM THE TRANSIT CAR 
Running amuck 
In the market 


Douglas Malloch 


Saving the buyer 

A dollar a thousand 
Sometimes, 

And sometimes losing him 
Dollars by thousands, 
By making his business 
A gamble 

Instead of a business— 
Making the shipper 

\ dollar a thousand, 
Sometimes, 

And losing him 

A thousand dollars 
Some other way. 


I AM THE TRANSIT CAR: 
I demoralize markets, 

Scuttle prices 

Destroy confidence, 

Steer clear of is.c 
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 OREGON-AMERICAN 
facilities are complete 


Behind each order placed with Oregon-American stands the great, modern 
O-A plant—producing 300,000 feet daily of the finest lumber available. 
Everything you need in Kiln Dried West Coast Upland Hemlock and 
old-growth Douglas Fir is here—qual- 
ity manufactured and carefully in- 
spected in every production phase. 


Tell us your requirements. We know 
Oregon-American lumber will please you 


Flooring, Dimensions, Boards, etc. 





WEST COAST 
UPLAND HEMLOCK 
cy 


DOUGLAS FI 


OREGON - AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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Dont be a Door-Keeper! ... oven me war ro 


FAST SALES WITH THESE 2 FAMOUS DOORS! 


Don’t get stuck with doors you can’t move 


Bi ILDING 


| Weldwood | 






































quickly ...and at a man-sized profit. Doors 
that injure your reputation when you do sell 
them. 

Feature the doors with the famous 
Weldwood® and Mengel names... doors 
that represent highest quality at rockbottom 
prices. 

Both come in a broad range of sizes...in 
a wide variety of fine decorative hardwood 
faces, including birch, oak and Korina®. 

The Weldwood Staved Lumber Core Door 
is beautiful in appearance...and is extremely 
durable. 

Its convenient, easy-working features 
make it a cinch to hang from either side 

.and it is especially adaptable to custom- 








United States Plywood Corporation carries the most 
complete line of flush doors on the market, including 
the famous Weldwood Fire Doors, Weldwood Stay- 
Strate Doors, We!dwood Staved Lumber Core Flush 
Doors and Mengel Solid Core and Hollow Core Fiush 
Doors. 148 and 1°4" with a variety of both foreign 
and domestic face veneers. 
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made lights and louvres. All hardware goes 
on it quickly, easily, permanently. 


All bonding is done with 100% water- 
proof phenolic glue, so that it is always safe 
to install Weldwood Staved Lumber Core 
Doors for either exterior or interior use. 


The Mengel Hollow Core Door is another 
well-known favorite...using a structural 
principle tested by years of service. It has 
proven itself on hundreds of thousands of 
installations... meeting every demand for 
a beautiful, durable interior flush door that 
meets budget prices. Remember, too, you 
can buy genuine African Mahogany Mengel 
Doors at less than the price of birch! 


Recommend either door for satisfied 
customers. 


WELDWOOD*’ FLUSH DOORS 


Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION 


World's Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 


Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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TWELVE-FOOT SIGN of Paul 
Bunyan, famous woodsman, 
hangs above newly-opened re- 
tail yard in Mount Vernon, 
Wash. Occasion was celebrated 
with painting of ‘“‘Keep Wash- 
ington Green"’ signs in front 
of store 


Paul Bunyan Ready for Business Vernon area in Washington state. 


The new Paul Bunyan yard is 

owned and operated by a trio of 

_ ee ' Northwest Lumbermen-—John Con- 
You are cordially invited to at- first president; our town was i: F 

, , " : nell, S. A. Dobson, and Alvin A. 

tend the opening of Mount Ver- named for his home; and Paul p Their eff di d 

non’s new Paul Bunyan Retail Bunyan made Mt. Vernon his rennin Sapees efforts are directe 

Lumber Co... . It’s time for Paul headquarters when he dug Puget 4t promoting Mount Vernon as the 

Bunyan to have his own retail or- Sound as a boom pond for his logs.”’ headquarters town of the legendary 

ganization in the Pacific North- The above invitation was recent- Paul Bunyan in the Pacific North- 

west. Our state was named for the ly issued to residents of the Mount west. 


REDUCE HOUSING COSTS WITH DARGAN END MATCHED PINE FLOORING 


SAVE ON FIRST COST 
SAVE ON LAYING COST 


One simple way for dealers to help reduce 
housing costs is to sell Dargan end matched 
pine flooring. 


Made in lengths specified by the Southern Pine 
Inspection Bureau, it is offered at substantially 
lower prices grade for grade than plain end 
standard lengths. And careful checks show that 
it can be laid at lower cost and with less waste. 


Precisely manufactured, Dargan end matched 
stock will invariably make smooth and satis- 
factory floors—floors that will give long service 
and yet cost less than any other type. Write 
Drawer 769-C. 


QUOTATIONS ON STRAIGHT OR MIXED CARS 
OR TRUCK LOADS GLADLY FURNISHED 


DARGAN LUMBER MFG. CO. 
Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 


FINISH * CEILING + FLOORING + SIDING + BOARDS T= DANCAM=aT ) «MOULDINGS ~ RESAWN BOX & CRATING STOCK 
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K A Lifetime of Beauty 
Assured by Finest Quality 


Baked Enamel Finish 


K A High Profit Material 
for YOU! 


WALLACE Salesmaker 
DISPLAY UNIT 


Because it attracts attenuon, aids your customers 





in color selection and saves selling time, the 
Wallace Salesmaker Display Unit is the most 
successful selling tool ever developed in the Tile- 
board Industry 


Because it helps you do a better, easier selling job 











we urge you to make full use of one in your 
show room. Available (at a traction of its cost) 
fully loaded with 20” x 16” size samples of Wal 
lite. Satin-lite, or Grant-lite in your choice of colors 
and patterns. 








See your jobber or write direct to factory for full 
information 





——_ 


— Wdllece MANUFACTURING CO. 


10th and Fayette North Kansas City, Mo. 
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Courte American 


METAL DOOR FRAME fits any type 


free for years to come 


wall construction, 
is shipped in knocked down form, can be assembled with 
minimum of tools and quickly installed 


Welding & Mfg. Co 


It is trouble 


Courtesy Woodall Industries 


FLOOR-TO-CEILING sliding closet doors (wood, wood- 
finished metal, metal or hardboard) are packaged units 
that can be assembled without cutting and fitting, elimi 
ndte costly framing 


and finishing time 


These Short Cut Slice Construction Cost 


Millwork, closet design, ceiling finishes, furring tips and wiring 


layout are among the topics discussed by the author. 
hardware his advice is, ‘Don’t skimp on it 


By GUS MEISSNER 


Technical Consultant, American Lumberman & 


Building Products Merchandiser 


Builders like the idea of pack- 
aged window units. They save la- 
bor costs, even though they may 
be more expensive than separate 
components. Frames with fitted 
sash, built-in weatherstrip and sash 
guides, sash balances, screens and 
hardware are commonly replacing 
the older types that required pro- 
longed on-the-job fitting. 

Factory-assembled, preservative- 
treated units are now being mar- 
keted by millwork houses, some 
bearing the approval seal of the 
American Wood Window Institute. 
These are superior units in every 
way and are definite time-savers. 
They are shrink-proof, warp-proof, 
leak-proof, which is about all you 
can ask of a window. 

The only remaining thing for the 
builder to do is to pre-prime them 
before installation—-if they need it. 

Also available are metal units of 
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Part V of a series on how to cut 
costs in small home construction 
by AL&BPM’s technical consultant, 
Gus Meissner. This series is espe- 
cially intended for 


number 


the growing 
of dealers who are al- 
ready in, or are thinking about 
entering, the low cost building 
field. 





similar design, but normally light- 
er, in the case of aluminum units, 
than wood. 


Opening Sizes 


Now that the trend is toward 
packaged windows and doors, a 
change is needed in the dimension- 
ing of blueprints. In the first place, 
it is not necessary to mention glass 
sizes. What is more important is 
the frame size (overall) or open- 


ing. Yet still we see plans and 


And when it comes to 


if you want satisfied customers!” 


specifications listing glass dimen- 
sions only. 

In framing an opening a pretty 
good rule to follow is to allow 1.” 
clearance all around. This applies 
to both metal and wood units. La- 
ter this space can be caulked. 

If you have a choice of case- 
ments, either wood or metal, pick 
one with vertical muntins. In doing 
so you will eliminate a common 
dust catcher—the horizontal mun- 
tins. 


Hardware 


In applying hardware to win- 
dows or doors, the old rule still 
holds good: fit and remove. This 
is the only sure way you can avoid 
damage to them through paint 
spattering, etc. 

Fit door and window handles, 
light fixtures and the like—then 
remove and replace in their or- 
iginal cartons—-until the final finish 
of the room has been applied. 

You've heard about the builders 
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who are ‘“mothballing” their bath- 
tubs with a spray-coat of plastic! 
Well, why not hardware? 

One other thing about hardware. 
Buy the best. It never pays to do 
otherwise. This should be im- 
pressed upon your customers. 


Closets and Storage 


With the increase in popularity 
of the trussed roof, a change can 
be noted in house plans. More and 
more storage space is being added. 
Bearing partitions are no longer 
necessary. This opens up the in- 
terior of a house, makes for faster 
finishing, permits greater flexibility 
of closet design. 

Two methods of building closets 
are open to builders. One is to 
build them, either in part or whole, 
on the spot. The other is to use 
pre-cut or pre-assembled storage 
units. The Small Homes Council 
of the University of Illinois (spon- 
sored by the Lumber Dealers Re- 
search Council) has developed a 
closet design using thin-wall panels 
of laminated hardboard and plas- 
terboard, 1°x12” shelving and 
2” x2” framing mernbers. Plans 
for building these units are avail- 
able from the Council. 

These thin-wall closets give more 
space at 20°, less cost than con- 
ventional ones. They can be en- 
tirely pre-cut and assembled on the 
job. 

Doors should be sliding for space 
economy. Of the various types now 
offered, either plywood, metal or 
hardboard, the latter is the least 
expensive. Riding in both floor and 
ceiling tracks, they eliminate fram- 
ing, bracing, etc. that ordinarily 
plagues much closet construction. 

One of the quickest and best 
ways to install a closet pole (°, 
pipe is far more substantial than 
the usual wood type) is to bore 1” 
holes in the hook strips before you 
install them. Allow at least 10!5” 
from wall to pole center. 


Ceiling Finishes 

As previously noted, truss con- 
struction eliminates center bearing 
partititions and reduces rafter and 
joist sizes. It also has another im- 
portant advantage. It allows great- 
er freedom in ceiling application, 
especially where drywall finishes 
are used. 

But what about the use of ceil- 
ing tiles with truss rafters? This 
type of finish offers ease of applica- 
tion (stapling), is decorative, with 


MERCHANDIS! 


. 5 oe 

IN-SHOP ASSEMBLY of closets and wardrobes is preferred by many builders 
Method requires quality material and controlled production Units are 
trucked to site, rolled into place on removable casters and finished off with 
pre-cut top frames and laterally adjustable moldings 
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SHELF CLEAT 
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THIN-WALL CLOSET design by the 

Small Homes Council of the Univer 1/0" STAROARO 
sity of Illinois is one of the most MAROBOARD 

economical yet devised. Panels can 2xe encoves 

be pre-laminated, partially framed if DIVIDER PAWEL 
desired. Tests show panels to have Rame 

high impact resistance ; 








ACOUSTICAL TILE NAILS | 
... designed for the job 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: o 
head end which allows the nail to be 
driven home without damaging the tiles 

a collar which holds the tiles firmly in 
place 
perior holding power. The nails are fur 
nished with a plated finish to prevent rust 


annular threading which gives su 


streaks where moisture is present. Send 
for free samples and descriptive literature 


JOHN HASSALL, INC. 


156 Clay Street 
Brooklyn 22, N. Y. 








WANTED 


ASSOCIATE 
EDITOR 


Man work back- 


ground in building mate- 


with 


rials industry for job as 
field editor for national 
trade publication. Knowl- 


of 


problems and operation 


edge lumber dealer 


essential. Good opportun- 


ity for qualified writer 


and photographer. Send 
resume your business ex- 
perience and_ biographi- 
Box 


cal background 
F-46. 


to 


American Lumberman, Inc. 


139 N. Clark St., 
CHICAGO 2, ILL 
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TO KITCHEN 





Courtes etter 


3-WAY SWITCHES fo 
doors in all rooms —low 
in kitchen things to think 
a list of needed for 
each outlet layout is fou 


Homes & 


these are 
receptacles 


Above 


each 


a wide choice of patterns, and 
needs no joint treatment. 

With some trusses using 4-foot 
centers, direct application of tiles 
to them is impossible. The problem 
is easily solved with cross-furring 
strips 


Furring Simplified 


1. Find center of area to be 
furred, either by snapping diagonal 
‘halk lines from corners or by meas- 
uring length of joist and dividing 
in half 

2. Using 12” or 16” o.c. spacing, 
work both ways from center line, 
nailing 1” x3” strips. 

3. Continue to ends of joists; 
nail strips at junction of joists and 
wall. 

1. Any odd-size space between 
last two furring strips can be filled 
in as needed. 

5. Either tiles, drywall, or plas- 
ter lath can be applied now over 
furred area 


mm 


Wiring Tips 


See that your plan cal's for one 
outlet for every six feet of un- 
broken wall space. Also study the 
swing of all doors to see if switches 
are easily accessible. 

Put all kitchen appliances on a 
separate circuit. Try to snclude 
such convenience items as over- 
head lighting (recessed) above 


Var 


lights into basement and 
in bathroom fo 


Plan No 


1006 and General Electric Co 
second floor——-switches near 

illuminated working areas 
in making wiring layout. Make 
then list desirable locations for 


children 
about 
room 


modern remote control system. 


sink, range and any other special 
working areas. Wall outlets for 
electric clock and refrigerator are 
also desirable. 

Better service is obtained from 
12-gauge wire than from 14 gauge. 
You will have fewer complaints if 
you use the former. 

In installing ceiling boxes, nail 
support strips so that the box pro- 
jects approximately '%” beyond 
furring. This distance may be var- 
ied according to the type of finish 
you use. 

Wall switch boxes can be in- 
stalled directly to or above bridg- 
ing. Boxes also have holes which 
permit them to be nailed to the side 
of the nearest stud—if bridging is 
not available. No backing strip is 
required here. 

To cut electrical costs make sure 
that all outlets are marked for the 
electrician. Use red lumber-mark- 
ing crayons for this purpose. An- 
other time-saver is to cut 1” x 2” 
strips the exact height of the un- 
derside of the box. Then mark 
stud with crayon. 

Booklets on home wiring are 
available from manufacturers. 
Make good use of them, particu- 
larly when determining the custom- 
er’s wiring needs. And know what 
your local telephone company re- 
quires in the way of conduits. Some 
localities require conduit to be run 
to the spot where the phone is to 
be installed. 
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WEsr coasy OY Seed ty era 
Wwaremins 4 
SOc ation 


Full page, four-color advertisements appear in Better 
Homes and Gardens, American Home, Household and 
Small Homes Guide telling potential home builders the 
many advantages of building their new home of wood. 
Millions of readers are seeing these advertisements. 


Millions of booklets telling the advantages of West Coast 


Woods have been distributed to prospective home owners. 


As those advertisements and booklets tell their story 


they sell lumber for you. 


bow 
Sato 


The Economical Building Material from Ever-growing Forests 


tell Ee 
Wat Coarst tem 
€ a Ss T Westen Red Cedar 
WOODS || si sme 


Lumber of Quality Produced by Members, 
WEST COAST LUMBERMEN’S ASSOCIATION 


Somat or 
BEAUTY 
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The advertisements shown above are the 
most recent in a continuing series. Both 
exterior and interior views of beautiful, 
modern homes of wood are featured. 


SEND FOR FREE BOOKLET. Beautiful full-color book- 
let, ‘‘Homes of Beauty’’, showing actual photographs of 
exteriors and interiors of modern homes of West Coast 
Woods. Distribute them to your prospects — order as many 
copies as you need 


WEST COAST LUMBERMAN'S ASSOCIATION 
1410 S. W. Morrison, Room No. 439, Portiand 5, Oregon 


Please send me copies of your free booklet, 


Homes of Beauty (Order as many copies as you need } 





Does Your Literature Rack Look Like This— or This? 


Keeping manufacturers’ litera- 
ture neat and orderly is a problem 
for every dealer, especially when 
the leaflets and bulletins are open 
for handling by homeowners and 
contractors. 


Literature racks of some kind 
are used by most dealers. The neat- 





ness of a good display creates a 
good impression immediately. Mes- 
sy literature is not only an eye sore 
but evidence of bad housekeeping. 
Unless leaflets are carefully sep- 
arated by dividers, they are likely 
to look like those seen in one of 
the pictures above by the end of a 
busy day. 


One good way to solve this prob- 
lem is to separate it by glass-cov- 
ered compartments as the Kunz- 
Johnson Lumber Co., Dayton, Ohio 
has done. The compartments on 
top of the counter have been built 
to hold the large pieces of litera- 
ture while the racks in front of the 
counter hold the smaller pieces. 
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‘Why it's good 7. im 
business to deal . 
with ug — 


Buyers who have dealt with us over 40 years, 
know that TW&J products are honestly 
represented, They also know the 


practical value of our policy 

courteous, efficient service, 
Ten large saw mills, augmented by an 

extensive wholesale distributing organization. 

You are assured a dependable supply of 

West Coast lumber and lumber products in 

a wide choice of sizes and grades. 


prompt, 


White Fir, Douglas Fir, Incense 
Cedar, Sugar Pine, Ponderosa Pine; 
also Pine doors, K.D. sash, Pine 
and Fir mouldings, Pine plywood. 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 + Teletype SF 531 


P.O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 + Teletype SK 2 
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Do-it-Yourself 


PANELYTE 


High-Pressure Laminate 


Easiest QUALITY PLASTIC 
SURFACE to Install! 





You Can Sell It Over the Counter with 


ABSOLUTE CONFIDENCE 


You've a right to wonder... 


The idea of a plastic kitchen sink-top that the customer in- 
stalls sounds all right on paper. But, as yet, you may not have 
found one that the customer can handle, cut and install easily. 


Well, you can have that plastic surface, now! 


Its name is PANELYTE-—in its new, Do-It-Yourself thick- 
ness. It is manufactured especially for the customer who wants 
to install his own. A few simple hand-tools are all anyone needs 
to install Do-It-Yourself Panelyte. More, it relies primarily on 
molding, rather than adhesives, to set it in place. The customer 
need follow only four easy steps. Here they are... 


|. Trim to fit over present surface, leaving openings for sinks, 


pipes. 


Anchor rear edge against wall with cove molding. Do same 
for ends if they touch against walls. 


Attach front edge of Panelyte with edge molding. Do same 
for ends if they are not against walls. 


With standard flat-rim sinks, fit special sink rim into place 
with caulking, to give neat, water-tight fit. 


You can sell Do-It-Yourself Panelyte with confidence in its ease 
of installation—and with confidence in its quality. Durable and 
beautiful, Do-It-Yourself Panelyte will serve a lifetime. It resists 
stains, cigarette-burns and abrasions. It’s a cinch to keep clean 
And the sale of Do-It-Yourself Panelyte means the sale of mold- 
ing, sink-frames and probably plywood and tools. 


Do-it-Yourself Panelyte comes in large sheet sizes (up to 4’ 
x 10’) that mean fewer joints, more one-piece surfaces. For 
samples and stock, contact your nearest distributor. For complete 
information, send coupon, now. 
AZ is wade by 
St. Regis Paper Company 
PANE LYTE New York, N. Y. 


famous for paper and plastic 


sie products of highest quality. 








Do-it-Yourself 
PANELYTE 
is a proved laminate 
in a new thickness 


Regular Panelyte ('/\4” thick) has proved 
its quality in shop-fabricated jobs for 
over a decade, for homes, restaurants, 
hotels, institutions. Do-It-Yourself Panel- 
yte is the same high-quality, smooth- 
surfaced laminate in '/\o” thickness. 


ATTENTION, WHOLESALERS! 


Some choice Panelyte territories still open. 
If you want more information about the 
profitable Panelyte line, contact us today. 


Panelyte Division 
ST. REGIS PAPER CO. 
230 Park Ave., New York 17, N. Y. 


Please send me information about Panelyte and 
how | can make some money selling it. 





BuILDING Propucts MERCHANDISER 








NOW... HERES DRAMATIC 


PROOF THAT “HOME” BRINGS 
RESULTS! 


, SCARS ts 
4 ‘si eee is 


poses 


Hes real “proof of the pud- 
ding”—the news you've been 
94.8% of the 


dealers using HOME Maintenance 


waiting for 


& Improvement as their direct mail 
advertising program like the results 
HOME brings them so well that 
they want HOME again in 1953. 
This is a real testimonial of HOME'’s 
effectiveness. Now you can be 94.8% 
positive that your company too can 
benefit from this tested proven adver- 
tising program that reaches into your 
and homes to 


customers prospects 


sell for you 


HOME SELLS EVERYTHING FROM 
“HOUSE JOBS” TO HAMMERS 


HOME Maintenance & Improvement 


brings tangible results that make your 


es gn A 


cash register ring. From coast to coast 
come reports from dealers of sales 
big and small as a direct result of HOME 
magazine. The best part of the program 
is that once you put it into effect it 
needs no more of your ume. We do 
all the work. We mail HOME maga 


zine, with your name on the cover 
directly to your present and prospective 
customers quarterly, four times a year. 
Thus you have an automatic adver- 
using program that is working all year 


long to bring you new customers. 


YOUR ONLY COST IS 11c EACH 


HOME is the biggest bargain ever 


offered lumber dealers. For just 11¢ 


cn's ro : 
(ie) 


DEALERS. “WOW | 


per name per issue you get the com- 
plete service which includes the big 68 
page full color magazine mailed per- 
sonally to your mailing list—and it 
even includes the postage. Your total 
yearly cost is only 44c which amounts 
to less than Ic per week to serve all 
your customers and prospects with 
your personalized HOME advertising 
program. Compare this low cost, com- 
pare the results and you'll know why 
94.8% of the dealers are renewing their 


home program. 


It’s time, right now, to get your com- 
pany started, get the facts—mail the 


coupon for your FREE Copy of HOME 


Maintenance & Improvement. 





Actually 81" by 11” 
with coverin full color 
and filled with full 
color photographs 
and illustrations that 
sell. 


YOUR OWN 
COMPANY 
MAGAZINE 


With your name on the 
cover and full page 
ad inside as well as 
editorial content de- 
voted entirely to you. 


Each issue of HOME contains 
completely illustrated, easy to 
follow, step-by-step articles 
covering 


REMODELING * ADDITIONS 
NEW HOMES * PLANS oe 1953 
DECORATING * PAINTING 
* USE OF POWER AND HAND 
TOOLS PLEASE SEND ME A FREE COPY OF “HOME” and more facts about 
* USEFUL HOBBY PROJECTS : ‘ 
HARDWARE APPLICATION how we can increase our sales and profits as soon as possible. 
FACTS ON LUMBER AND 
BUILDING PRODUCTS ETC. 





Our Customer-Prospect list is approximately:(Please check closest figure) 
100 «SOOT «#41000(F) 5000) 10000 Over 10,000 





, | Company 


Address ..... Telephone 


City — 
My Name ——" = 


“HOME” Magazine, Dept. 253 
| c/o AMERICAN LUMBERMAN & BPS 


139 N. Clark Street, Chicago 2, IIlinois 


(f 











make your 


lumber buying 


es aot 
S 
aa 


Ferguson facilities and the 
“know-how” gained by 60 
years’ experience are your 
assurance of quality prod- 
ucts . . . accurate grades 
.. . honest value. 


‘Our 17 mills give you 
prompt, efficient service 
and the diversified prod- 
ucts of these mills mean 


your special needs are in 
stock now. 


QUALITY LUMBEe 


1e93 . 1953 


W. T. FERGUSON 


LUMBER COMPANY 
Phone Chestnut 8646 


St. Louis, Missouri 





Hoipe Fer Better Homes For Forty Years 


wv ja « 
Bags. 


Oowetows— ie af 


STANLEY 5429 


HAMMER 


@ 16 Ounce 
© Forged Head 
@ Hardwoed Handle 


Limited te Stock On Hand 


EVERYTHING... to build new homes 


EVERYTHING... to modernize old homes 
,EVERYTHING...to keep homes in good repair 


PLUS...the Thrift Yard 


Used and construction grade bwvilding seppties 
(seperete store ot 14th and K only! 


© Cojes—4)2 W Mee 
am teen. 
Metiqen! City £25 A Ave 


=: 





14th end K 


Sapte (fELE CO ~~ 


4 








— fi Contre 204 NW. imperio 


Anniversary Special—1,000 Hammers 


As a special promotion feature 
at Christmas and as part of its 
40th anniversary, the Builders’ 
Market, Whiting-Mead Co., San 
Diego, stocked up on hammers 
1,000 of them—in fact. Advertis- 
ing in local papers brought imme- 
diate response from the _ public, 


helped pull customers into the va- 
rious branch stores. 

To Whiting Mead Co. the ham- 
mer has special significance — it’s 
the firm’s insignia. 

Selling every last hammer turned 
out to be no problem at all, as they 
were offered at below cost. 


Truck Relations Help Cement Good Relations 


Friendliness 
is a policy in 
deed as well as 
word at the 
Carmel (N. Y.) 
Lumber Co. It’s 
a part of the 
company’s pub- 
lic relations 
program to loan 
the use of its 
trucks to wor- 
thy  organiza- 
tions for  par- 
ades, paper 
drives, hauling 
furniture and 
scenery for am- 
ateur plays and transporting the 
Boy Scouts to and from camp in 
the summer. Shown here is one of 


March 





the trucks made available by the 
firm for charity work. 
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SIMPLE ARITHMETIC SHOWS 
THERE’S MONEY IN 
RODDISCRAFT HOUSEMART 
HOLLOW CORE DOORS 


HE average home has about 11 doors. 
Forecasters say about 950,000 
homes will be started in 1953. 
times 950.000 is a lot of doors. 


Eleven 


Flush doors are first choice of 


new home buvers. 


Roddiscraft flush doors are the 
first choice of architects. 


Roddiscraft Housemart hollow core 














“A 
U1} 
Anan 


J 








doors are built for the residential market. 
Builders will tell you that Roddiseraft 
Housemart doors fit better, finish easier, 
stay straighter and hang faster. 


That's why builders prefer and want 
Roddisecraft Housemart hollow core doors. 


Are you ready to fill orders for 
Roddiscraft Housemart hollow core doors? 
If not, get in touch with your nearest 
Roddiscraft warehouse. 


NATIONWIDE Kuddiscraft WAREHOUSE SERVICE 


Cambridge 39, Mass 
Charlotte 6, N. C 
Chicago 32, Ill 
Cincinnati 4, Ohio 
Cleveland 4, Ohio 2717 €. 75th 
Dallas 10, Texas 2800 Medill 
Detroit 14, Mich 11855 E. Jefferson 
Houston 10, Texas 
Kansas City 3, Kan 


229 Vassar 
123 E. 27th 
3865 W. 41st 
836 Depot 


Marshfield, Wis. 
Miami 38, Fla 

Milwaukee 8, Wis. 
New Hyde Park, L. I., N. Y. 


New York 55, N. Y 920 E 
Port Newark 5, N. J. 


35 Southwest Bivd 


115 S. Palmetto St. 
255-315 N.E. 73rd St 
4601 W. Stote St. 


1756 Plaza Ave 
149th St. 
103 Marsh St. 
2425 Sabine St. Philadelphia34,Pa., Richmond & Tioga St. 
St. Louis 16, Mo. 3344 Morganford Road 


Roddiscraft 


RODDIS PLYWOOD CORPORATION 
Marshfield, Wisconsin 


Los Angeles 58, Calif., 2620 E. VernonAve. San Antonio 6, Texas .727 N. Cherry St 
Louisville 10, Ky. 1201-5 S. 15th St. San Francisco 24, Cal., 345 Williams Ave 


Son Leandro, Cal. 720 Williams St. 
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R. B. ENGELBECK, Queal’s pres 
ident, takes phone call in office while 


INTERIOR WALLS of Queal Lumber Co. consist 
mainly of striated plywood and knotty pine panel- 
ing. Salesmen’s desks are arranged in semi-circle 
facing entrance Queal does a volume business 
in acoustical tile, has room (not shown) to right 
of entrance set aside for it 


The Contractor Is King 


Specialty salesmen do a fine job for 
Queal Lumber in Des Moines. 


Other building material firms may choose to split 
their business between the contractor and the less- 
steady consumer, but the Queal Lumber Co., Des 
Moines, Ia., avoids this dual role. With contractors as 
its sole target, it has a different merchandising prob- 
lem than most yards. It makes little attempt to put 
all its merchandise on display, as most of its custom- 
ers are well acquainted with its stock anyway and 
do a considerable part of their ordering over the 
phone, in fact. 

The keystone in Queal’s organization is the sales- 
man. He’s trained to handle a variety of materials, 
but his main job is specialized. For example, selling 
millwork is Bill Smith’s function, although he gets 
plenty of help from Roy Staats, who does most of the 
figuring and looks after stock. Wayne Willet is the 
expert on acoustical materials, with a separate room 
of his own where he can go over job problems with 
applicators or discuss schedules with contractors. At 
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J. H. BEYER, vice-president, seated L. R. FRENCH, chairman of the 
in front of most elaborate display in board 
waiting for morning coffee to cool store—model kitchen 


LYLE KEASEY, dispatcher, starts 
movement of materials to a job by 
handing over order to truck driver. 


CLOSE TO THE HEART of Des Moines business district, 
Queal is nevertheless not too concerned with sidewalk 
trade. Window displays are relatively unimportant; 
with Queal the contractor is king. 


some time or another, nearly all the officers of the 
company are called upon to do estimates, quote prices, 
or talk to customers, for there’s always a customer 
who won’t discuss matters with anybody else. 

Founded in 1883 by J. H. Queal, the present Des 
Moines yard is headed by Ranald B. Engelbeck, pres- 
ident. Other officers include J. H. Beyer, vice-presi- 
dent; L. R. French, chairman of the board; Robert 
Buechenstein, treasurer; Watson Metcalf, credit 
manager; Ken Snorf, secretary; and Marjory Gurton, 
an employe of the firm for the past eight years, is 
the general bookkeeper. 
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a KEALOGES 


WAPROVED BONED 


LINSEED 











FULL COLOR ADVERTISEMENTS 
in “BETTER HOMES and GARDENS” 


Three and three-quarter million families ... home owners a 
and “do-it-yourself” home IMPROVERS read “Better Homes” “ : 

‘ : ‘ : Salesman’s 
for ideas. These ideas mean sales for you, especially at this peal i 
season, for your paint and oil department. 


Linseed Oils” 





1953 will be a big “do-it-yourself year” and Spencer Kel- 
logg's Improved Boiled Linseed Oil advertising will be there 
to send these “Better Homes” readers and spenders to your 
store looking for the yellow, red and blue Spencer Kellogg 
package. Display it to get this extra business. 


SPENCER KELLOGG and SONS, Inc. 


BUFFALO 5, N. Y. The First Name in Vegetable Oils 
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Good Example of 
Manufacturer-Dealer 
Cooperation 


South Dakota retailer furnishes 
exhibit space for awnings he doesn’t 
sell; but wait—he sells the materials 
to the local awning manufacturer! 


By using his salesroom to display door and window 
awnings made by a small, local manufacturer, Charles 
Woellstein, manager of Hayes-Lucas Lumber Co., 
Watertown, S. D., is helping the manufacturer and 
himself at the same time. 

Although Woellstein does not sell the awning itself, 
he does sell the material from which it is made 
hardboard. Since the manufacturer, E. E. Meyer, a 
retired farmer, went into business, he has sold almost 
200 awnings. 

Meyer got the idea for the awnings on a visit to the 
West Coast. After making a set for his own home, 
friends swamped him with orders. After a few months, 
he moved his workshop from his basement to a double 
garage and hired a man to assist him. 

Made from one-eighth inch hardboard, finished on 
both sides and curved over a lumber framework, the 
window awnings sell for five dollars a lineal foot for 
window awnings, door hoods slightly higher. 





WINDOW AWNING DISPLAY over the entrance to the 
Hayes-Lucas salesroom has sold many awnings for the 
manufacturer, Charles Woellstein, manager, points out its 
attractive features. 


CUO PROFITS 


Customers come flocking in—and YOU PROFIT—when 
you offer American Sanders to rent and p-omote this service 
with the complete kit of merchandising material that we furn- 
ish! American makes it easy for you to build business and profit 
—with counter signs, advertising pamphlets, window cards 
and banners and other material. 

This rental plan helps dealers everywhere MAKE MONEY! 

A 12-page booklet tells all about this highly successful 
American Sander Rental Plan and shows you how it can make 


money for you. Send for it, without obligation. 
FLOOR SURFACING MACHINE COMPANY 
AMERICAN 521 So. St. Clair St. + Toledo 3, Ohio 
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IMMEDIATE ¢ 
® DELIVERY! ¢4 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


. The ORIGINAL disappearin 
stairway — made for over 4 
years. 

. A real stairway—not a ladder. 
Seven well-engineered models 
—for every need. 
Safety-designed in every de- 
tail for your protection. 
Suitable for the finest homes— 
old and new. 

. Operates from above and be 
low. 

. Full width treads—SAFE for 
everyone. 

. ALL steps are of equal height. 

. Treads and stringers are made 
of Sitka Spruce. 

. Full door width provides am- 
ple access for large objects. 

. Full length SAFE hand rail. 

- Accurate architectural design 
assures easy and SAFE 


@ and 6. 
PREE! N , $3. All metal parts are made of 
' , arene. SAFE pressed steel. 
epairs always available on 
New Catalog! Quick notice for all models— 
no “‘orphans."’ 
Wustrates and describes - Doors made of White Pine and Fir in two. 
complete line of seven Bess- panel and flush types; hardwood doors in 
ler Disappearing Stairway flush type only 
Models to meet all your - Tailor-made for all heights—no short or tong 
needs. This new catalog oon. te “ . 
should be in your files for 17. Hundreds of In dally 


use. 
ready reference — write for 18. IMMEDIATE DELIVERY 
your copy now! 19. Meets all buliding ddes. 


The Bessler Disappearing Stairway Co. 
1900 East Market St., Akron 5, Ohio 
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SISALKRAFT 


MILLIONS oF SQ. FT. 


’ 
ARE SOLD EVERY WEEK: 


FOR INSTANCE, 


Builder and 

. . 

pone’ waterproof Sisalkr hg 
aan ery ond materials 99 

machin 


weather. 


SISALKRAFT HAS DOZENS OF 


waterproof mem- 


BUILDERS vse it—For ntl 
brane between fill 

finished flooring * Fo 

ing concrete ° For 


OTHER USES 


progress. 
FARMERS vs 


ier 
snow barr 
haystack covers: 


it—For farm construction 
e it— 


5 « For temporary unt 


ps of permar 
trench silos ° 


nent silos * For = 
That's why MILLIONS of sq. ft 
sold every week. 


mats, 
i les, posters, od 

i mation, samp d 
ante eer write Dept. AL-3 


mag THE SISALKRAFT CO. 


PROTECTIVE PAPERS Chicago 6. Ill 
’ ° 


New York 17, N. Y. 
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San Francisco 5, Calif. 








ALS OR 
TRASH DISPOSAL 
UNITS 


As Consistently Advertised in Over 
35 National Magazines & 
Newspapers 


Consistent consumer advertising over the 
past three years in American Home, Better 
Homes & Gardens, House Beautiful, House 
& Garden and more than 30 other mago- 
zines and newspapers has built a profitable, 
ready-made home-owner market for Alsto 
Trash Disposal Units. These outdoor dis- 
posal units safely and quickly consume ail 
garbage and refuse—damp, green or dry in 
any weather. Scientific draft design elimi- 
nates fire hazard of flying ash, sparks, 
burning blowing bits of paper. Recom- 
mended by Bureaus of Fire Prevention. 
Available in standard or baked-on ceramic 
finishes in 3 models to retail at $12.95- 
$15.95 and $21.95. Liberal discounts, con- 
stant national advertising. Individually 
packaged. Jobbers, Dealers and Selling 
Agents Write for Details. 


Low Cost 
2-Wheel Utility Truck 


FOR HOMES e GARDENS 
COMMERCIAL USE 
A better made tool for the “hundred 
and one” bulk weight moving tasks 
around the home, store or shop such 
as moving trash, ashes, fertilizer, 
heavy boxes, furniture, beverage cases, 
etc. Provides maximum utility and 
rugged service at lowest cost. Weighs 
only 91% Ibs. yet carries over 200 Ibs. 
easily. Welded tubular steel con- 
struction with over-size rubber-tire 


wheels. Retails at only $4.95. Liberal 
discount. 


Jobbers, Dealers and Selling Agents 
Write for Details 


wa 


ALSTO COMPANY 








Dept. At 4007 DETROIT AVE. CLEVELAND 13, OHIO 
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LIKE A WELL-KEPT COUNTRY STORE, Ransom Bros. can supply customers 


with everything from can openers to electric fans 


sg BUILDERS: np, 


4% 


RANSOM BROS. LUMBER & SUPPLY CO 


Our primary obligation is to YOU. During this crit 
ical period of shortages, allocations, and othe: tactors 
which tend to disrupt the aorma! flow of matenal, we 
at Ransom Brothers are pledged to keep supplies mov 
ing in so far as available through NORMAL CHANNELS 
to our customers. 


We are able t 
stock, both in the hardwace store and in the yard, and 
if we don't have it you cen be sure we will do every 
thing possible to obtain the materials for our cus 
tomers. A long standing reputation plus « qood buying 
power enabies us to obtain many hard-t 
Our position is an ASSET which you can convert inte 
4 steady sourcs of supply 


2 supply most of your needs trom our 


It is our pelicy to offer to you nationally advertised 


brand nat narchandise of the quality desire 
licy to offer these goods at, ot close 


te tropolitan prices, so if pays you to buy in 


it ws our pe 


this area. It is our policy te offer the best of service 
persona! attention, physical handling of your pu 
chases. delivery. credit terms, telephone 
services, adequate parking, and any cpecia! attention 
which your problems may require 


Chock at the left for a partial list of 
the many items carried for your convenience. I it is 
not there we probably have that too LET Ransom 
Brothers: he you personal stockpile And os asual we 
are al your service 


“If We Haven’t Got It, We’ll 


Offering “everything for the home, 


but furniture,” 


has meant continued 


prosperity for this Southern California 


firm. 


PARTIAL LIST of merchan- 
dise sold by Ransom Bros. 
as shown in “The Builders’ 
News", a direct mail piece 


Vari h 


A variety of merchandise for 
a variety of customers from all 
walks of life is the key to the 
success of Ransom Brothers 
Lumber & Supply Company, 
Ramona, Calif. In 1950, this 
company did a gross business 
of about $300,000 and it turned 
its complete stock over five 
times. The gross last year was 
even better. 

In business since 1924, it has 
always been the goal of the 
company to supply “everything 
for the home, but furniture.” 
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PART OF THE 


100-FOOT FRONTAGE of the 


om 
an Be 


") 


RANSOM'S FLEET OF TRUCKS is designed to speed deliveries of every type 


of building material 


Stee 


Get It’’ Plan Pays Off 


Knowing this, contractors come 
to Ransom Bros. from as far 
as 60 miles away to buy build- 
ing materials, certain that the 
firm can supply them. 

The company does custom 
work in its own. sheet-metal 
shop and mill. Its power tools 
and benches are made available 
to local cabinet makers wishing 
to use the company’s facilities. 

In order to promote and op- 
erate such a large business in 
the small town of Ramona 
(population 2,000) and yet 
serve an area of 40 to 60 miles 
radius having a population of 
about 10,000, Ransom Bros. 
spends about $2,000 a year on 
advertising. Three different 
media are used. 

The most novel and consis- 
tently effective medium is a 
column appearing regularly in 
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RANSOM co-part- 
ners Joseph, left, 
tobert, Stanley 
and Eugene dis- 
cuss a color prob- 
lem in their paint 
department 


general store is shown above. 


The Ramona Sentinel, a local 
weekly newspaper. Called “The 
Buzz Saw”; it was started in 
1925 and is written by Stanley 
Ransom, one of the co-founders 
of Ransom Bros. It contains 
descriptions of merchandise in 
stock, opinion on local and na- 
tional affairs, comments on 
building projects in the area, 
and weather predictions. This 
column has become a commu- 
nity institution with excellent 
readership. 

Display advertising is used in 
the local paper as well as in 
The Southern California Ranch- 
er, a monthly magazine serving 
the region. These ads seldom 
play up more than one item. 
The third medium, a direct-mail 
piece called “The Builders’ 
News,” is mailed out two or 
three times a year to about 1,800 
customers. This piece is usually 
sent out to promote some spe- 
cial event, or to carry an insti- 
tutional message, and includes 
a partial list of merchandise 
handled by Ransom Bros. 

Ransom has helped establish 
its reputation by advertising, 
“if we haven’t got it, we'll get 
it.”” One of the firm’s truck driv- 
ers, operating one of a fleet of 
four, red Ransom Bros. trucks, 
spends a better part of each 
day in San Diego, picking up 
merchandise, not in stock, for 
customers. 

To run this well-organized 
company, Stanley Ransom has 
as his co-partners: his brother, 

(continued on page 194) 
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SELL IT for home use 


PEG-BOARD” equipment combines the decora 
tive smartness of perforated hardboard with the 
utility of over 60 instantly interchangeable 
hanging fixtures—ideal for any room in the 
home. It's easy to install and finish, too. Tie-in 
with national advertising—stock up and feature 
PEG-BOARD" panelling and fixtures now. 


USE IT for your store 


“PEG-BOARD" panels and metal fixtures pro- 
vide the ideal display material for your store 
—make it easy to set up or change a display 
for dozens of items in minutes. And as you sell 
the items on display—you'll sell ““PEG-BOARD" 
equipment, too. It's a sell-on-sight item that 
home owners have been looking for! 


“PEG-BOARD” Equipment is 
NATIONALLY ADVERTISED 


Builders, architects and home owners 


° hanging fixtures 
will be asking you about it. 


all instantly 


DON’T MISS SALES ———e CO’ 
*e without noils, 
WRITE TODAY 


screws, or tools 
for complete descriptive literature, og of any kind 
sample kit, prices and name of your 


nearest distributor. 





Copyright 1953 B. B. BUTLER MFG. CO., INC., 3162 Randolph * Bellwood, Ill. 
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Less Man Hours 
-- More House 


Use of combined on-the- 
job and in-the-shop assembly 
through cutaway drawings 
gives better results, Small- 
Homes Council project 
shows. 


To find what combination of 
methods is best for builders of 
small houses, the Housing and 
Home Finance Agency asked the 
University of Illinois Small Homes 
Council to build two demonstration 
houses. Under J. T. Lendrum’s di- 
rection, the houses were started in 
June, 1951 and completed last 
year. 

The 1,030-square-foot houses are 
designed for a family of five, are 
approximately square, have three 
bedrooms, garage, storage walls 
and laundry-bathroom. The houses, 
which are identical except for ga- 
rage placement and position on 
their respective lots, cost a neat 
$10,675.80 to build. 

The free-standing storage units, 
designed to be moved periodically, 
can be either coat closets, desk 
areas or specialized storage units. 
Five of such cabinets were put in a 
living room at a cost of $365, but 
this is thought to be too low, as 
the cabinets are sub-standard in 
quality through lack of controlled 
shop-assembly methods. 

Other findings of interest to 
builders and contractors are these: 
(1) workmen and sub-contractors 
can’t plead ignorance of specifica- 
tions if you give them combined 
drawings and specs on blueprints; 

2) the more sectional drawings 
you give them, with step-by-step 
additions, the better for each trade 
concerned; (3) complete wallboard 
layouts, ceiling and sidewall, are a 
must; (4) with cutting diagrams 
for roof trusses available, work- 
men can easily cut and assemble 
them on the site; (5) with exploded 
drawings and other sectional cut- 
aways, louvres and other millwork 
items also can be job-built. 
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WITH MANUFACTURERS AND WHOLESALERS 


Introducing 2 New Office Machines 


Electric and non-electric models show design im- 


provements over previous styles, give speedier operation at 


only slightly more cost. 


Especially designed for field op- 
erations such as lumber mills and 
construction sites, a new hand- 
operated adding and subtracting 
machine is announced by the Clary 
Multiplier Corp. The new model is 
built for heavy-duty accounting, 
yet is easily moved about. It is a 
two-tone grey, streamlined design 
of the type pioneered by Hugh L. 
Clary in the business machine field. 

The new machine has an exclu- 
sive rapid handle return, and its 
forward stroke is smoothly con- 
trolled against operator abuse. It 
is especially suited where a hand 
model is more practical than the 
electric type or where electricity is 
not available. 

It is compact in size, measuring 
14” long, 7” high, 9” wide—making 
it exceptionally easy to carry when 
traveling. An airplane luggage car- 
rying case is optional at small extra 
cost. 

Other features which make the 
Clary an outstanding machine are 
the automatic space-up totals and 
sub-totals for easy reading, the 
handspan keyboard to fit any size 


Bui_tpinc Propucts MERCHANDISER 


hand, and pyramid keys to avoid 
fingernail breaking. 

The “Live Keyboard” represents 
the first important change in types 
of adding machines since 1888, ac- 
cording to Drummond F. Gaines, 
head of the adding machine sales 
division, the National Cash Regis- 
ter Co. The new machine is com- 
pletely electric, allowing the oper- 
ator to add figures with a minimum 
of hand operation. 

Significant feature of the “Live 
Keyboard” is the elimination of 
the add bar. The operator simply 
presses the keys he wants to add 
and the machine operates instantly. 
No extra motion is required to 
press an add bar, which, because of 
improved design, is eliminated. 

With a consequent 25% reduc- 
tion of manual operation proved 
through extensive field tests, most 
speed records for adding machine 
operation will soon be_ broken, 
Gaines predicted. 

Prices for the new “Live Key- 
board” models will be approximate- 
ly $25 more than comparable ma- 
chines with conventional key- 
boards. 


First Roofing, Heating 
Exhibit 

Member firms located in the Del- 
aware Valley area are invited by 
the Wholesale Roofings Association 
to exhibit their products in Con- 
vention Hall, Philadelphia, Penna., 
April 13-15. 

This is the first Annual Roofing, 
Heating and Insulation Exhibit 
ever to be held in Convention Hall. 
It will be a trade show open to the 
public. Thousands of dollars will be 
spent on advertising and publicity 
for the benefit of exhibitors. 

Purpose of the exhibit is to give 
wholesalers an opportunity to in- 
troduce new products related to the 
fields of roofing, siding, insulation, 
metals, warm air heating and tools 
and equipment. 

Space reservations are now being 
taken. Member companies may 
write Roofing, Heating, Insulation 
Exhibit, Robinson Bldg., 42 S. 15th 
St., Philadelphia 2, Penna. 

President of the Association is 
Allen H. Kirby. Vice-presidents are 
Daniel Cades, chairman of the ex- 
hibit, Charles McCall and John 
Hall. A. M. Haff, 1616 W. Indiana 
Ave., Philadelphia, is secretary and 
treasurer. 


Invitations Out 


Some 500 manufacturers repre- 
senting the South, West and other 
areas are being invited to attend 
the annual meeting of the National 
Association of Commission Lumber 
Salesmen at the LaSalle Hotel, 
Chicago, March 26-28. 

Program details are not yet def- 
inite, but at least three well known 
speakers will appear at the meet- 
ing. They are J. R. Bemis, first 
vice-president, NLMA; Harry D. 
Gaines. president National Hard- 
wood Lumber Assoc.; and E. J. 
Lauesen, vice-president and mana- 
ger, Fuller & Smith & Ross Inc., 
advertising associates. 


Announces New Vinyl Tile 

Kenflex, a new multipurpose 
vinyl tile, is now ready for the 
market, it was announced today 
by Charles A. Neumann, vice- 
president in charge of sales for 
Kentile, Inc., said to be the world’s 
largest manufacturer of resilient 
tile floor coverings, with plants in 
Brooklyn, N. Y., Chicago, Tll., and 
South Plainfield, N. J. 

The new product is available in 


149 





14 beautiful decorator colors: 
ebony, white opal, Chinese red, Bi- 
kini blue, Shannon green, lime 
green, marigold, egret white, desert 
sand, pilgrim gray, old ivory, jungle 
black, white ivy and antique coral. 
These high-style colors, developed 
after months of laboratory tests 
and pilot installations, have ele- 
gance and depth, and are rich, 
warm shades that will create an at- 
mosphere of luxury in the home. 
There are colors appropriate for a 
quiet hospital, a gay restaurant or 
a dignified office. 

Kenflex is greaseproof, alkali- 
proof, fire resistant and resistant 
to acids, cooking fats, oils and gas- 
oline. It comes in a light-weight 
carry-home package, is exception- 
ally strong and flexible, not brittle. 
The tiles come in standard 9”x9” 
size, and in two thicknesses 
standard and 1”. 

Since it can be safely installed 
on concrete in direct contact with 
the earth, it can be used in any 
below grade installation and in 
basementless homes. Tile is in- 
stalled by Kentile adhesive, can be 
trimmed to fit around pipes, door- 
ways, etc. with ordinary scissors 
after heating slightly. 


Malarkey Marketing 


Council 


Establishment of a 32 member 
marketing council, with members 
chosen on a national scale, is an- 
nounced by Verne Breitenbucher 
sales vice-president of M and M 
Wood Working Company. The 
council, to be known as the Malar- 
key Marketing Council, will have 
the primary objective of gaining 
assistance of distributors in plan- 
ning advertising and merchandis- 
ing programs. It will hold its in- 
itial meeting in Chicago the first 
part of February. 

“It is apparent that vigorous 
promotion and selling effort will be 
required over the next several 
vears on the part of all parties in- 
volved in the production and dis- 
tribution of doors and plywood,” 
Mr. Breitenbucher states. ‘Since 
the independent jobber plays such 
a vital part in this program, and 
particularly in the distribution of 
our products, we feel that it is es- 
sential to coordinate our efforts 
more closely with this group.” 

Distributor members appointed 
for one year are as follows: J. A. 
Naetzker, Eastern Plywood & Door 
Co., Jamestown, N. Y.; J. Dun- 
can Brown, Wholesale Distributing 
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Incentive Center for Dealer Meetings 


General Build- 
ing Materials, 
Inc., South 
3end, Ind., re- 
cently opened an 
“Incentive Cen- 
ter” for dealers 
to hold sales 
meetings, em- 
ployee training 
sessions and 
other industry 
gatherings. 
When not other- 
wise used, the room also serves as 
a building material exhibit area. 
Chiefly instrumental in carrying 
out the idea is J. F. Donahue, presi- 
dent of Great Lakes Distributing 
Corp. Assisting him are Joseph 
Dillon, vice president, Jess Pavey, 
treasurer, and Richard Stone, sales 


Bader Guides Handyman 

Ten copies of Better Homes and 
Garden’s Handyman’s Book were 
presented to the public library of 
Gary, Ind., by the Bader Corp. Var- 
ious branches of the library will 
have copies on hand for the benefit 
of homeowners in the area. The 
book is especially instructive on 
such subjects as building shelves 
and storage walls, painting and 
hanging wallpaper, repairing furni- 
ture, etc. 

Bader Corp. believes that the 
books will accelerate the do-it-your- 


Company, Pittsburgh, Pa.; Robert 
C. Whitmyer, J. R. Quigley Co., 
Gloucester City, N.J.; Larry Fitz- 
patrick, J. J. Fitzpatrick Lbr. Co., 
Madison, Wis.; George E. Bech- 
hold, Plywood, Inc., Detroit, Mich. ; 
Thos. H. Hammer, National Ply- 
woods Inc., Chicago, Ill.; J. E. 
Higgins, J. E. Higgins Lumber Co., 
San Francisco, Calif.; M. C. David- 
son, Houston Sash & Door Co., 
Houston, Texas; R. C. Slack, A. H. 
Ramsey & Sons Co., Miami. Fla.; 
Julian Paterson, United Plywoods 
Corporation, Birmingham, Ala.; 
Clark R. Gittings, Gittings Lumber 
Company, Denver, Colo.; R. W. 
Sconce, Omaha Hardwood Lbr. Co., 
Omaha, Nebr.; Leonard Hall, Lum- 
ber Products, Portland, Ore., and 
W. F. Fahs, California Panel & 
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manager. 

Dealers and their salesmen have 
expressed interest in such a meet- 
ing-and-exhibit room, and for this 
reason the management intends to 
conduct a series of meetings on 
dealer problems mainly the 
proper training of salesmen. 


Seems — eee ~ 

Cc. W. BADER, right, hands copy of 
Handyman’s Book to librarian Har 
old W. Tucker. Bader heads firm in 
Gary, Ind. with seven affiliated yards 


self program and direct more peo- 
ple to its branch yards. 


Veneer, Los Angeles, Calif. 

Advisory members will be Art 
Hood, editor of American Lumber- 
man Magazine; Ed Babbitt, execu- 
tive secretary of National Plywood 
Distribution Association and Barn- 
ey Gallagher, executive secretary 
of Sash and Door Jobbers. 


More Farm Plans 


The Douglas Fir Plywood Asso- 
ciation has just published a new 
16-page catalog of 33 farm plans. 
Included in the catalog are home 
freezer units of various capacities, 
milk coolers, dehydrators, a horse 
trailer, silo, poultry and hog 
houses. All plans in the catalog 
are selected by engineers, and all 
structures have been thoroughly 
field tested. Suggestions as _ to 
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on today’s booming 





















Holds up to 432 standard, full- 


Wid us {lL | | Ah) u ry IT} slg square feet 


of merchandise! 








do-it-yourself trend! 









Revolutionary new 
GOLD SEAL 


TILE-O-MATIC 


gives you complete tile 











Lets customers see, feel tiles 
without help! Self-service unit 
. . saves your time! 











Stocks these nationally-known 
Gold Seal products—VinylTile, 
Linoleum Tile, Rubber Tile, As- 
phalt Tile! 
















Comes stocked with your choice 
of huge tile assortment! 


department for $25 





... 5 sq. ft. of floor space 


Entire stock always on display 
. always selling itselft 





puts you in big volume Holder on top displays big re- 


prints of current ads! 






tile business! 
Pocket for giveaway copies of 
U-Do-It edition of MY HOME 
decorator books! 100 copies 
yours FREE! 






You’re looking at the biggest 






Pocket for easy-to-follow U-Do- 


news in the floor Covering It instruction folders! 







business: the sensational new 







Pictures and hard-selling copy 


Gold Seal TILE-0-MaTIC that sets for fast-moving U-Do-It Kitt 





. ‘ Easy-to-use tile calculator! 
up a complete self-service tile 














Fold-out table for working out 
color combinations with actual 
tiles! 


department in just five Sco ibe 





square feet . . . that can put 









8 sets printed price cards and 


you in the booming over-the- plastic holders included! 


counter tile field for $25 


. that actually pays for 





itself in 2 days of 





average sale! TABLE OPEN —> 





SPECIFICATIONS 
Modern black steel wire 
construction; silk-screened 3- 

color display panels; 581” tall; 
28,” wide; 26” deep; 24 bins, each 
holding 18 9”x9” tiies; 432 tile capacity, 










< TABLE CLOSED 


DONT WAIT! First man in your area to get 
TILE-O-MATIC has tremendous competitive ad- 
vantage! Call, wire, write your Gold Seal dis- 
tributor ... or mail coupon right now . . . for 
complete how-to-get information! 










Gold Seal U-Do-It program backed by 
biggest ad campaign any smooth surface 
floor covering company has ever run in... 
Walloping promotional campaign too! 


GOLD , AD ao 
SEAL eke 











Congoleum-Nairn Inc. 

Kearny, N. J. 

I want to know more about the TILE-O-MATIC. 
Please rush complete information. 












NAME___ 





FLOORS and WALLS 


CONGOLEUM-NAIRN INC., Kearny, N. J. C1953 











ADDRESS___ 


CITY _LONE_ STATE... 
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which grade of plywood to use are 
also included. Lumber dealers may 
obtain copies of the catalog from 
their regular sources of supply or 
by writing the Douglas Fir Ply- 
wood Association, Dept. AL, Ta- 
coma 2, Wash. A small number 
of catalogs are available without 
charge. If quantities are desired, 
they are priced at $5.50 per hun- 
dred. 


Marsh Markets New 


Vee Panel 

New prefabricated, prefinished 
Korelock panels are now being 
made by Marsh Wall Products, Inc., 
Dover, Ohio, manufacturers of Mar- 
lite plastic -finished wallpanels. 
These panels are said to combine 
quick installation, economy, per- 
manence, low maintenance costs 
and can be cleaned with a damp 
cloth. 

This completely new hollow core 
paneling is designed primarily for 
ceilings and walls in commercial 
and other non-residential interiors. 
The rigid panels are self-aligning 
and require no backing other than 
joists, studs, or furring strips on 
masonry or partition walls, saving 
substantiaily in labor, time and ma- 
terial. 

Korelock ceiling and wall panels 
are constructed with an interlock- 
ing wood core between two sheets 
of hardboard. The face of the 
panel has the exclusive baked fin- 
ish. The back is sealed and baked 
The result is a sealed panel that has 
insulating properties, is extremely 
strong and stable, and will remain 
straight under difficult moisture 
and temperature conditions. The 
wood core provides a tongue and 
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groove design for concealed fasten- 
ing. No clips, adhesives or mould- 
ings are needed. 

Each panel is pre-drilled for spe- 
cial screw-type nails, which are 
concealed in tongues. Distinctive 
wood patterns in mahogany, wal- 
nut, grey prima vera and natural 
prima vera are available, as well 
as cream and white in a satinized 
finish. 


KEY TO NEW ORLEANS and an 
honorary citizenship is awarded to W. 
Horace Woods, president of Southern 
Sash & Door Jobbers Assn. by Victor 
H. Schiro, Commissioner of Public 
Buildings and Parks 


Prefab Doors in Discussion 


The Southern States Sash & Door 
Jobbers Association held its 13th 
annual meeting at the Roosevelt 
Hotel, New Orleans, Dec. 2-4. In 
attendance were 507 jobbers, manu- 
facturers and their wives, making 
this meeting one of the largest in 
the association’s history. 

One of the most interesting fea- 
tures of business program was a 
panel discussion on prefab doors. 
The discussion led from the histori- 
cal aspects, including patents, of 
the prefab door unit to such prob- 
lems as crating, production equip- 
ment needed, sales promotion and 
inventory requirements. Panel 
members conceded that within a 
few years prefab door units would 
be merchandised in the same way 
that wood window units are now. 

Industry leaders who presented 
reports were W. E. Difford, man- 
aging director, Douglas Fir Ply- 
wood Assn.; John O'Hara Harte, 
managing director, Fir Door Insti- 
tute; Ormie C. Lance, Secretary- 
manager, National Woodwork Man- 
ufacturers Assn.; Clifford T. 
Melander, secretary-manager, At- 
lantic Millwork Institute; Robert 
H. Morris, general manager, Pon- 
derosa Pine Woodwork; James M. 
Owens, assistant branch chief, For- 
est Products Division, OPS. 


\ 
eg iT X 
Take a look at the next issue of 
American Lumberman for some display 
ideas for lawn tools and garden furni- 
ture. This merchandising article is en- 
titled "Display Ideas for Outdoor Liv- 


ing.’ Look for it in American Lumber- 
man, March 23. 


Offers Storm Window Kit 

A patented redwood and alu- 
minum combination storm window 
recently has been introduced on 
the market in knocked-down, pack- 
aged form, for the do-it-yourself 
workshop enthusiast. It is a prod- 
uct of the Buckeye Screen and 
Weatherstrip Co., Columbus, Ohio. 

In placing these storm windows 
on the market, the manufacturer 
affords homeowners the opportun- 
ity to have quality storm windows 
for less than half the cost of most 
commercial types now being sold. 
Each storm window is packaged in 
a corrugated carton and contains 
detailed, easy-to-follow instructions 
clearly illustrating how the pieces 
go together. All necessary hard- 
ware, screws, clips, etc., are includ- 
ed in the carton; only glass and 
screening need be purchased local- 
ly. The redwood windows are cut 
from kiln-dried wood, machined for 
tight, accurate joining; the alu- 
minum models are of heavy-gauge, 
extruded aluminum that will not 
rust or corrode. 

Both models are the combination 
type with panel inserts that slide 
out from the inside. The aluminum 
model is self-storing. 

To make these storm windows 
easy to assemble quickly, the de- 
sign has been simplified in every 
respect without reducing efficiency 
or sturdiness. There is no operating 
hardware to get out of order, no 
levers, latches, knobs or catches 
to twist, turn, or tug at. Another 
feature of these storm windows is 
that they do not have to be painted 
or treated against the weather in 
any manner. Both the redwood and 
aluminum models retain their orig- 
inal beauty after years of expos- 
ure to the weather. 
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THE LUMBER MARKET 


NRLDA Survey 
Of Lumber Stocks 


Total retail lumber stocks on 
December 31, 1952, were estimated 
to be 4,905 million board feet, 1.3% 
above the end of November 1952 
but 2.9°7 less than inventories on 
December 31, 1951. Compared with 
the end of the preceding month, 
four of the nine retail regions in- 
dicated an increase in inventories, 
the largest occurring in the West 
North Central region (3.27). In 
comparison with the end of 1951, 
six regions showed a decrease in 
lumber stocks, ranging as high as 
10.8°%, in the Middle Atlantic re- 
gion. There was an over-all de- 
crease in stocks of 19.5°% from 
December 31, 1940. 

Total retail lumber sales based 
on board foot volume, during De- 
cember 1952 were 16.2% below 
November 1952, but 7.2°7 above 
December 1951. Every region par- 
ticipated in the decline in sales 
from November 1952, with the 
largest drop occurring in the Moun- 
tain region (32.5). Six of the 
nine retail regions showed im- 
proved sales over December 1951, 
with the New England region reg- 
istering a gain of 29.7%. 


Douglas Fir Orders 
Now Exceed Production 


Orders exceeded production in 
January as Douglas fir sawmills 
got into high gear early this year, 
according to H. V. Simpson, execu- 
tive vice-president, West Coast 
Lumbermen’'s Association. 

Orders totaled 877,655,000 board 
feet for January, Sampson said, 
topping production of 860,570,000 
feet and shipments of 818,963,000 
feet. Production for the first month 
of the year was 103% of the last 
five year average for the same pe- 
riod. 

Despite some mill closures due 
to excessive rainfall and high water 
during most of January, the fir in- 
dustry maintained substantial out- 
put, Simpson reported. 

The weekly average of West 
Coast Lumber production in Janu- 
ary was 195,584,000 b.f. or 103.00 
of the 1948-1952 average. Orders 
averaged 199,467,000 b.f.; Ship- 
ments 186,128,000 b.f.; Weekly av- 
erages for December were: Produc- 
tion 179.438,000 b.f.; 94.5°% of the 
1948-1952 average; Orders 181,- 
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TRACTOR HAULS RECORD LOADS. 
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This huge rubber-tired tractor, powered 


by a 275 hp diesel engine, pulls 400-ton log loads over 25 to 50 mile roads 


this winter in the Moose Lake area of 


Manitoba. Each sleigh weighs upwards 


of 54,000 pounds. The equipment is operated by The Pas Lumber Co., The 


Pas, Manitoba 


257,000 b.f.; Shipments 168,578,000 
b.f. 

One month of 1953 cumulative 
production 860,570,000 b.f.; one 
month of 1952, 811,094,000 b.f.; 
one month of 1951, 901,944,000 b.f. 

Orders for one month of 1953 
breakdown as follows: Rail and 
Truck 598,034,000 b.f.; Domestic 
Cargo 196,946,000 b.f.; Export 
51,518,000 b.f.; Local 31,157,000 
b.f. 

The industry’s unfilled order file 
stood at 878,837,000 b.f. at the end 
of January gross stocks at 1,039,- 
226,000 b.f. 


Canada’s Lumbermen 
Urged To Cut Costs 


Xdward W. Conklin, president of 
the National American Wholesale 
Lumber Association, urged the 
three branches of Canada’s lumber 
industry to get together and try 
to reduce waste in manufacturing. 

In a speech to the Canadian 
Lumbermen’s Association annual 
convention at Montreal, Conklin 
said there is a great need for lum- 
bermen in both Canada and the 
United States to improve produc- 
tion, reduce manufacturing costs 
and improve public relations. 

“The Canadian association is an 
ideal organization to do this be- 
cause it includes all three branches 
of the industry — manufacturing, 
retailing and wholesaling,” he said. 

K. O. Roos, vice-president and 
general manager of the Booth 
Lumber Limited, Tee Lake, Que., 


Courtesy Caterpillar Tractor Co 


was elected president of the asso- 
ciation, succeeding Roland Bock of 
Montreal. 

Roy Halliday, of Toronto, was 
elected first vice-president and 
W. J. LeClair was reappointed sec- 
retary-manager and treasurer. 


Prices Steady 
In Seattle Area 


The trend is difficult to deter- 
mine in the lumber market here. 
Decontrol of prices has caused 
scarcely a ripple though loggers 
are still trying to find out if the 
order includes logs. Prices are hold- 
ing steady. The period from just 
before Christmas to the present 
writing has been one of unusually 
small deviation in prices. A C.I.O. 
strike, if called, will greatly affect 
production, conditions for which 
have been favorable. 

The fir market is not very active. 
Two by four No. 3 fir is in good 
demand. Uppers are steady and 
firm. Random dimension is weak. 
Green hemlock dimension is $5 
under the fir price and dry hem- 
lock prices are steady. Shingles 
are in adequate supply except for 
perfections, especially No. 2's. 
Staining plants are buying shin- 
gles. Cedar siding is very strong 
at current prices. *, by 12 bunga- 
low siding is more in demand. Most 
mills have order files for 3 to 8 
weeks, depending on specifications. 

Decontrol will probably cause 
No. 2 and Btr. Ponderosa pine to 
advance $2. It had been selling at 
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ceiling. Dry spruce is firm and 
some 18 available depending on the 
weather. 

Canadian mills are still hopeful 
of U.K. business and meantime 
continue to ship to the Atlantic 
coast Britain bought heavily of 
Sweden. Space is very scarce’ on 
U.S. ships. 

Inventory of logs as of Feb. 1st 
revealed a good supply though the 
better logs for shingle and siding 
are somewhat scarce. Puget sound 
reported 498 million feet which is 
a drop of 72 million feet for the 
month A year ago the figures 
stood at 437 million feet. 


PHONE L.D. 16 TWX 461 


MILLS AT: SPRINGHILL, LA. 





Southern PINE 
and HARDWOODS 


L.D.16 


URBANA, ARK. 


WROS NAOOD: GS. 


0088 URBANA, ARK. 


— CALION, ARK. — URBANA, ARK. 


Columbia river reported 505 mil- 
lion or down from 588 million where 
a year ago the supplies totaled 408 
million. Grays Harbor with 94 
million dropped 13 million. A year 
ago the district had 90 million. 


Watchful Waiting 
In Tacoma Area 


There has been no unusual ac- 
tivity in the Tacoma lumber mar- 
ket during the last fortnight. Mills 
however are operating steadily. 
Any surplus above normal require- 
ments is going into stockpiles in 
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anticipation of Spring construction 
demands. Prices remain the same. 
There is some rail and water move- 
ment of domestic shipments. Other- 
wise, both buyers and sellers ap- 
pear to be marking time. 

Some observers attribute the sit- 
uation to watchful waiting until a 
trend to the public reaction to the 
lifting of governmental regulations 
becomes apparent. Others seem in- 
clined to think conditions are noth- 
ing more than seasonal. 

Two parcels of Olympic national 
forest timber are scheduled to be 
sold at public auction in March. 
More than 8,000,000 board feet, 
mainly Douglas fir and hemlock 
located in the upper Big Quilcene 
area, will be sold on March 23. Ap- 
proximately 650,000 board feet of 
salvage timber will be sold at auc- 
tion March 9. This timber, located 
in the Bear Creek area of the 
Olympic forest, is mostly second 
growth fir. 

Some extent of the scope of the 
sales of timber from the Olympic 
national forest was disclosed this 
week with announcement by fed- 
eral forestry officials that nearly 
three and a half billion board feet 
of timber had been cut from that 
forest in the last 47 years. The 
total value of the cut was given 
as $19,352,830. The largest cut was 
in 1952, when the yield was 294,- 
371,000 board feet. 


Rains Heavy In 
Kansas City Area 


Weather governed the South- 
western lumber market in the last 
two weeks. Demand for kiln- 
dryed stocks was fairly good and 
little air-dryed stock was available, 
thus forcing yards to purchase the 
premium-priced wood. 

Rains have been heavy in most 
parts of the district, making it vir- 
tually impossible to get into the 
woods and to bring in logs. Fur- 
thermore, many mills are of the 
open-type operation, stopping saw- 
ing and planing. 

There is no surplus stock of air- 
dryed lumber at the mills and this 
has permitted some_ kiln-dryed 
items to post increases, notably in 
1 by 4 boards on the west side of 
the Mississippi river which were 
marked up $2 to $3 a thousand in 
the last week or so. 

Mills report weakness in air- 
dryed No. 2 “roofers’’, with prices 
off about $2 on the east side of the 
Mississippi river. The 1 by 8's 
boards on the east side were bring- 
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‘WEATHER-BLOC 7c Oncgcnat 


Single Unit VENTILATOR 
. ~ for 

GLASS BLOCK 

SMALL PANELS 


A PROVEN 
PROOUCT 





[ins 


Patented 
U.S.A.—2565122 
Canada— 478095 
Other Patents Pending 


IN SERVICE 





THOUSANDS 





Louver “fype pbllwecather Ventilation 


@ CONTROLLED VENTILATION 
@ STAINLESS STEEL BODY 


WEATHER-BLOC on the outside presents a series of 
horizontal louvers which blend with glass block and permit 
ventilation regardless of outside weather and assures 
absolute privacy no matter where the WEATHER-BLOC is 
located. The inside offers finger tip control of ventilation 
with adjustable louvers. Aluminum screen. 


3 WEATHER-BLOC MODELS 


STANDARD— glass louvers outside and inside 


@ NO SACRIFICE of 


IN COMMERCIAL 
GLASS BLOCK SIZES 


UTILITY —stainless steel louvers outside, glass louvers inside 


ECONOMY —stainless steel louvers outside and inside, 
6 and 8 inch sizes only 

WEATHER-BLOC can be used in existing glass block panels, 

or can be built into new panel construction as easily as o 

single glass block. 


VANDAL-PROOF FROM OUTSIDE 





Purchase Through 


Your Glass Block Dealer or Distributor 
Alro Nationally Distributed by 


GLASS BLOCK 
DISTRIBUTORS 


...Write and ask about 
your attractive discounts 











\ " f A Product of 
r /EATH ER-BLO AIR RECTIFIERS, Inc. 
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WINCO DISTRIBUTING & MFG. CO., Inc. 
533 Bittner Street + St. Louis 15, Missouri 





CHICAGO 13, ILLINOIS 


Nterling); 


we 


» HARDWAR E 


Plan sliding 
doors in your 
homes. They 
are quick and 
easy to install 
and save space 


Wardrobes and 
cabinets are 
better lighted 
and contents are 
more accessible 


No crowded 
passageways 
with sliding 
doors on 
Sterling 
Hardware. 


at 
DOOR FRAME. No special 
ee APRON CONCEALS 
HANGERS and can be 


ONLY ONE INCH 
HEADROOM required for 
all h 


ALUMINUM 
DOUBLE TRACK quickly 


attached to header 





DOOR GUIDES 
are easy to reach 
adjustment 
NO TRACK ON 
FLOOR te catch dust 
and dirt 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson Street + Chicago 18, Illinois 
Send Catalog and more information to: 


NAME 
ADDRESS 
CITY 

() Builder 


(_] Architect () Dealer 
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ing $86, compared with $88 on the 
west side. 


Market Dull 
At Baltimore 


A slack period seems to be mark- 
ing the whole lumber business here 
abouts. While a great 
of construction was 
and 


carryover 
anticipated, 
winter weather has been ex- 
tremely mild thus not holding up 
any projects, yard operators report 
trade is on the dull side. 

There are several apparent ex- 


planations. Retail yards already 


were well 
buying at the moment. 
great portion of their 
down. 


fewer inquiries, and 


On top of these 


including their 
spelled out a 
titude. 


own, 


“wait and 


Heavy Duty 
LIFTRUK 
5-72-10-15 Ton 
Capacities 


YW, 


wits LETIROUK 


Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing... higher stacking .. . 
swift outloading of pallet- 
ized loads. 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savings— 
as high as 75% in materials 
handling costs—through the 
use of rugged, dependable, 
heavy duty Silent Hoist 
LIFTRUKS, 


fT | 


Many yards now feature super-outloading 
services... generally within 15 minutes 


of time truck's arrival... through use of , 


LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


860 63rd STREET, 


BROOKLYN 20, N. Y. 
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supplied, and are not 
The larger 
industries have caught up with a 
postwar 
building, buying also has been cut 
Yards say they are having 
buyers are 
shopping around more than before. 
realistic ap- 
proaches on various sides, lumber 
men say the new political admin- 
istration pledged to economy, and 
therefore less expansion, very like- 
ly has influenced a lot of thinking 
which has 
see” at- 


On the short and long view of 
the year, however, they still look 
on the bright side. Early spring 
naturaliy will show a pick-up, and 
for all of 1953 most see a good 
year ahead-—-not phenomenal like 
some postwar years, but what may 
be termed “good.” 


Nationally 


Lumber shipments of 477 mills 
reporting to the National Lumber 
Trade Barometer were 0.4% 
production for the week 
February 14, 1953. In the same 
week new orders of these mills 
were 0.5°7 above production. Un- 
filled orders of the reporting mills 
amounted to 43°, of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 24 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 54 days’ rroduction. 

For the year-to-date, shipments 
of reporting identical mills were 
4.9% above production; new orders 
were 8.2°7 above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills 
99.35 above; shipments were 
74.9% above; new orders were 
65.6% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 3.8% 
above; shipments were 3.9% below; 
and new orders were 6.1‘ 


above 
ending 


was 


be'ow. 


Western Pine 


Production of western pine and 
associated woods by the 104 mills 
reporting to the Western Pine As- 
sociation for the week ending Feb- 
ruary 14, totaled 55.771.000 feet 
This compares with 52,203,000 feet 
for the same week a year ago. Ship- 
ments for the week were 64,690,000 
feet, 16°7. above production. In the 
same week last year shinments to- 
taled 66,456,000 feet. Orders for 
the week came to 65.391,000 feet, 


17.2°7 above production 


Southern Pine 


Shipments of southern pine by 
the 119 mills reporting to the 
Southern Pine Association for the 
week ending February 14, totaled 
18,657,000 feet, 7.32° below pro- 
duction for the week. Orders were 
18.840,000 feet. 6.41° 
duction for the week. Production 
was 20,130.000 feet, 6.73°7 below 
the three vear average. Orders on 
hand totaled 50,819,000 feet, a 
.36°% increase 


below pro- 
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Famke Products 


SPECIALIZING IN 


PONDEROSA PINE 
“DOUGLAS FIR 
~ — REDWOOD 


(eo.J.Silbernagel . 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 


ING Propucts MERCHAND 








COMPARE the 
Top Quality Features 


and 


Low Cost of the new 


HAR-VEY 


ROLLING DOOR 


HARDWARE 


3 models of the i \. Aluminum 
New CHALLENGER Series Teck 
meet all your needs ‘e Oilite 


a ce Bearings 
or doors to Ss. e@ Adjustable 


@ The top-mounted Challenger track 


3 = can be speedily installed, requires 


no mortising. 


e V-groove track eliminates chattering 
© Oilite bearings are self-lubricating 

@ RUSTPROOF Aluminum Track 

® Durable Nylon Rollers 


gor NT © Reduced headroom is only 1-1/4" 


~» @ ALUMINUM track serves as trim— 
no painting necessary 


er 
Challenger sets —in sizes 
for standard 


oO 
(hardware and track) o : 
come =“ er . he — 
ckaged @\ 
2a ° »S buying and handling. 


A Typical low delivered price only $2.70 list 


HOMESHIELD —for completely packaged set for 2' pocket door, 
PRODUCT including track, hangers, flush door pull, screws 


Get all the facts from your supplier, or write Dept. L 


METAL PropUCcTs CORPORATION 


807 N. W. 20th S$t., Miami, Fia. 
Western Div. (Calmetco, Inc ) * 609 S. Anderson, Los Angeles 
Mid-West Div. (Plymouth Metal Products) * 505 W Harrison, Plymouth. indiana 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. 


It is 


a compilation and average of mill prices at press time and should not be con- 


sidered as current on the day the magazine is received. 


The prices should be 


useful in following market trends and as a check on purchases made approxi- 


mately ten 
market price changes since the last 


DOUGLAS FIR 


Vertical Grain Flooring 
BAT 
Ix4 


Fiat Grain Flooring 
x4 135 130.00 


1x6 > } 150.00 


Drop Siding 
Ix6 (lat 106) .15 , 110 
Ix6 (lat 116).158 > 105 
Celling 
x4 oo SO.00 


1x4 1! yAt 0.00 


Hoards and Shiplap and 2” (Green) 
1x6 1x Ix10 1x12 
0. 1 65.00 7.0 67.00 75.00 
Ni oo a 00 
No 


100 > af 51.00 


0 
x1 ‘ a fal 


No. 2 Dimension 
4 { 


6s 
‘ 


‘ 0 as 


K/t, Onty 


RED CEDAR SHINGLES 


KRosynals 
No 
No 


Perfections 
o. 1 


WESTERN RED CEDAR 


Prices for red cedar siding In mixed 
cars, ling. © to 10° are: 
He-eled Siding, ' 

\ BR 

»> oH o00 

Ion Ht oo 
TOO OO X oo 


120.00 90.00 


Clear Bungalow Siding, % Inch 
8 ineh 170.00 165.00 
10 ineh 
12 inet 195.00 


00.00 195.00 

190.00 

Finish Ho and Hir. S2 or 48, 

W to 10 or Rough 
Ix & 240.00 
Ixlo "40 00 


days before receipt of the magazine. 


issue-—-the Editors. 


WESTERN PINES 


Ponderosa Vine 


Selects 


S2 or 1S g 8 


C&Btr RL 


Shop, S28 ) l 
5/4 ‘ 142.00 
6/4 142.00 


Commons, S2 or 48 
Z2&Btr 
ix 8 RIL 124.00 
Ixl2 RL 124.00 
Idaho White Vine 
Selects S2 or 48 
Ix4 1x6 1x8 
271,00 271.00 


239.00 239.00 


No. 3 
S7.00 
S700 


C&Btr RL 
D RL 239.00 


TO0.00 


1ons, S2 or 48 No. | No, 2 
157.00 146.00 
188.00 151.00 
Sugar Vine 
Selects 


S2 or 48 9/44 Rw 8 


B&Btr 
CC RL 
Db RL 
Shop, S2s ’ No. 2 
/4 , 125.00 
H/4 , 125.00 


280.00 
275.00 
245.00 


OAK FLOORING 


Clear Pln #4$x2% i4x1% %x2 
White 180.00 155.00 177.0 
Red 185.00 


Sel. Plain 


Vhite 162,00 1535.00 17.00 
Red 172.00 140.00 57.00 


0 


160.00 177.00 


41 Com, 
Pin. White 
& Red 155.00 A 


60.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr ©e 

1x4 175.00 165.00 

Flat Grain Flooring 

1x4 160 

1x6 190 


150.00 

180.00 

Drop Siding 
1x6 (Pat 
1x6 (Pat 


#106).170.00 
#116).170.00 
Hoards & Shiplap 

1x6 1x8 1x10 


1 100.00 105.00 115.00 


N 
Ni 4 75.00 77.00 17.00 
No 3 


160.00 
160.00 


i7 
60.00 65.00 65.00 


No. 1 Dimension 
12 ! 16. 18 


Bold face listings denote 


iRWwW 
265.00 
No, 2 
110.00 
110.00 


No. 4 
70.00 
68.00 


1x10 
278.00 
250.00 
No. 3 
118.00 
118.00 


iRW 
2S5.00 
280.00 
245.00 
No. 3 
85.00 


85.00 


x1% 
62.00 
162.00 


1 
] 
120.00 


77.00 


D 
145.00 


110.00 
140.00 


130.00 
130.00 


1x12 

140.00 
&0.00 
70.00 


20 


REDWOOD 


Bevel Siding 
Heat 9 
11 
13 

117.00 
145.00 
155.00 
154.00 
184.00 
207.00 
211.00 


gzrade wood Siding 
5.00 less ) » %& and % in 


rrr rvrrvvr>r 


“lear 


Anzac Siding 


‘lear All Heart 240.00 
‘lear All Heart 250.00 


duct $15.00 for A Grade, 


Finish 


eart Sis 160.00 
S48 185.00 

S48 200.00 

Sis 215.00 

Heart S48 225.00 

A Grade 1x4, 1xS deduct $196, 
and 1x12 deduct $15 





WESTERN HEMLOCK 


Vertical Grain Flooring 
Batti e D 
1x4 150.00 140 100.00 
Flat Grain Flooring 
1x4 130.00 125 93 
1x6 ; 155.00 150 100 
Drop Siding 


1x6 (Pat 
Ix6 (Pat. 


#106) .145.00 
#116) 


135 105, 
145.00 140 105 


Ceiling 
ex4 ss 05.00 100.00 
Ix4 110-120 105-115 


Boards and Shiplap and 

2’ (Dry) 
Ix 1x8 1x12 
No. 1 R000 82.00 - 82.00 
No. 2 77.00 7 77.00 
No. 3 64.00 ) 66.00 


No. 1 Dimension 


12 14 
74.00 74.00 
74.00 74.00 
7 76.00 
76.00 
74.00 


m3 -1-1-3-) 


mension 

64.00 
69 00 
71.00 
71.00 
69.00 


9x 4 69.00 
2x 6 Ho 00 
2x 8 71.00 
2x10 69.00 


2x12 


600 


Ho_O0 69.00 


No. Dimension R/L Only 
y 4 





ENGLEMANN SPRUCE 


Roards and Shiplap 

(dry) 1x6 1x8 1x10 1x12 
No, 2&Btr 110.00 110.00 110.00 120.00 
No. 8&Btr.. 81.00 86.00 86.00 86.00 


No. 1 Dimension 


90.00 92.00 102.00 102.00 

2x 6 85.00 ) 86.00 96.00 96.00 ‘ 00 86.50 86.50 

(elling or Flooring, B and tr, 9-16 2x 8 88.00 90.00 96.00 98.00 ‘ P 7.50 81 50 81 50 
‘ 4 i 5 5 5 

B& itr ( DD 99.00 107.00 110.00 oy 5 f 59 81.50 81.50 


°<10 98.00 
120.00 100.00 2x12 104.00 104.00 104.00 115.00 120.00 750 84.50 84.50 
84.50 


1x12 sn OK 2x 4 89.00 1h 18 Di 


90.00 


120.00 


115.00 | 95 No. 2 Dimension 2x1! fi 5 50 84.5 
a 


lines 620° ir odd 2x oo g2 00 $5.00 


x 6 78.00 


~ 95.00 
89.00 


$9.00 


95.6 
91 4 . 2 Dimension 
9 450 74.5 50 


19.06 £0.00 
Series 8,000 x 8 78.00 T4900 80.00 
TAsting unde ; 2x10 82.00 83.00 88.00 
cent x12 82.00 3.00 82.00 
Listing 4.00 «ay RF 
per cent 
Clear Lattice, 5-10", 6-10" 
100 Lin. Ft. 
1/3x3 — 
1/3x4 


4.50 
1.50 
$.50 
4.50 


4.50 


4.50 
4.50 
4.50 
1.50 
4.50 


(Roards graded No. 1, 2, 38, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
irately as in fir.) 


91.00 ~X 
89.00 91.00 2x 
89.00 91.00 2. 
ss 2x 
No. 3 Dimension R/L Only x 

, 4 69.00 sate cect : 


a 


>= 


m-3-2-9-3 
-2-2-9-9-2 


=} <3 +3 -3-1 


1 
1: 
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Some of the uses for NOYO 
CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 
POSTS AND FENCE BOARDS + EXTERIOR BOARD & BATTEN 
FACIA AND CEILING * EXPOSED BEAMS 
LOG CABIN SIDING + RUSTIC AND DROPSIDING 
MUDSILLS - BULKHEADS + CURBING +» CULVERTS » ARBORS 
GARDEN BENCHES AND STEPS + SEPTIC TANKS » KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings, 
Finish, Mouldings, Shop and all other Noyo products. 


fl! ; 0 write or phone nearest office 
u R. UNION LUMBER COMPANY 


Manufacturers 


Noro) R EDwOoOOoO Db) 620 Market Street, San Francisco 


> — CHICAGO LOS ANGELES 
L i MW B E R 2735 Grand Cent. Term. 228N. ta Salle St. 117 W. 9th Street ' 
Com pan* Mills at Fort Bragg, California ; } 
ee > — Ries a > 


i 


werd 





hear el ae), 





ee 





{ 











ee 


Ni 





>-—— 
piesa 


———— 


MEMBER: CALIFORNIA REDWOOD ASSOCIATION _——— ie pe 
—.— — ee me Sen ALS ET 


DEPENDABLE QUALITY*FRIENDLY SERVICE*> UNIFORM GRADES 











there's money in 


Seat 
ANACONDA | I aaaySochonale 


Profitable 
MINING COMPANY 


; Arnerican Lumber 
White for the Profit- & Treating Co. 


Lumber Department 
BONNER Jat ttt srr maces nena 


umbe : Bronch Offices in Boston, New York, Baltimore, 
obligation. %, Jocksonville, Fla., Little Rock, Ark., Los Angeles, 
M O N TA N A Am 3 ‘ San Francisco and Portland, Ore. 


*Wolmanized is a registered trademark 
of American Lumber & Treating Co. 
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What's YOUR Answer? 


1. A plywood-producing firm says 
it’s important to deal with a 
company that offers a 3-point 
what’? 


What was the first step that 
Merritt Lumber Yards took in 
converting to mechanical han- 
dling ? 


Plastic-faced flush doors are 
advertised by what North Car 
olina firm? 


What percent of gross sales 
does Merritt budget for mate- 
rial handling? 


Mannie Miller, a Washington 
dealer, manages how many dif- 
ferent kitchens in his show- 
room? 


PET stands for what tool firm 
promising, through its ad, a 
highly profitable Hardware 
Week? 

Hi-baked, metallic enamel pro- 
vides the finish for what new 


wall finish, 
advertiser ? 


according to the 


One answer to tough compe- 
tition is to make your store 
hours comply with what? 
Rolling up profits, as well as 
paint, is theme of what adver- 
tiser? 

Hottest $15,000 investment for 
today’s lumberman, according 
to a Minneapolis dealer, is 
what? 

Answers on page 194 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


Two Technical Bulletins, one deal- 
ing with Cover Crete, a Finish Plas- 
ter for Smooth Concrete, and the 
other with Acoustical Plaster, are 
being offered by National Gypsum 
Company. These illustrated four-page 
brochures contain the specifications 
and directions for the use of these 
products as well as a general analysis 
of their features and a description 
of their architectural uses. For copies 
write National Gypsum Company, 
Dept. AL, Buffalo 2, N.Y 


\ new plan to cut payroll costs and 
speed completion of paychecks by 
mechanized accounting methods is the 
subject of a booklet entitled “The 
Fastest Known Way to Produce Pay- 
checks,” just released by Remington 
Rand Inc. The plan is distinguished 
by two basic elements: 1. Simplified 
handling of a compact, new state 
ment-check with the automatic shuttle 
carriage on the Remington Account- 
ing Machine; 2. Simplified handling 
of the employes earnings record which 
is no longer posted while paychecks 
are written but are completed with 
pre-payroll computations. For copy 
of booklet No. AB569 write Reming- 
ton Rand Inc., Dept. AL, 315 Fourth 
Ave., New York, N. Y. 


Vermiculite Plaster Protection for 
Wood Construction is a new two-page 
publication; it summarizes the fire 
ratings for wood joist floors and wood 
stud partitions protected with ver 
miculite plaster on gypsum lath and 
metal lath, and gives the comparable 
fire resistance obtainable with sand 
plaster in each instance. For copy 
write Vermiculite Institute, Dept. AL, 
208 S. La Salle St., Chicago 4, Ill. 


Metal bonded to plywood: how it is 
made . how and where it is used. 
These are the subjects of a new 16- 
page bulletin issued by the Met-L- 
Wood Corporation. Uses of Met-L- 
Wood, outlined in Bulletin 521, range 
from railroad baggage car doors and 
truck bodies to lead-cored x-ray room 
wall panels, lift-truck-gangways and 
escalator side panels. Data is given 
on working Met-L-Wood panels on 
the job, as well as specifications and 
ordering information on prefabricated 
units. For copy write Met-L-Wood 
Corporation, Dept. AL, 6755 W. 65th 
St., Chicago 38, Ill. 


The 15th edition of the popular 
B. F. Goodrich Farmer's Handbook 
and Almanac is filled with informa- 
tive articles by noted agricultural 
authorities as well as charts and 
tables of useful farm data. Also il- 
lustrated is the complete line of tires 
B. F. Goodrich makes for every roll- 
ing wheel on the farm. For copy 
write The B. F. Goodrich Company, 
Dept. AL, 500 S. Main St., Akron, 
Ohio. 


Lavette Spacemaker 

The Lavette Spacemaker, a com- 
bination storage cabinet and lava- 
tory for the bathroom, is construct- 
ed entirely of pressed steel. The 
unit combines a large basin with a 
steel storage cabinet beneath. The 
basin is finished with acid resist- 
ant ‘‘Life-time’’ triple-coated por- 
celain enamel; the cabinet is fin- 
ished in white baked enamel. Stor- 
age provides room for towels and 
ther bathroom accessories. The 
unit is 32” high, 161,” wide and 
181,” in length. The lavette, which 
is designed to add greater conven- 
ience is ideal for a number of appli- 
cations; an extra bathroom, for 
rumpus rooms, garage, motels, 
mountain cabins, apartments, guest 
houses, and for bathrooms in small 
dwellings. The manufacturer also 
makes a complete line of bathroom 
and kitchen pressed steel sinks. 
Write U. S. Porcelain Enamel Com- 
pany, Dept. AL, 4635 East 52nd 
Drive, Los Angeles, Calif. 


Leatherback Subgrade Paper 


One step in construction most 
often overlooked in building is the 
proper preparation of the subgrade 
before pouring concrete slabs. A 
subgrade paper should be used un- 
der footings, concrete roads, drive- 
ways, sidewalks, basement floors, 
curbs or wherever concrete is 
poured on grade or below grade. To 
meet this need, Leatherback Sub- 
grade Paper is now offered by Pro- 
tective Papers, Inc. in roll widths 
of 18”, 24”, 30”, 36”, and 48”. 
Leatherback is said to meet all 
specifications for a subgrade paper 
and the range of widths permits 
selection to more exactly fit the job. 
The value and importance of a sub- 
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Now you cau Coll 


AIR-KING \ 


for every purpose 
—in any size 
and price range 


wall switch controlled 


low cost model AUTOMATIC SIDEWALL 


Now available at the same price as pull chain 
mode!s ! Weatherproof outside hood protects against 
ice, snow, wind and rain—encloses scientifically 
counter-balanced, exclusive ‘Flutter-F ree” shutter 
that automatically opens and closes when fan starts 
and stops. Wall Switch controlled — single or 
three speed (extra). Unscrewing of center gril! 
knob removes grill for easy cleaning. Motor and 
blade completely removable by merely loosening 
two wing nuts. In 8-inch and 10-inch models for 
walls 41,” to 28” thick. Sparkling white or chrome 
finish. Full 5 year guarantee. WF8C, WF10 
and WF10C ...priced as low as $27.55 


FOR CEILING OR SIDEWALL 


e Only 314" deep over-all 

e Blower-type blade 

Most attractive, powerful, versatile kitchen fan 
available. New blower-type pressure blade main- 
tains high air exhaust volume in long ducts. Mounts 
in ceiling or sidewall. Grill removes by merely un- 
screwing center grill knob. Outside frame will 
never warp or rust. Mode! CF8C especially recom- 
mended where low cost is a deciding factor. In 
White Enamel or Chrome finish. Available with 
3-Speed Contro! switch (extra). Full 5 year guar- 
antee. CF8C, CFION and CFIONC...priced as 


low as $27.95 complete with Wa!! Cap ae 


ECONOMICAL PULL CHAIN MODELS 


Where wall switch is not desired, this powerful, eco- 

nomical pull chain model is highly efficient. Eliminates 

wall switch installation cost. Outer frame will never (AN\ 
rust or warp fan housing. Grill easily removed by merely | 
unscrewing center knob. Motor mounted on one bracket ~) 
—motor and blade completely removable by loosening \V¥, 
just two wing nuts. Available in 8" and 10° models 

white enamel or chome finish for walis 5'»" to 16” 


thick. Full 5 year KF8N and KFION 
priced as low as $ 


Listed in Sweet’s Catalog or ask your Wholesaler. 


Complete catalog available by writing tc 


BERNS MFG. CORP. 3050 NW. ROCKWELL ST. CHICAGO 18, ILL 


® | 
EXHAUST CEILING | PEDESTAL window ELECTRIC 
FANS FANS pe fan VENTILATORS DEHUMIDIFIER 
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RED CEDAR SIDEWALL SHAKES 


SELL y) jpt 


PRYME-SHAKES 


with NEW 


PYNGL-ROLOBS 


...for 5 


Watch your shake sales climb when you start 
offering these beautiful new Fynal-Kolors 
at no extra charge under the profitable 
Creo-Dipt Optional Kolor Plan. 


Carefully selected for their sales appeal, 
the new 1953 Fynal-Kolors range from pleas- 
ing deep-tone shades to popular pastels. 


You Do Not Need to Stock 


FYNAL-KOLORS 


You sell Pryme-Shakes and Fynal-Kolor as a unit, 
yet you stock only the Pryme-Shakes factory 
stained in one prime color. Your Distributor will 
arrange drop shipment of Fynal-Kolor direct to 
customer if you so desire. 


Wak Coupon for 
COLOR CHART 


CREO-DIPT CO., INC.—Dept. AL-33 


North Tonawanda, New York 


Please send me full information on the profitable Creo-Dipt 
Optional Kolor Plan and the new Fynal-Kolors for ‘53. Also 


send name of my nearest Creo-Dipt Distributor 


ADDRESS 


cr ZONE STATE. 


eT | 
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grade paper in concrete curing 
arises in the fact that such a paper 
prevents the running off or leach- 
ing away of water from the freshly 
poured concrete. To cure properly 
throughout the slab, the water put 
into the mix should be fairly well 
retained during the curing period 
and should be lost slowly by evap- 
oration, as the concrete cures. 
When a subgrade paper is not used, 
water will flow readily out of the 
lower portion of the newly poured 
slab. Write Protective Papers, Inc., 
Dept. AL, Union, III. 


RENTED OR SOLD HERE 


AUTOMATIC 


TACKERS 


FOR 

SCREENS 
INSULATION 
CHILLING THE 
BUILDING PAPER 
SHIPPING ROOM 
UPHOLSTERING 
DISPLAYS 
MANY OTHER 





CUARANTER 


Oe le Ant 


Counter-Display Card 

The Fastener Corporation is now 
making available to all lumber and 
building material dealers a counter- 
display card and a wall banner in- 
dicating that the dealer rents or 
sells Duo-Fast Automatic Tackers. 
These displays were prepared at the 
request of many dealers who rent 
automatic tackers to homeowners 
interested in doing insulation or 
ceiling tile jobs themselves. The 
material is available on request. 
Write Fastener Corporation, Dept 
AL, 860 Fletcher St., Chicago 14, 
Ill. 





Adjustable Aluminum Louver 


A new low-cost Adjustable 
Louver recently introduced by the 
Leslie Welding Co., provides an 
easily-installed means of ventilat- 
ing gable peaks with pitches from 
4-12 through 12-12. The following 
advantages are listed: 1) quick in- 
stallation behind facia as illustrated 
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in accompanying photograph; 2) 
recessed installation gives appear- 
ance of traditional wooden triangu- 
lar louvers; 3) elimination of 
sagging or rattling by 4-point rein- 
forcement of louver vanes; 4) 
variation in vertical spacing of 
vanes minimized by center location 
of operating members. Louver free 
area is not impaired at low pitches; 
and 5) louver is integral unit and 
‘annot come apart. Individual vanes 
cannot fall out. An adjustable flash- 
ing, which is installed below the 
bottom vane is furnished with each 
unit. Leslie Adjustable Aluminum 
Louvers are supplied complete with 
aluminum screen in three sizes: 7 
vanes, 6 vanes and 5 vanes. Write 
Leslie Welding Co., Dept. AL, 2940 
W. Carroll Ave., Chicago, Ill. 








All-Metal Screen Door 
Trimview, new on today’s mar- 
ket, is an all-metal screen door 
that is adjustable in width and 
length. The door frame of tubular 
steel features a patented wire 
adaptor into which “‘Lumite”’ plas- 
tic or metal screen wire is se- 
cured. The steel frame section is 
only 1!.” wide and !.%” thick. This 
trim feature has made it ideal for 
front-door screening. It can be 
installed where other doors cannot, 
and it does not hide or disfigure an 
attractive front entrance. The 
novel adjustment feature of the 
door enables it to be installed in 
any standard or near standard door 
opening, even where the jamb is 
out of square. Width adjustments 
are made by means of a slotted 
channel length by adjusting the 
bottom strip. The construction re- 
portedly allows up to 30° more 
light and air. The “Trimview” 
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comes complete with chrome half 
moon handle, matching lock and 
strike plate, coil spring and attrac- 
tive double pushbars. Write Stew- 
art Screen Company, Dept. AL, 
Box 2208D, Pasadena 2, Calif. 


“ 


ge a MO eA ee 
“— 
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Chromtrim Catalog 


The R. D. Werner Co., Inc. has 
just issued its newest catalog 
which attractively presents the 
whole Chromtrim line of aluminum 
and stainless steel moldings  in- 
cluding mechanics and consumer 
shapes, accessories, sink frames 
complete with installation details, 
sales aids, etc. For copies write 
R. D. Werner Co., Inc., Dept. AL, 
295 Fifth Avenue, New York 16, 


Outdoor Trash Burner 


This Alsto unit provides a scien- 
tific backyard incinerator at a frac- 
tion of the cost to build or install 
one. It is fully engineered has 
been tested and recommended by 
Bureaus of Fire Prevention in all 
parts of the country. Known as the 
Saf-T-Brn, it won’t blow over 
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IMPORTED SWEDISH HARDWARE 


Hinge Hasp Light Strap " 
Handle 
SS aS , 


aie 


Barrel Bolts 


Safety Hasp 


" 
| det. Flat Corner 
gl 


Iron 


Ball Tip Butt 
Ornamental Cabinet Hinge 


e Light T 


i Eo mo Shelf Bracket 


DEPEND ON GENSCO STENMAN 


BUILDERS’ HARDWARE 


Popular priced Swedish builders’ hardware in all 
standard sizes and finishes. Made by one of the 
world’s oldest and largest producers of quality 
builders’ hardware. Stocked for immediate ship- 
ment. Give your customers better quality at 
better price. Write for Catalog 


a 


GENSCO CROWN BRAND SWEDISH WOOD SCREWS 


Swedish, Gensco - Crown - Brand slotted 
wood screws in flat, round and oval head 
styles. Made in bright steel and brass 
Write for prices 


WRITE FOR LITERATURE WRITE FOR PRICES 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1812 North Kostner Avenue e« Chicago 39, Illinois 
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1952 PROVED 


men want 
Kyanize 
SCRUBABLE-FLAT 


WALL PAINT 


“We actually had women come in with ad- 
vertisements in their hands demanding the 
new Scrubable-Flat paint.” 


“We've never had a flat paint that sold 
as well!” 


“T’ve told plenty of customers other flat 
paints were washable and then hoped for 
the best. Now I’m glad I can at last offer a 


sy flat paint that really is washable.’ 


“We had a feeling customers wanted = 
Scrubable-Flat. And boy, how they did. 
I've done a whale of a business with it.” 


“This new alkyd base Scrubable-Flat is revolu- 
tionary. It’s made other flat wall paints old- 
fashioned,” 


Getin one BANG: V4 


= 
NATIONAL ADVERTISING a 
on Scrubable-Flat this ¥ Myanize 


Spring — all building up SCRUBABLE. 


to a bang-up promotion 


for your store. Ask the FLAT 


Kyanize salesman about CLINGCOTE 
the Big Bang! 

GREEN 
Or write for information to ce 
KYANIZE PAINTS, INC. 
(Boston Varnish Co.) EVERETT 49, MASS. 








can't get out of order, and requires 
no watching. Available in three 
models, the Alsto trash-disposal 
unit is said to burn with intense 
combustion eliminating flying ash, 
blowing, burning bits of paper, ex- 
cessive smoke and smell. Models 
EC and D incorporate a baked-on 
ceramic coating that is rust-resis- 
tant regardless of climate. Im- 
proved handle and hinge arrange- 
ment simplifies loading, lighting 
and burning. Alsto units safely and 
quickly burn any refuse damp, 
green or dry as close as 10 feet 
from buildings or shrubs. For liter- 
ature write Alsto Company, Dept 
AL, 4007 Detroit Ave., Cleveland 
13, Ohio. 


Concrete Curing Compounds 


“Spray it and forget it’ Hunt 
Process. This special folder tells 
how Hunt Process curing com- 
pounds are sprayed on concrete 
surfaces immediately after comple- 
tion of the finishing operations on 
slab concrete, or on formed con- 
crete after removal of forms. The 
Necessity of Concrete Curing, 
Methods of Concrete Curing, Where 
Hunt Process Should Be Used, 
How Hunt Process Should Be Ap- 
plied, Spray Equipment, Quality of 
Hunt Process Required ... are 
titles covering facts about Hunt 
process. Pages of information are 
devoted to Hunt Process Clear, 
“Tilt-Up,” Black and Pigmented 
For copy of folder write Hunt Pro- 
cess Co., Inc., Dept. AL, 7012 Stan- 
ford Ave., Los Angeles 1, Calif 
































New Copper Expansion Joint 
This new 18-0z. copper expansion 
joint is designed for flashings at 
the base of parapet and main build- 
ing walls. It permits the use of a 
prefabricated copper expansion 
joint where far less durable and 
more costly methods were previ 
ously employed. The new joint is 
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formed at an angle to fit exactly 
the standard dimensions of copper 
base flashing. It has a 4” horizontal 
leg and a 12” vertical member. 
Open seams on the edges of the 
joint permit fast, easy interlocking 
and soldering of adjoining lengths 
of base flashing. Running down the 
full length of the member is a half- 
circle approximately 1” in di- 
ameter, which permits movement 
of base flashing due to temperature 
variations without its buckling and 
cracking. A_ prefabricated “cap 
box” is also furnished with each 
expansion joint for attaching to the 
cap flashing as a protective cover 
for the half circle in the expansion 
joint. Write Chase Brass & Copper 
Co., Dept. AL, Waterbury 20, Conn. 


A 


























Sisalkraft Snow Barrier 

This snow barrier is made ol! 
paper— yet it has survived violent 
sleet and snow storms! It’s a spe- 
cial paper of course—-so tough that 
state and county highway depart- 
ments have found their fences in- 
tact after sleet storms have de- 
posited one half inch of ice on the 
paper. The paper is Sisalkraft 
Snow Barrier- especially prepared 
for this job. It consists of two 
layers of high-grade kraft, bonded 
together by waterproofing asphalt 
and steel-like fibres with extra 
lengthwise reenforcing: 12-inch- 
width Sisalkraft is nailed to fur- 
ring strips which have been eat- 
tached to steel posts, spaced 8 feet 
apart. Write the Sisalkraft Co.. 
Dept. AL, 205 W. Wacker Drive, 
Chicago 6, Tl. 
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Display for Big Hand Scrapers 


Big Hand Scrapers, manufac- 
tured by Hook Scraper Mfg. Co., 
are now out with a new, compact, 
silent salesman display. The new 
display contains No. 1 and No. 2 
Big Hand Scrapers (the only scra- 
per with four cutting edges) and 


extra blades for each number. 
These new displays provide the 
dealer with an ideal unit for 


scraper and replacement blade busi- 
ness. Write John H. Graham & 
Co., Inec., Dept. AL, 105 Duane St., 
New York 8, N.Y. 





Plain Cork Floor Tile 


Plain cork floor tile is a new 


product manufactured by Dodge 
Cork’s exclusive process. The 
coarse natural granules of cork 


give the floor a very attractive ap- 
pearance. Color is relatively uni- 
form, and the wearing surface ex- 
tremely smooth and durable. The 
new product is manufactured in 
light and dark random shades, 
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available in three thicknesses: 14”, 
recommended for residential areas, 
and 3/16” and 5/16”, recommended 
for heavier commercial uses. This 
latest Dodge cork floor tile is of- 
fered in a variety of standard 
sizes: 6''x6’’, 6’'x12”, 9”x9”, 9”x18”, 
12”x12”, 12”x18”, 18”’x18” and 
36”x36", straight or beveled edges, 
and with or without a factory 
waxed finish. Write Dodge Cook 
Company, Inc., Dept. AL, Lancas- 
ter, Pa. 


Door-Frame-Hardware Unit 
This new door-frame-hardware 
unit is designed primarily for use 
in residences. Made of steel, it is a 
1°.” swinging-type door, furnished 
complete with key-in-knob cylinder 
lock, hinges and metal knocked- 
down frame. Both door and frame 
are factory machined and prime 
painted to save field installation 
time and costs; builder merely has 
to assemble and install frame, at- 
tach hardware and hang door (no 
cutting, fitting, mortising, etc.) The 
door can be used in apartments, 
housing projects, offices and other 
buildings as well as in homes. It is 
packaged for easy stocking and 
shipping. Fenestra sliding closet 
doors and recess doors are also now 
available. Write Detroit Steel Prod- 
ucts Company, Dept. AL, 2246 East 
Grand Blvd., Detroit 11, Mich. 


Purse Storage Rack 

No longer does purse storage 
pose a problem when householders 
make use of this purse rack intro- 
duced by the Knape & Vogt Com- 


ButtpInc Propucts MERCHANDISER 


pany, now a part of the well-known 
line of K-Venience clothes-closet 
fixtures. The purse rack provides a 
roomy bin at the top in which 
purses can be placed for out-of-the- 
way storage. Below the bin are 
three movable hooks for hanging 
shoulder-strap bags. The bin is 
ideal for kitchen or bathroom 
where storage of odd-shaped ar- 
ticles poses a problem. The rack, 
Model No. 552, is 20!5” wide and 
extends out 9”. It is shipped com- 
pletely assembled, packed one to a 
box, screws furnished. Write 
Knape & Vogt Company, Dept. AL, 
Grand Rapids, Mich. 

















Stab-lok Circuit Breakers 
Federal Electric Products Com- 
pany recently celebrated the man- 
ufacture of its 10,000,000th Stab- 
lok Circuit Breaker. This product 
was first sold only two and a half 
years ago and considering that 
the average house uses six circuit 
breakers, this production  repre- 
sents enough breakers for 1,660,- 





for lifetime beauty 


Your contractors and carpenters will like the sales appeal and easy 
installation qualities of Ozark Brand Oak Flooring. Fifty, even one 
hundred years from now, Ozark Oak Flooring will be as beautiful and 
durable as the day it is laid—and it’s easily laid. 

Produced from fine quality, Missouri altitude-grown Oak stock, Ozark 
flooring is unusually strong, yet takes only minimum sanding and 
finishing. It’s properly seasoned in Moore Cross-Circulation kilns— 
accurately milled—and precisely graded to NOFMA standards. It is a 
flooring that sells itself to homeowners, industry and your builders. 
It's a flooring that means extra profits for you. 





“Fine Flooring 
Since 1927” 








© 


Carefully bundled for safe arrival and easy unload- 
ing. Prompt Shipment. Place your order today! 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


Bo 
E 





000 homes or about half of all the 
new homes built during that time. 
The Stab-lok Circuit Breaker is 
used in place of fuses. Essentially 
it consists of a switching mechan- 
ism and a thermal-magnetic over- 
load device. It is now sold at a 
level of approximately half of the 
cost of comparable breakers two 
and a half years ago. This great 
cost reduction in the face of ris- 
ing material and labor costs was 
accomplished by the widespread 
use of unique mass-production ma- 
chinery unveiled last month for the 
first time. For literature, write 
Federal Electric Products Com- 
pany, Dept. AL, Newark, N. J. 


“a 


New Kennalock 

Kennalock No. 1420 is a com- 
pletely new lock especially designed 
for better performance and im- 
proved appearance. Utilizing a com- 
bination guide and latch, this lock 
is self-aligning, allows 5/16” verti- 


cal door adjustment. Non-tarnish- 
ing release catch is made of molded 
nylon. Locking mechanism can be 
reversed from right to left side. 
Finger pull is stamped into face 
plate. The entire unit is adjustable 
for 1°.” to 1°,” doors. Available in 
bright brass, dull brass, bright 
chrome, dull chrome, dull bronze 
and split finishes. Write Kennatrack 
Corporation, Dept. AL, Elkhart, 
Ind. 


es 


Bolta-Wall 

A new surface-textured and 
easy-to-install wall covering is re- 
portedly up to six times thicker 
than coatings for ordinary water- 
proof wallpapers and resists scuf- 
fing, snagging, moisture and house- 
hold stains. Developed for home, 
busines and institutional use, this 
new wall covering is available in 
two forms handy, eight-inch 





square Bolta Wall-Tile easily in- 
stalled by the homeowner himself 
or by a contractor; and Bolta-Wall 
rolls for professional installation 
only. Both forms are made of the 
same dimensionally stable material 
to resist shrinking and gaping 
seams. Two attractive new surface 
textures — Bamboo, and Leather- 
Grain Finish, are available in a 
wide variety of colors including 
light pastels. Bolta-Tile is avail- 
able at present only in the Bamboo 
pattern, which installed resembles 
wood parquetry, vet needs no fur- 
ther finishing. This semi-flexible 
wall covering consists of an outer 
layer made of Vinylite resins lam- 
inated firmly to a rubber-saturated 
paper backing. Easy-to-care-for by 
simply wiping with a damp cloth or 
sponge, this wall covering resists 
scuffing, abrasion and fading; will 
not chip, crack, peel or become 
brittle with age; and does not sup- 
port combustion. Long-wearing 
Bolta Wall-Tile simplifies applica- 
tion for the homeowner and at a 
low initial cost. Homeowners who 
do it themselves also save on ad- 
hesive costs and application time. 
A home installation kit complete 
with all necessary tools and an in- 
struction manual is also available. 
Write Bolta Products Sales, Inc., 
Dept. AL, Lawrence, Mass. 





LMS 
tile 
cutters 


cuts all 
resilient floor tile 








“ROLLEZY" 
made in 32 
quality easy 
“GLIDEOVER"— Made » wide 
from 8' x 7' to 24' x 24', which enables 


you to meet all residential and com 


ranae of 


} 


s| requirements 


| 


overhead models and sizes 


Tools of quality for 
quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 


BLADE RESHARPEN- 
ING SERVICE 


cuts plastic wall tile 





DEALER RENTAL 


PROGRAM 
AVAILABLE 


Write for bulletin AL-3 
and nearest distributor 


TODAY! 


).M.J. INDUSTRIES 


Incorporated 
Belleville, tt. 


@ Sawhorse Trestles 

® Scaffold Brackets 

@ Roof Brackets 

@ Folding Ladder 
Brackets 

® Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 

WAGNER MANUFACTURING COMPANY 


CEDAR FALLS 


“AUTOMATIC DOORMAN" The 
magic push butt alant perator for 
} and sing ANY make or type 
tional overhead garage door and 


‘ e-piece 


Ask for Garage Door Bulletin 53 AL 


cuts and 
bevels metal wall tile 


IOWA U.S.A 
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Three more reasons 
why NATCCO bathroom 


cabinets outsell others! 


NATCCO Cabinets are leaders because 
they represent quality plus economy. National 
( offers features that no other company has. And 
\ National Steel Cabinet is the largest exclusive 
manufacturers of bathroom cabinets. 





Here's a counter display that will fit anywhere. 
\ A Made of sturdy materials, it displays the fast 
(a moving 1102FL GARFIELD model. 
=A B It requires no assembling. It 
gg ecko cen has a pocket for ‘‘take one” 
ees ee literature. You buy only one 
= model 1102FL to obtain it. 


LIMITED 
OFFER! 
orm 


This well designed, four color, 
floor display zooms cabinet 
sales. It attracts attention to any 
part of your store — where it 
effectively displays four cabi- 
nets — two lighted and two 
unlighted models. This beau- 
tiful display is furnished you 
free-of-charge with each 
order of 3 each of models 
1102FL, 802, 1902FL and 
1902P. Easy to set up— 
\takes less than 5 minutes. 


a 


| (<geeaenie ee 


‘ NATCCO offers a complete line of 
handouts, mailing pieces, mats, catalogs, 
reprints, sale sheets—everything necessary for 

\ | complete promotion of National Cabinets 

\) \ (\ to your customers. All furnished free of charge 

\ be 


| 
4 


i} 


} promoted to thousands of architects, builders and other 
contractors. National advertising through trade and 
/ consumer magazine and direct mail tell the 
NATCCO quality story for jobbers and retailers. 
SEND FOR THIS 
PROFIT MAKING STORY! 
Read further details of how 
the NATCCO line of quality 
bathroom cabinets 
more profits for you 
letterhead will 
complete details. 
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Deal yourself a 
winning hand 

in 1953. Back this 
pair of aces 

and rake in the 
chips. 


Here are wood window units for every building 
purpose. The MALT-A-MASTER is a fully bal- 
anced unit with a new type of built-in foam rubber 
and aluminum weatherstrip and removable sash. 
The MALT-A-MATIC is an adjustable, weather- 
stripped unit with removable sash that’s priced 
within the most modest building budget. 
MALTA wood window units —like MALTA 
frames — cost less per 

year of service. De- 

mand is heavy — deal 

yourself in. 


Supreme Qualit y 


: C 
Since 1901 Manufacturing Company 
MALTA, OHIO 


Member of the 
Ponderosa Pine Woodwork Assn. and the N WMA 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are ‘‘set up” for 
service. With many long-established mill con 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum 
ber buying 


Tell them your needs. Let them 


supply your complete requirements 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 





Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns. 





Morrill & Sturgeon 


Lumber Co. ma wane OF Quart? 
YEON BLOG., PORTLAND, ORE. 





NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. ©. Box 7764, Portiand 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 


564 Market St., San Francisco 4, Cal. 
Joseph A. Adair Lumber Co. 


520 $. W. Sixth Avenve 
Portiand 4, Oregon 


Cari E. Lumber Co., inc. 


1120 Old Nat'l Bk Bidg.. SPOKANE 8, WASH 


PINE SPECIALISTS 
TEmple 1448 Teletype SP-175 
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New Ipik Folder 


A new four-page specification 
folder on Solid Core Flush Doors 
is now ready for mailing. Large 
detail sectional illustration, to- 
gether with full description and 
specifications on Ipik Solid Core 
Door construction are presented. 
In fact, it is the purpose of this 
folder to point out clearly the 
structural design and various func- 
tional advantages of the exclusive 
Inik method. Standard opening 
sizes for Ipik doors are shown in 
diagram drawings for easy refer- 
ence. The Ipik guarantee is also 
featured, as well as reproductions 
of full page trade journal adver- 
tisements. Write Ipik Plywood 
Company, Dept. AL, Kenner, La. 


Optional Equipment 


The auxiliary arm, known as the 
A-Arm on the regular Anco truck, 
has been added as optional equip- 
ment at slight additional cost. The 
A-Arm definitely gives the opera- 
tor better control when handling 
bagged goods and acts as a “third 
hand” for it, in effect, reaches over 
the first two bags and starts the 
top of the stack back at the mo- 
ment the nose-plate contacts the 
bottom of the pallet. This is de- 
scribed as “the easiest tilting truck 
ever put on the market.”’ Nothing 
could tilt a stack of 10 bags of ce- 
ment more easily—just practically 
no effort at all. The Anco-8 truck 


is for the dealer who wants to stack 
cement 8 or 9 bags high (and 
other materials in proportion.) The 
Anco-8 has the same specifications 
as the regular Anco except it is 
10” shorter and has tubular side- 
members. “It breezes along with 
shingles, rock, lath, etc. with a 
minimum of effort.” Write An- 
thony Truck Company, Dept. AL, 
P. O. Box 375, Paducah, Ky. 





Ualco Awning Window 


Union Aluminum Company is 
now in full production on the Ualco 
Awning Window, which is report- 
edly functional, versatile and easy 
to keep up. Ualco’s window gives 
maximum ventilation, is weather 
tight, easy to operate, has special 
night ventilation, automatically- 
locking ventilators. The window 
is easy to clean, has quality hard- 
ware, and the screens fit flush with 
inside window face; standard or 
metal glazing. The natural beauty 
of aluminum and the simple styling 
of the windows make them suit- 
able for any architectural design. 
Write The Union Aluminum Co., 
Inc., Dept. AL, Sheffield, Ala. 


Creo-Dipt Optional Kolor Plan 


Sales of Red Cedar Sidewall 
Shakes can be substantially in- 
creased by selling Creo-Dipt 
Pryme-Shakes with new Fynal- 
Kolors. The company’s plan offers 
beautiful new colors at no extra 
charge. And you don’t need to stock 
Fynal-Kolors. You sell Pryme 
Shakes and Fynal-Kolor as a unit, 
yet you stock only the shakes fac- 
tory stained in one prime color. 
The new 1953 colors range from 
attractive deep-tone shades to pop- 
ular pastels. Write Creo-Dipt Co., 
Inc., Dept. AL-33, North Tona- 
wanda, N. Y. 
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New Lintel 


This new window and door lin- 
tel, announced by Brainard Steel 
Division of Sharon Steel Corp., is 
produced by the roll-forming proc- 
ess, which eliminates any twist, 
and assures that the lintel lies flat 
at both ends. A special rib con- 
struction prevents wali drainage 
contact with the sash, and provides 
space for a solid bed of mortar. 
No tuck pointing is necessary. The 
new Brainard lintel, which meets 
all safety and strength require- 
ments for masonry construction, is 
light and easy to handle. The lintel 
is available in two gages, and sizes 
from 2’0” to 7'6”, enabling the 
builder to select the proper lintel 
size and eliminate cutting and fit- 
tine on the job. Write Brainard 
Steel Division, Dept. AL, Warren, 
Ohio. 


HIGHLY RECOMMENDED FOR 
Window Sash * Outdoor, all weather, 


————— =. clothesline %* Truck and trailer tie down rope 
—, 


* Motor starting cord %* Heavy wrapping cord 





The Sargent “2000” Closer 
The new Sargent ‘2000” screen “use” labeled. The words HEAVY DUTY ring a bell 


We find that consumers like to buy an item which is 


and storm door closer can be eas- in the average users mind .. .“here is a cord for rough 
ily attached anywhere on the door, i : a 
right or left hand, hinge side or jobs; indoors or out; heavy load or heavy wear”. 
opposite hinge side—or on the sof- 

fit (door frame overhead) — with- King Cotton Heavy Duty Cord will outlast and out- 
out changing any parts. For quiet, perform standard sash cord. It’s TOUGH... for use oe 


Ct . “ong” King Coffon 
no-slam closing the "2000" has a anywhere when a cord of unusual service life and 'g. 
large 15.” cylinder said to produce Line 


over 20% more checking power strength is required. A best seller on any cordage Sash Cord 
than the usual 11,” tube. Its heavy counter. Clothesline 
idjustable spring develops greater . ’ 2 Cord 
power for sure, positive closing and Ask your jobber for King Cotton 4 
a shock-proof speed control valve = Chatk Line 
stays where it is set. An easily HEAVY DUTY Cord. em Cotton Rope 
operated “hold-open” device holds 

the door open up to 120 degrees 


> 

M > 

so that large objects can be carried i] n o 0 n 
out without interference. The sleek 1 (6 U8 pat oF 
Sargent ‘‘2000”’, finished in brass or 

aluminum enamel, can be used on C 0 ~ DAGE 

screen and storm doors—from light 

to heavy—or on light inside doors JOHN H. GRAHAM & ¢€O. INC. 
for convenient automatic closing. 


Write Sargent & Company, Dept. 105 DUANE STREET, NEW YORK 8 N. Y. 
AL, New Haven 9, Conn. 
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PRICE 


offers a ) 


sotto ye 
FIREPLACE 


FRONT OPENING 
DIMENSIONS 
engineered for con- 
venience in using 
standard brick and 
standard masonry 

joint 


DUCTMAKERS 

FURNISHED FREE 
that save masons 
valuable time 


EXPANSION 
CHANNELS 
eliminate the ugly 
joint between face 
brick and fireplace 
form. No masonry to 

crack and fall out 


FLEXIBLE METAL 

STOP provided to 
hold insulation blan- 
ket in place above 
fireplace opening 


INCREASED 

VOLUME of warm 
oir supplied due to 
larger air passages 


offering book “100 Fireplace 
ideas” brings many thousands 
of inquiries every year—leads 
for you—and helps sell both 
builders and home owners 
on the benefits of this won- a 
derful new fireplace form 


Send for copies of the Price book “100 Fireplace 
deas” for each of your Salesmen 
4 E FIREPLACE, HEATER & 
Pp be | TANK CORPORATION 


193 W. Austin Street, Buffalo 7, N.Y. 
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New Color Packs 


Two new pocket-size color packs, 
each showing 104 Lowe Brothers 
Plax and Stylist Colors are being 
offered to dealers by The Lowe 
Brothers Company. Compact and 
handy, both color packs are pro- 
tected by a rich leatherette cover 
and acetate fly sheets. Colors in 
each pack are selected by nation- 
ally known color authorities in 
keeping with today’s trends for 
flat, semi-gloss and gloss interior 
finishes. The new packs have been 
designed for easy and rapid color 
correlation and selection. They 
enable dealers to offer broader col- 
or lines without increasing inven- 
tories. These Lowe Brothers color 
pack twins have large size chips 
for quick color identification. Write 
The Lowe Brothers Company, Dept. 
AL, Dayton, Ohio. 


Extension Handle 


An extension handle which in- 
creases the reach and usefulness of 
the regular size paint roller, mak- 
ing it possible for users to paint 
ceilings and floors from normal 
standing position, has been intro- 
duced by The Wooster Brush Com- 
pany as a special item in its 1953 
line of painting tools. The sturdy 
wood handle is 44” long and in- 
cludes an adjustable, worm-gear 
steel clamp at the working end to 
hold the roller firmly in place. The 
end of the handle is grooved so that 
any standard roller handle fits 
snugly into place and can be locked 
by the clamp to prevent turning or 
slipping. The clamp is quickly 
closed or opened by means of a sin- 
gle screw adjustment. Because the 
cover of the Wooster DeLuxe Mo- 


Varch 


hair Roller can be used with any 
paint, even enamel or varnish, the 
combination of the extension han- 
dle with this roller permits smooth, 
easy application of almost any ceil- 
ing or floor surface. Perhaps most 
attractive to home decorators is its 
elimination of the use of ladders 
for ceiling jobs. Write The Wooster 
Brush Company, Dept. AL, Woos- 
ter, Ohio. 


Metal Splicer 


Developed to save time and 
money on large or small construc- 
tion this splicer is said to eliminate 
the need for specifying long joists 
at premium prices. The tool is 
made of heavy gauge steel plate, 
formed and punched for use with 
2x4, 2x6, 2x8, 2x10 and 2x12” 
joists. Neat appearance makes ex- 
posed beamed construction desir- 
able; eliminates lapping of short 
joists which decreases joist center 
space which in turn often inter- 
feres with placement of 14” heating 
ducts. Use of splicer speeds joist 
construction, because after splicers 
are placed on center beams, joists 
can quickly and correctly be 
dropped from side to center and 
nailed. For literature and samples 
write Gee Company, Dept. AL. 
2600 W. 79th St., Chicago 29, Ill 


Special Roofing Bitumen 


To offset an acute shortage of 
roofing pitch, used in applying 
Built-up roofs of coal tar pitch, 
tarred felt, and with gravel or 
slag surfacing, The Ruberoid Co. 
has introduced Ruberoid Special 
Roofing Bitumen. A _ proved al- 
ternate for coal tar pitch, not a 
substitute, will permit the com- 
pletion of many large Built-up 
roofing jobs on which coal tar 
pitch has been specified. This re- 
cent development led Ruberoid re- 
searchers back some three or four 
decades when Built-up roofs 
were applied with bitumens other 
than coal tar pitch. Based on old- 
product formulae and performance 
records, duplication of waterproof- 
ing agents used in fine, permanent 
Built-up roofs of yesteryear, was 
readily effected. Write The Rub- 
eroid Co., Dept. AL, 500 Fifth 
Ave., New York 36, N.Y. 
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GARAGE 


Fleetwood 331: 


THE BEST QUALITY—LOWEST PRICED— 
FASTEST SELLING DOOR IN ANY YARD 


Because it provides .. . 

1. LOCAL CONSULTING SERVICE—to help you sell the big jobs. 

2. LOCAL INSTALLATION SERVICE—which you must have on 
big jobs. 
LOCAL SERVICE ORGANIZATION-—to keep your jobs running 
right. 
ALL THE DEMAND SIZES—8’ x 7’ through 12’ x 12’. 
ELECTRIC CONTROLS-—all types, including radio. 
COMPETITIVE PRICES—you can meet ANY competition. 
QUICK DELIVERY—from your distributor's warehouse or ship- 
ment direct from factory. 


LOCAL ADVERTISING MATERIAL—newspaper mats, folders, 
counter cards, and the biggest, finest garage building sheets ever 
published. 
9. THE FINEST QUALITY and engineering ever offered in a really 
low-priced door. 
Fleetwood is a hit everywhere and sales have multiplied over and over. 
You sell it “over the counter” with complete confidence that it'll stay 
sold; bigger jobs, where the big profits are, are sold installed, guaran- 
teed, serviced. YOU have NO headaches—and, there isn’t another deal 
like this in the country. Write, wire or phone. 


Crawford Door Company 


141-401 St. Jean ° Detroit 14, Michigan 
RESIDENTIAL—INDUSTRIAL--COMMERCIAL DOORS AND OPERATORS 


RESIDENTIAL INDUSTRIAL 





10 Fabricating Plants throughout the Nation 
Distributing Warehouses in 80 Major Cities 


Fleetwood DOUBLE-width doors avail- 
able in three combinations and SINGLE. 
width doors in four combinations of width 
and height; fit practically ANY opening 
in old or new garage. 


Neat installation. No projecting arms or 
brackets. Door completely inside garage 
when open—cannot collect snow, rain, ice, 
or be damaged by wind. 


NEW MAGI. 
COTE PRESERV- 
ATIVE TREAT- 
MENT optional 
at extra cost— 
seals out mois- 
ture, termites, 
fungus, dry-rot. 


NEW, EXCLUSIVE 
ZIN-COTE PLAT- 
ING on all small 
hardware including 
rollers and bearings; 
no rust, no corrosion. 



















Decorative Rosettes 





A series of new decorative ro- 
sette designs are now in quantity 
production by the Hillside Prod- 
ucts Company. They are available 
in a variety of sizes for use inside 
and outside the home. Produced 
from selected, kiln dried white 
pine, the rosettes are treated to 
prevent warping and rotting. They 
are packed in quantities of four 
with complete instructions, ready 
for immediate use. Write Hillside 
Products Company, Dept. AL, 216 
Forest Ave., Hillside, Ill. 















Booklet on Household Painting 


In recognition of the booming 
“do-it-yourself” trend in home 
painting, the Du Pont Finishes Di- 
vision has issued a 36-page “how- 
to-do-it”” booklet to help household- 
ers select the correct type of paint 
for redecoration projects and to 
guide them in the best and easiest 
way to use it. Liberally illustrated 
and clearly written, the brochure 
entitled “Going to Paint?” tells 
how to finish walls and ceilings, 
how to finish woodwork, how to 
finish floors, how to finish furni- 
ture, and the how of house paint- 
ing Particularly slanted toward 
the amateur is the liberal amount 
of practical advice provided includ- 
ing the latest information on new 
finishes developed by paint re- 
search. Included are pointers on 
mixing paint, caring for the brush, 
the amount of paint required to 
cover a surface, surface prepara- 



















tion, storing paint, and numerous 
other tips that will assist the 
homeowner to turn out a first-class 
job. A copy may be obtained free 
by writing the Du Pont Company, 
Finishes Division, AL, Room D- 
7147, Wilmington 98, Del. 





New Wallpaper Collection 


The new Fore-Runner Collection 
of wallpaper produced by James 
Davis, Inc., is attuned to the popu- 
lar “casual’”’ decor. The wallpapers 
are designed to blend in with to- 
day’s theme of informal living, and 
will fit into homes, large or small, 
of all types including the most 
modern. The Lancaster pattern is 
shown here. Keynote of the col- 
lection is the unusual colorings. In 
addition to the regular popular 
colors, the grounds include the new 
cocoa, plum, charcoal, burnt or- 
ange, etc. Some of the patterns are 
furnished in different color combin- 
ations. Numerous suggestions are 
included for various ensembles 
throughout the house or apart- 
ment. These wallpapers, though 
having the appearance of hand- 
prints, are priced within the range 
of the average income. Write James 
Davis, Inc., Dept. AL, 1400 Milwau- 
kee Ave., Chicago, IIl. 
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“See-Saw” 


This long model “See-Saw” is 
especially designed to meet the ply- 
wood cutting and ripping require- 
ments of lumber dealers and mills. 
It makes a 50” efficient cut off 
pass, and the saw retracts between 
the two supporting columns to 
clear the work panel. A rope and 
pulley means controls the saw 
while it is out of the normal reach 
of the operator. For ripping, the 
saw may be quickly shifted cross- 
wise in the carriage. The carriage 
may be locked any place on the 
track. Being a genuine mounted 
saw, the saw is positively locked 
in the carriage and the carriage 
cannot jump off the track. The 
carriage is equipped with rollers 
for easy movement and long life. 
The portable saw unit may be in- 
stantly dismounted intact for port- 
able use. The track is hinged at 
one end and swings down to clamp 
the work flat on the saw table. Tilts 
up to facilitate material handling. 
Write See-Saw, Dept. AL, 4140 
Syracuse, Dearborn, Mich. 


\ | 
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BE SURE AND SEE 
in this issue, a dealer’s own by-line 
story entitled ‘We Licked the Handling 
Problem.” It’s on page 88. 














Utilize those odds and ends of lumber. They'll pay their way 
with profits to boot if you make pickets out of them! The 
Schubert Picket Maker points 200 to 250 15” to 35s” width pickets 
per hour with planer-smooth finish. No sanding required. Adjusts to cut any 
degree of sharpness or bluntness of picket point. Light enough to carry to 
stockpile—38 lbs.—yet strong and durable for year after year use. 24” high. 
30” handle provides easy leverage. Anyone can operate. Seven day delivery. 
Send today for literature! 






SCHUBERT 


PICKET CUTTER 


Net Price only $52.50; f.o.b. Wilmette, Illinois 


H.A.SCHUBERT CO. Machinists 


1212 Washington Ave. Wilmette, Illinois 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


FBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 


























Sell the Spiral Screw Driver ||] aa, 
. or 


that’s enclosed...for || STAND OUT SALES! 


long tis safety Custom 
Combination 


Ba ; SCREEN & STORM DOOR 
Here’s the Spiral Screw Driver that immediately 


takes the customer's eve. It’s 

















easy for him to see how 


well he's protected fingers can't get pinched 
Sells on sight—and structurally is one of the strongest on the market! 

when working with this fine tool. And since it is Can't sag . . . door and grill are precision made of kiln-dried wood 
Grill is braced and permanently fastened to stiles and rails. Inter 
changeable storm and screen panels are made of extruded aluminum, 
rts are .. ean ae lee } 2 nee atte and mount snugly in separate frame on inside of door. Grill protects 
parts are Made to stand up under hard use - inside screen and glass. Doors are ready to paint, may be used in o series 
and outside sleeves and nose of stainless steel, drive , for a distinctive porch enclosure—or a breezeway of unusual beauty 


enclosed it stays dirt and grit free for long years of 
good service. High quality through and through. All 


nuts of phosphor bronze, other parts of high 
strength aluminum and steel. Hard Wear handle of 

attractive, durable green plasti Small and medium 
Sizcs individ 











Seven patented gue 
tally yacked with three sizes of bits terns. Write to ey 
; for folders and price 
in handsome package. Get complete details now. 


= : 
GREENLEE 
































CUSTOM DOOR CO. 


1723 N. Lake St. Rd.,. AURORA, ILL 
complete line of GREENLEE hand tools: Auger Bits, Chisels 


Gouges, Spiral Screw Drivers and many more. Write Green 
lee Tool Co., 2263 Twelfth St., Rockford 





IHlinois 
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New Catalog Sheet 


To serve as an insert to its folder 


on the popular Deluxe Maintenance 
Machine, the American Floor Sur- 
facing Machine Company is now 


offering a complete new circular 


covering all applications of this ma- 
chine. In a dramatic layout the 
Deluxe Maintenance Machine is pic- 
tured in six actual on-the-job 
scenes scrubbing, polishing, disc 
sanding, steel wooling, buffing and 
grinding. A close-up photograph 
shows the thoroughly tested at- 
tachments which allow the user to 
quickly convert his Deluxe machine 
into a unit capable of performing 
six major floor maintenance jobs. 
An important feature is that each 


attachment can be put on or taken 
off in seconds--no tools of any kind 
are required! The circular also 
tells about the new Deluxe “Swing- 
Around” handle and a Safety-Grip 
switch for positive off-on action. 
Other photographs and copy show 
and tell about three more big jobs 

rug scrubbing, disc sanding and 
bowling alley maintenance work. 
These machines are made in three 
sizes—14”, 16”, 19” brush-spread. 
Write American Floor Surfacing 
Machine Company, Dept. AL, 518 
South St. Clair St., Toledo 3, Ohio 




















“Venetian Stone” Siding 

The latest addition to the popu- 
lar line of Flintkote Insulation Sid- 
ings is a handsome stone design 
panel—Venetian Stone. This siding 
features a gray mortar line with a 
light gray stone facing. In addi- 
tion, all end joints are coated with 
a special waterprofing compound 

the same shade as the panel 
face—to provide an over-all, uni- 
form sidewall appearance. This 


new stone siding is ideal either for 
modernizing homes or for the ren- 
ovation and improvement of exist- 
ing commercial buildings. Write 
The Flintkote Company, Dept. AL, 
30 Rockefeller Plaza, New York 
20, N. Y. 


Reversible Window Ventilators 


In recognition of the trend to- 
ward larger window ventilators, 
Berns Air King has just introduced 
two new models in a 16” and 20” 
size — both electrically reversible. 
These fans have been designed to 
occupy a minimum amount of space 
in depth, with horizontal bars 
which increase their shallow ap- 
pearance. They are finished in lus- 
trous ivory and carry a plastic 
name plate in two colors which 
adds to the attractiveness of the 
models. Both fans offer two speeds 
for exhaust and intake, providing 
flexibility in choosing the exact 
degree and type of cooling desired. 
The 16” model is rated at 2000, 
1550 CFM. The 20” model is rated 
at 3000/1950 CFM. A new 20” 
non-reversible exhaust model in the 
same design is also available. 
Write Berns Mfg. Corp., Dept AL, 
3050 N. Rockwell St., Chicago 18, 
Ulinois. 





J. NEILS LUMBER 
COMPANY 


Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN 


Neopit, Wisconsin 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE + DOUGLAS FIR 
LARCH » ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 








MILLS 


Air-dried QUALITY LUMBER  Kiln-dried 
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New Floor Merchandiser 





The dealer can make delivery to 
his customer right off the rack of 
this colorful floor merchandiser! 
Actual product and price are prop- 
erly displayed. Rack accommodates 
hardboard shorts in 1x4’, 2’x4’, 
1‘x4’ and 3’x4’ sizes; prices are 
filled in and removed easily on 
transparent Acetate over box on 
sign panel at top. This “silent 
salesman” moves standard-length 
hardboard, too. Sign panel, show- 
ing green lettering on yellow, feat- 
ures samples of complete line of 
Celotex hardboards; leather-grain 
hardboard is backer for rack, and 
panel at base on which brand name 
appears is black tempered hard- 
board. Total height: 69”. Greatest 
width (sign panel): 32”. Greatest 
depth (base): 211%”. Write The 
Celotex Corporation, Dept. AL, 120 
South La Salle St., Chicago 3, Il. 





Alfol in 500 Sq. Ft. Roll 


The availability of Alfol Insula- 
tion in a new 500 sq. ft. roll was 
recently announced by the Reflectal 
Corporation of New York, makers 
of the multi-layer aluminum foil 
product. The larger roll, introduced 


But_pinc Propucts MERCHANDISER 


nationally after a successful 12- 
month regional trial, supplements 
the previously standard 250 sq. ft 
packaging unit. Production savings 
made possible by the 500 sq. ft. roll 
are being passed on in lower prices. 
According to the manufacturer, 
recently affiliated with the Borg- 
Warner Corporation, the purpose 
of the new package is to offset in- 
creased operating costs currently 
faced by insulation contractors 
The new 500 sq. ft. Alfol roll, 
measuring 12” in diameter, weighs 
less than 40 lbs. This compactness, 
it was found, enables one man to 









PALLETIZED 
FLOORING 


HAND LIFT 


Save time! Save labor! 


Either way... 


Save moncy! 


FORK LIFT 









carry 1,000 sq. ft. of insulation; an 
ordinary auto trunk to deliver up 
to 5,000 sq. ft. Write Reflectal Cor- 
poration, Dept. AL, 155 East 44th 
St., New York 17, N. Y. 





Six “Fairfield” Items Carded 


The Autoyre Company has card- 
ed six of its exclusive ‘“Fairfield”’ 


























handling covts PLENTY! 


Buy your next car of oak 


flooring in HARCO Palletized Units, 
With a fork lift, you cut handling costs as much as 75%, and get 
almost twice as much flooring in the same floor space area. 


Even with a hand lift pallet truck, you can effect economies in time 
and labor you never thought possible—in unloading from car, ware- 
housing, and moving to truck for delivery to job. 

These modern packaged units simplify inventory-taking, and reduce 


loss from damage and pilferage. 


Either way—fork lift or hand lift—HARCO Palletized Units in- 


Crease the efficiency of your operation. 





flooring HARCO Brand. 


Cut overhead! Build profits! 


HARCO Brand oak flooring is manufactured in the heart 
of the Great Smoky Region of the Appalachian Mountains. 
Exacting care in seasoning and manufacture in one of 
America’s most modern mills, results in a precision product 
—NOFMA grade-marked. 


Make your next car of oak 


Availabie, of course, in individual bundles if 


you do not have fork lift or hand lift equipment. 


ee". = 


ALCOA 






’ 


\V EACH-MAY- WILSON. INC. 


Tene .& & S$ OS 








Remodel Easier .. . Faster! 
with an EZ-WAY Folding Stairway 


Remodel! . . . Modernize! Inetall an 
EZ-WAY Folding Stairway to turn 
waste attic space into useful room for 
storage, den or bedroom. At nominal 
cost! See your dealer or write for 
name of nearest distributor. 


BOX 300-3 ST. PAUL PARK, MINN 











( Here's the one that 


WON'T SHRINK 


This modern plastic in 

} powder form makes 

| lasting repairs in tile, 

wood or plaster. Pays 

| dealers a bigger profit. 

WILL NOT SHRINK SELLS BETTER because 
' 


STICKS AND STAYS p 








it WORKS BETTER. 
« 


— 


—_— ‘OURHAM 

Most dealer report OLK HARD 

a iles of Dur- \Au AROUND 
un Rock « 

Water Put 


doubling, 

year Wha 
Durham's 
Hard Wate 
gives yi 

be t profit-mar 
any product « 
nature, Use it yo 


wh it sel 


*) DONALD 
DURHAM 
COMPANY 
Des Moines 4 
lowe 


If, and you'll quickly 
see Why 7) and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
i-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





matched line of bathroom and 
kitchen accessories. The new cards 
are designed to speed across-the- 
counter sales by telling the sales 
story in an interesting manner 
right on the item itself. The bright- 
colored cards illustrate the product 
in actual use and are attractively 
arranged on the items to catch the 
customer's eye. Autoyre “Fair- 
field” matched accessories now 
carded are: the Twin Towel Bar 
(in two sizes), Add-a-Rack, Twin 
Corner Towel Bar (shown illus- 
trated), Towel Ring and the Towel 
Shelf and Drying Rack. Write the 
Autoyre Company, Dept. AL, Oak- 
ville, Conn. 








1953 Electric Disposer 


An electric food waste disposer 
that incorporates features designed 
to cut installation costs, is an- 
nounced by Youngstown Kitchens. 
The disposer is a “stubby” model, 
just 14” high. Features of the 1953 
model, in addition to its low price, 
include simplified installation, 
quieter operation, and a self-con- 
tained rotor reversing switch. Fast- 
er and easier installation is made 
possible with the short unit, the 
drain opening being only six and 
one-half inches below the bottom 
of the sink. This permits easy in- 
stallation to existing drain lines 
that go through the wall rather 
than through the floor, and elimi- 
nates much of the need for expen- 
sive plumbing alterations to ac- 
commodate the unit. The dispos- 
er’s drain outlet is a tubing rather 
than cast metal. It permits easier 
and better sealing to the trap. Al- 
so, the tube swivels, making it eas- 
ier, where the plumbing code per- 
mits, to attach to continuous waste 
lines of double bow! sinks and com- 
bination dishwasher-sinks. Write 
Mullins Manufacturing Corpora- 
tion, Dept. AL, Warren, Ohio. 
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Cocoa Brown—The New Color 

Hough Shade Corporation, mak- 
ers of Ra-Tox Folding Doors and 
t0om Dividers, announces the ad- 
dition of new Cocoa Brown No. 148 
to the list of standard lacquer fin- 
ishes in which these products can 
be ordered. The sales appeal of this 
exclusive cocoa brown is already 
proved. Hough Shade products are 
made of 7%” slats of basswood wov- 
en into fabric of unique texture by 
a warp of durable seine twine. 
Widely accepted, they are said to 
be lowest in price of all folding 
doors. Write Hough Shade Corpo- 
ration, Dept. AL, 1026 Jackson St., 
Janesville, Wis. 


Ve aa 


Salubra Wallpapers 


A new 12-page booklet, “It’s 
Smart to Choose Salubra,” presents 
the complete story of Swiss- 
imported, scrubbable Salubra now 
available in new decorator designs 
for the commercial and institutional 
markets. Salubra “is manufactured 
with oil colors for indefinite dur- 
ability and lasting beauty.” It is 
impervious to dust, soot, grease, 
smoke, odors, microbes, and ver- 
min. It can be hung by any capable 
paperhanger with any good com- 
mercial paste. The product carries 
a 5-year written guarantee for ab- 
solute fadelessness nad scrubbabil- 
ity. Salubra wallpapers are avail- 
able in more than 60 styles. Write 
the Warner Company, Dept. AL, 
420 S. Wabash Ave., Chicago, III. 
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Quality lumber from the finest mills 
in California, Oregon and Washington. 


SUGAR PINE 
PONDEROSA PINE 
MOULDINGS 


DOUGLAS FIR 
WHITE FIR 
REDWOOD 


T0000 OS 
——_ 


@ Kiln Dried or green @ Sugar Pine Pattern Lumber 


@ Industrial Lumber all species © Douglas Fir Studs 


@ Retail and Distribution Yard Lumber 


SUPERIOR LUMBER 
SHLES COMPANY 


920 9th ST. * Phone HUdson 4-8216 
SACRAMENTO 14, CALIF. 


PROMPT 
DEPENDABLE 
SERVICE ° 


WL pains 
IGRISWOLD! 
| DOUGLAS FIR | 
| and | 
| | 


WEST COAST HEMLOCK 


STRAIGHT OR MIXED 
CARS including Lum- 
ber, Plywood, Doors 


Stock Griswold and you stock the best. Quality lumber 
products for every need—prompt shipment and dependable 


values 


THe Griswovo LUMBER Go. 


Vanula turers Didtirihbutors 


* FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Precision 


100% 
Manufacture Kiln-Dried 


and Whel I 


AFFILIATED Carlton Manufacturing Co. 
CARLTON OREGON 


15 Milhon Feet Annvel Cut 


L. H. L. Lumber Corp 
CARLTON OREGON 
Annvel Cur 


MILL INTERESTS 


45 Mithon Feet 


BuILDING Propucts MERCHANDISER 


Wholesalers and 
Exclusive Mill Agents 


ADJUSTABLE 
LOUVER 


SIX EXCLUSIVE FEATURES: 
SELF FRAMING DESIGN 
INSTALLS QUICKLY BEHIND FACIA 
LARGE FREE AREA AT EVERY PITCH 
4-POINT REINFORCEMENT ELIMINATES SAGGING OR 
RATTLING VANES 
ADJUSTABLE FLASHING INSTALLS BELOW BOTTOM VANE 
RECESSED INSTALLATION GIVES 
APPEARANCE OF WOODEN LOUVERS 


ALL THESE FEATURES 
AT LOWER PRICES! 1. 








Designed by LESLIE, pioneer in tae a 

the field of attic ventilation, the Leslie Adjustable Louver has 
already been enthusiastically received by your contractor 
customers at the 1953 NAHB Show. This all-aluminum 
Louver fits pitches 4/12 through 12/12, and is supplies od with 
aluminum screen and adjustable fiashing. 3 sizes: 5 Vane 
(illustrated), 6 Vane and 7 Vane. 


ASK YOUR JOBBER for information on the COMPLETE LESLIE 
LINE of Roof, Cornice and Foundation Vents, Wall and 
Adjustable Louvers TODAY. Write for new 1953 Catalog. 


LESLIE WELDING CO. 
2941 W. Carroll Ave., Chicago, Ill. 





Room Air Conditioners 


Chrysler Airtemp has announced 
that two new models of window- 
type room air conditioners, pow- 
ered by *, and one h.p. motors 
will be available for 1953. New 
this year is the four-way adjust- 
able fresh air discharge. Horizon- 
tal and vertical louvers direct the 
air flow up or down to either side 
for effective draft-free circulation. 
Both models have the same dimen- 
sions—-271% inches wide, 15%% 
inches high. A supporting cradle 
and window sealing materials are 
supplied. A three-position control 
selects either of the ventilating or 
ventilating and cooling stages. In 
addition to ventilating and purify- 
ing a mixture of inside-outside air, 
the unit removes excess moisture 
from humid summer air and dis- 
charges it outdoors. The sealed 
compressor operates at 1,750 


r.p.m. Moving parts within the unit 
float on rubber mountings for 
vibration-free operation. Write 
Chrysler Airtemp Division, AL, 
Chrysler Corporation, Dayton, 
Ohio. 


New Smaller Air Sander 


A new smaller, reciprocating air- 
powered Model J-R Detroit ‘Easy”’ 
Finisher is announced. Features 
of the Model J-R are light-weight, 
only four pounds—smaller palm- 
size grip for maximum operator 
comfort—Air Switch type control 

No Surge automatic mist-type 
water spray for wet sanding—easy 
to use abrasive holder for attaching 
several sheets of sand paper at one 
loading—-Fast cutting, 4500 strokes 
per minute operation on air pres- 
sure of only 50 to 60 pounds. A 
unique slide action design for at- 
taching the detachable sanding 
pads allows for up to a two-inch 


off-center adjustment of the pad. 
Off-center pad position permits 
sanding in grooves (drip moldings), 
up to protruding trim and other 
hard-to-get-at areas. Also provides 
for instant attaching of desired 
type of sanding pad to fit the job. 
For literature write Detroit Sur- 
facing Machine Company, Dept. 
AL, 1333 East Eight Mile Road, 
Detroit 20, Mich. 


New Combination Door 
Lock Set 


The Earle Hardware Mfg. Co. 
announces a new addition to its 
line of combination screen and 
storm door locks. The set, called 
No. 73, has a 5 pin tumbler cylin- 
der, which makes it possible to key 
the set with existing Earle locks, 
or to master key it with other locks 
to eliminate the necessity of carry- 
ing extra keys. Another feature of 
the lock set is that it provides 








MIXED CARS 
A SPECIALTY. .«\ 








Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 


DRY SHEDS—Ample Storage Adjacent to Car- 


DRY LOADING DOCK—Can Load 19 Cars 


THERE IS NEVER A LET DOWN 


Mills at Anderson & Canby, Californio 
Sales Office: Anderson, California 


sign. Capacity 1 million feet per 
charge. 


line Means Dry Lumber for you. 
Under Roof. Assures you quick 


Shipment Regardless of Weather. 


IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Ralph L. 


MITH 
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Remodeling is 
Big business... 











Home Buyers . 


* ~9’ Like the way Etling Windows take 


& the stretch and strain out of win- 


with dealers who stock 


| 
| 
| oo 

® | J = dow washing. Just press a tab 
/ hy and both sash swing in for easy 
| mt ‘ cleaning. Open or closed, both 
- sash slide up and down, hang 

ay “t= suspended. 


Home Buil 
the pre-finished surfacing material 


Like the way Etling Win 
dows cut installation costs 
features NEVAMAR. This tough high-pressure laminate and help sell new homes 


: ; faster. 
turns dull, drab kitchens into colorful showrooms. It 


There's a steadily growing market for the dealer who 


creates beautiful surfaces on cabinets, sink tops and 
work tops that never need painting or refinishing. You 
; Like the way Etling Windows 
NEV t 
can recommend NEVAMAR with confidence because bad simplify warehousing, handling. 
Each is a complete unit, packed 
service. NEVAMAR is nationally advertised—to the | ' in a mar-proof carton or crate. 


‘ | \\ Eye-catching display models for 
public and to the builders and contractors you sell. } dealer show rooms. 


its superior qualities have been proven in actual 


Increase your volume and profits with NEVAMAR. 


Ww he N 10 SMART STYLES, HE 
rite to the Nevamar 
Company, 1224 Wi- INCLUDING 1 


count Ot tiiung o 


comico St., Baltimore- "Guaranteed by © PICTURE WINDOWS 

30, Md., and learn how Good Housekeeping w 
you can establish your- Lo//A\\\ <a PLEASE SEND INFORMATION ; 0° 
self as a NEVAMAR | | . w 


dealer. 








Etling Window, Dept. AL, Barberton, Ohio 
DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MD. 


Name 


WE NATIONAL eset octet Conyuamy | 


ODENTON, MARYLAND | City & State 


NEW YORK: EMPIRE STATE BUILDING » LOS ANGELES: 5025 HAMPTON STREET 
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New Spee-Dee 





SAWHORSE —with the Ex-, 

BRACKETS “hae nous 

Pat. Pend ion Dis. 
assembling 


















Low-Priced, Top 
‘. Quelity * Takes 
Dres 


Instruc- 
tions to 
ollow 
A—F langed om 
hole 
ing nail 
hammer 


Won't Fall Apart When slips 
Lifted by the Rail! easily under nail 
head. 





Easy to use. Employs nails to secure the assembly 
Made of heavy gauge steel, fabricated for strength, 
rust resisting finish, Use for ping-pong, train and 
pienic tables, display stands, carpenter's horses, ete. 
Disassemble on the job for transporting, storing 


for Heavy-Duty Service 


DALTON 
Fully Mechanical 
SAWHORSE 
BRACKETS 


NO NAILS, BOLTS OF 
MITERING OF LEGS! 


Sizes for ix4’sand 2x4's 






Put lumber in jaws 
and «leg sockets— 
tighten wingnat! 
Sturdy steel con j 
struction. Uses: Ptat- | 
forms, Seaffolding, 
Work Benches, ete 
Disassemble en the 
Jeb 


A Twist of the Wingnut 
Locks Legs and Rall 
Rigidly in Place! 











it not stocked “by ” your jobber, 
nave him order for you 


DALTON MFG. CO. 5.0" “EA 


STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA dala 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 
gallon (20 yards or 





more) .. . smooth- 

er body... easy to 

spread... no dis- . 

agreeable odor . . . no presetting neces- 


sary... 


never gummy or tacky. 





LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 





Order from your wholesaler. 


CONSUMERS GLUE CO. 


Y MADLEY SI oF tous 6 MO 





year-round comfort. Since the com- 
bination door can now be similarly 
securely locked as the main en- 
trance door, the inside door may 
be left open to gain more winter 
sunshine or summer breezes. The 


No. 3 set is easily installed by 
boring two holes 5,” in diameter. 
It will fit into the same mortise as 
the popular No. 733 set, now in- 
stalled on many combination doors, 
but which does not provide key- 
lock protection. Write Earle Hard- 
ware Manufacturing Co., Dept. AL, 
Reading, Pa. 





Timberlock Connectors 


The well-known Timberlock split 
ring timber connectors are now on 
the market again. Timberlock con- 
nectors are described as having 
won a reputation for strength, 


dependability and _ performance 
throughout the construction in- 
dustry. For specifications and 


prices write Marsh Company, Dept. 
AL, Hastings, Neb. 





Handy Calking Tube 


Latest innovation in calking con- 
venience from Macklanburg-Dun- 


can is the new nine-ounce Hand 
Squeeze Tube made for the weli- 
known Nu-Calk calking compound. 
Bright in a new yellow and black 
tube, the outstanding feature of 
this latest development is its util- 
ity. The Hand Squeeze Tube is 
squeezed just like a tooth paste 
tube! Needs no gun! Merely un- 
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screw the top, squeeze and start 
filling that crack! It’s a natural 
for homeowners who have only 
small calking jobs to do. Ease of 
application; handy, light-weight 
size and reasonable cost are sev- 
eral reasons why the Nu-Calk 
Hand Squeeze Tube will have wide 
sales appeal. Comes in an attrac- 
tive new display carton containing 
12 tubes. Nu-Calk Calking Com- 
pound, of course, is a non-stain- 
ing, off-white, prepared plastic 
compound that will not dry out, 
crack, harden or pull away from 
any surface to which it’s applied. 
Because of its elasticity, Nu-Calk 
is not affected by weather changes 

it expands and contracts to form 
a perfect bond with any surface. 
Write Macklanburg-Duncan Com- 
pany, Dept. AL, Box 1197, Okla- 
homa City, Okla. 





Fasco Ventilating Fans 


Fasco Industries, Inc. announces 
new outside wall and ceiling venti- 
lating fans designed with a remov- 
able outlet box. Picture shows elec- 
trician connecting wires from the 
receptacle to power supply and 
about to replace outlet box and 
cover in the sleeve. Two screws 
keep outlet box firmly in place and 
outside of sleeve. Box is out of the 
air stream where it cannot collect 
dirt and grease which will be ex- 
hausted when the fan is operating. 
One major advantage of the outlet 
box being removable from the in- 
side is that wiring is done more 
easily and quickly in the open. Re- 
movable outlet boxes make installa 
tions easier in house with finished 
walls. Ventilating fan can be in- 
stalled in round plaster hole, then 
box can be replaced. No replaster- 
ing necessary. Inset shows new 
Fasco model 1082 outside the wall 
ventilating fan. It is available in 
both 8 and 10 inch sizes. This new 
fan features completely automatic 
performance. Write Fasco Indus- 


tries, Inc., Dept. AL, Rochester 
mS: 
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introducing ... 


Wonder 


FABRIC-COVERED 
FOLDING DOORS 


This is our first advertisement, but the news has leaked 
out—and the response has been terrific! Inquiries and 
orders have come in from dealers, architects, builders 
and homeowners (we’ve directed them to our distribu- 
tors). A tremendous market exists for the Wonder-Fold, 
and you can share in the business! Contact us at once 
to be first in your area with this rapid-fire sales item! 





Pkgd; all 
hdwe incl 


SUGGESTED RETAIL 24 95 
SELLING PRICE .... . 
By far the lowest priced fabric-covered door 
on the market! 








DISTRIBUTORS: GET THE FULL STORY TODAY! 
DEALERS: Get the name of your jobber! 


TExas 4-8008 


WISCONSIN DOOR SALES CO. 


10101 LYNDON DETROIT 21, MICH. 











Plastie-fabrie couered 
... tt F beautiful colors 


No chip, no crack, no peel, no fade 
Designed for years of troublefree service 


Sold Through 
Lumber 
Dealers! 





}@ Red = e@ Off-White 
e@ Gray e@ Green 


Standard and custom sizes; 
other fabrics available. 
Write! 











N 040.94 -. 


ASK ABOUT 


OUR SAMPLE 
OFFERS ~ 





















































Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bidg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Reiny Lake, Ont. 











J. W. 


If you're going to vacation in the South, stop in and visit 
our plant at Harriman, Tennessee. It's conveniently located at 
the junction of U. S. Highways 27 and 70 on the main route 
to Florida and other points south 


We welcome the opportunity to become personally acquainted 
with you ... and will be happy to show both old and new 
friends Wells’ extensive facilities, and the methods of opera 
tion and manufacture that have made Wells Flooring ‘The 


Floor Layer’s Choice.” 


We believe you will find a tour through our plant an interest 
ing sidelight to your vacation. Coming or going, drop in on 
us; you're assured a friendly reception 


WELLS LUMBER COMPANY 


NOIMA Sales 


ol Office 
Montgomery, Al¢ 


e and ft ? 


Harrimoe, Tenn 
“ff 
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New 6,000-Pound Fork Truck 


A 6,000-pound gas-powered fork 
truck on pneumatic tires has been 
introduced by The Ross Carrier 
Company. Designed to expedite 
indoor-outdoor handling opera- 
tions, the Ross Series 6 incorpo- 
rates several exclusive features. 
The open tower provides unob- 
structed vision for the driver be- 
cause the hoist cylinders and 
chains are located within the side 
members of the tower. Single lever 
of control of hoisting and tilting 
speeds handling. Four speeds for- 
ward, four reverse for any operat- 
ing condition. Same tire sizes front 
and rear simplifies the problem of 
stocking spare tires, larger wheels 
on rear of machine makes steering 
easier. Planetary gear drive in the 
wheels reduces wear and tear on 
differential and drive axles. Write 
The Ross Carrier Company. Dept. 
AL, 805 Miller St., Benton Harbor, 
Mich 


Mi 


ge * 
ee 
* 


K-V‘s New Belt Rack 


The new No. 779 
Belt Rack recently introduced by 
Knape & Vogt has proved to have 
multiple appeal to consumers, ac- 
cording to Frederick J. Vogt, pres- 
ident of the company. Although it 
was designed primarily as a belt 
rack, hardware and department 
store dealers report that women 
are buying it not only to hold belts, 
but for tidy storage of handbags, 
umbrellas, scarfs, stoles, and many 
other such miscellaneous acces- 
sories. Completely chrome-plated, 


the No. 779 K-Venience Belt Rack 
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K-Venience 


has 14 sturdy hooks, angled up- 
ward to prevent slipping. It is 
quickly attached to door or closet 
wall with screws (furnished). 
Write Knape & Vogt, Dept. AL, 
Grand Rapids, Mich. 





New Ford Tractor 


The new Golden Jubilee Model 
Ford Tractor, featuring a ! 
Live-Action Hydraulic System said 
to be the most advanced system 
available on any tractor, is rolling 
off the assembly lines at Ford's 
Highland Park, Mich., plant. The 
new Ford ‘Red Tiger’ overhead- 
valve engine develops substantially 
more power than any previous Ford 
Tractor engine, making the new 
Ford Tractor capable of handling 
a greatly increased range of farm 
jobs. The increased wheelbase of 
737%", coupled with the heavier en- 
gine, gives the new tractor im- 
proved front end stability and per- 
mits the use of heavier equipment. 
The front axle support assembly 
incorporates a number of mount- 
ing holes for convenient use of 
front mounted equipment. A new 
front power-take-off has been add- 
ed which simplifies the use of front 
end implements, such as_ the 
loader. Overall length has been 
increased to 120” and weight to 
2.510 lbs. Write Dearborn Motors 
Corporation, Dept. AL, Birming- 
ham, Mich. 


\ 
\ 


PC. ee 


A ee 


i le Ou Tone FLAT ENAMEL 


COOLEY! SELF SEAMING! WASHABLE’ | 





OilTone Flat Enamel 


Using the campaign slogan, “The 
Lid’s Off!", the Seidlitz Paint and 
Varnish Company and Affiliates, 
are introducing the eleventh prod- 





March 





uct in their Patented Multi-Tint 
Line. A true alkyd resin oil-base 
flat enamel, OilTone is said to be 
odorless, self sealing for one-coat 
coverage and completely washable. 
It provides a glare-free, velvety 
flat finish on any uniform interior 
surface, and will dry in one hour 
to touch, hard overnight. OilTone 
Flat Enamel, operating under the 
MultiTint System, is available in 
125 custom colors and finishing 
white. Dealers purchase OilTone 
in a finishing and tinting white 
only, and are supplied with Multi- 
Tint Tinting Units with which they 
produce all 125 colors, at the point 
of sale, by the addition of one tint- 
ing unit to a container of tinting 
white. “This most modern and 
versatile of finishes has all of the 
desirable characteristics of a qual- 
ity full-gloss enamel without the 
harsh glare that goes with a gloss 
sheen,” G. R. Seidlitz stated. For 
descriptive literature write Seidlitz 
Paint and Varnish Company, Dept 
AL, P. O. Box 37, Kansas City 41, 
Mo. 


it {ze 


Plaster, Mortar Mixers 


Muller Machinery Company, Inc. 
recently introduced three new mod- 
els of its plaster and mortar mix- 
ers, designated as Series 100, Ser- 
ies 120 and Series 160. All three 
incorporate the paddle shaft seal 
originated by Muller, for which 
patents are pending. The seal is 
said to give positive bearing pro- 
tection and is guaranteed uncon- 
ditionally for the entire life of 
the mixer. The Series 100 is gen- 
erally referred to as the 3'%’ mod- 
el. This is now Muller's smallest 
size, corresponding to the widely 
used recently discontinued 3’ mod- 
el, but made with a larger drum 
for light-weight materials and with 
several improved features. The 
Series 120, or 6 model is now 
equipped with a double V-belt 
drive from engine to countershaft, 
which incorporates a simple power 
throw-out (on gasoline models) 
and avoids all necessity for clutch 
adjustments. The Series 160 is in- 
tended for large jobs. Write Mul- 
ler Machinery Company, Dept. AL, 
Metuchen, N. J. 
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EVERYBODY 





ADJOINING 
PLYWOOD PLANT 


_ AND - 
- SAWMILL 


You enjoy the finest manufacturing and ship- 

ping facilities if you put your lumber needs to | BUILDER 

Roseburg! Roseburg’s adjoining plywood plant im} | X sn ge i ae time 

and sawmill give the fastest possible service uted ty Gea ae eae 
your exact requirements are loaded into 2 

your car simultaneously from both plants. And 

both plants are new and efficient for precision 

production at high voiume of Roseburg’s choice | DEALER , ’ 

old-growth timber. Ma Hidalift sells on sight. It’s easy 


to handle. Builds up sales 
volume and goodwill. 





There’s no better combination for quality and 
service. Call on Roseburg today! 


MIXED CARS TO SUIT YOUR NEEDS , 
Kiln-Dried Douglas Fir Dimension, . ARCHITECT 


A, Hidalift doesn’t mar the beauty 
Boards and Bundled Uppers of modern windows because 
a a 


Hidalift is 100% concealed 
Fir Plywood, Both Interior and 
Exterior Grades 








i 8 gone Pe hea HOMEOWNER 
Dealers! Roseburg’s timber comes plied DURING in- = idalift i lifeti 

: stallation on *L"” Q RS Hidalift insures lifetime wear 
type attaching ad ; plus ease of operation. In- 
heart of Douglas County. Douglas bracket; or AFTER \ creases resale value of home. 
County has the largest stand of installation on both 
virgin timber in the U.S. today “L” ond “Cup” types. 


further assurance that Roseburg Be sure and send for the new folder which illustrates 
products will please you and your describes Hidalitt's many quality features and 


customers through the years. installation Ts 
Quality Products For Over a Century 


ROSEBURG I (@.. cunccuenane 


The Turner & Seymour Mfg. Co. 


LUMBER co. ee Torrington, Conn. 


Gentlemen: 

‘ \ Send new folder and prices on Hidalift. 
Gent. Gees © Syies ; Please check () Dealer C) Builder 
teh) 210) temo) i acie). | 

i | Name 
Sowmill, Plywood’ Plants i 
iGO tome) 1 ictel. | Address 
PHONE: 3-5561 6 


from the Umpqua Valley in the 
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~~ 


What type of materials handling equipment are dealers 
using? On what scale and by how many dealers? An Amer- 


ican Lumberman survey of 


2,626 dealer-readers in 39 states 


has produced the answers to these and many other questions 
on the subject of materials handling. Look for the interest- 
ing results of this comprehensive survey—next issue, Mar. 23. 








New 10,000 Lb. Fork Truck 


The new Yardlift-100 is the lat- 
est addition to the extensive Clark 
line of fork-lift trucks. This sturdy, 
gas-powered, pneumatic-tired truck 
has a 10,000 pound capacity at 
24” load center and is designed 
for heavy-duty high-tiering under 
difficult outdoor conditions. This 
new unit is especially valuable for 
handling lumber, building blocks, 
concrete and clay pipes, brick and 
tile, heavy metal products, etc. The 
Yardlift-100 is powered by a Con- 
tinental engine producing 55 brake 
horsepower at 2000 rpm and a 
traveling speed of 17.8 mph. It is 
exceptionally compact and highly 





maneuverable with a 133” turning 
radius allowing easy operation even 
in narrow aisles. Hydraulic steer- 
ing is standard, and with the ‘“‘no- 
kick-back” axle, provides maximum 
operating ease. In case of motor 
stoppage, steering can be accom- 
plished manually. Pneumatic tires 
increase riding comfort and trac- 
tive effort. The standard overall 
height is 113” with fork lowered, 
and 178” maximum with forks 
raised to 144”. Write Clark Equip- 
ment Company, Industrial Truck 
Division, AL, Battle Creek, Mich. 


New Size Expansion Joint 


Fiberglas expansion joint filler, 
for use in concrete work, is an- 
nounced in a new 42” width by 
Owens-Corning Fiberglas Corpor- 
ation. Less waste will result from 
use of the joint in the new size. 
The product, formerly, was sold in 
24” widths. Installed between joints 
in concrete paving, it prevents for- 
eign matter from entering the joint 
and rendering it ineffectual for 
opening and closing to relieve ther- 
mal or upheaval stresses. An as- 


W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 





Dixie Brand Oak Flooring — Oak Dimension Stair Trees 
Oak Trim and Moulding 
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phalt - impregnated, 
wool board, faced on both sides 
with a heavy asphalt-saturated 
kraft paper, the expansion joint is 
designed for use in sidewalks, 
driveways, concrete highways, ca- 
nals, airport runways, bridges, fac- 
tory floors and wherever concrete 
pavements are used in large areas. 
Improved characteristics of the 
Fiberglas expansion joint are: will 
recover more than 70% of its orig- 
inal thickness within one hour; no 
loss of weight after compression ; 
extrusion of the free edge is less 
than one-fourth of that permitted 
by state and federal specifications, 
and water absorption is less than 
one-half of that allowed by these 
specifications. Write Owens-Corn- 
ing Fiberglas Corporation, Dept. 
AL, Toledo 1, Ohio. 


bonded glass 











Ornamental Iron Grilles 


A new line of Ornamental Iron 
screen and storm door grilles has 
been designed by the Tennessee 
Fabricating Company. In planning 
these grilles, the firm’s engineering 
department not only took into con- 
sideration the cost factor and the 
required protection for the door 
and the screen, but the importance 
of maintaining all the graceful 
lines of the inviting appeal of Or- 
namental Iron necessary to adorn 
any decorating motif or period of 
architecture. The grilles are made 
in two sizes, one adjustable for 
most storm doors, the other for 
screen doors. All scrolls are heat 
forged and feather edged in the 
same method used by the black- 
smiths of yesteryear. TFC Orna- 
mental Iron door grilles are avail- 
able with or without ornament, 
finished with high quality enamel; 
ornaments symbolize the flying 
mallard, the owl at roost and the 
bucking bronco. Write Tennessee 
Dept. AL, 
Memphis, Tenn. 


Fabricating Company, 
1490 Grimes St., 
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| 
For All Your Future INCENSE 
Member: |I|| LUMBER NEEDS — CED AR 


LIGHTSEY QUALITY 


Band Sawn "y bs < 
North Carolina Pine one 0 10 WO ds o> 
Southern Hardwoods ‘ VY 
and ae 
Cypress | 


End-Matched 
PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 




















Saki SOUTH CAROLINA 
ONE OF THE GUTSTANDING OPERATIONS OF THE SOUTH ae i REGION 


Durable and decay-resistant .. . light 


weight and easily worked . . . receptive to 

Gl VE CONDENSA TION paints and stains of all kinds . . . this pleasantly 
- fragrant softwood is in demand for a wide range 

THE AIR with of residential and industrial construction work. 
This is but one of ten fine softwoods from member 

“MIDG ET LOUVERS”’ mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 


architects and wood users have found them 
dependable and best for many construction uses. 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture [f° £i THESE ARE THE WESTERN PINES 
blistering. Easy to install. | IDAHO WHITE PINE 

£ etvlee~Ver tulincs a anit PONDEROSA PINE * SUGAR PINE 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 
WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 


Use on sidewalls, flat roofs, LODGEPOLE PINE 


eaves and soffits, gables, 
unexcavated areas, finished aay 
basement walls, cupboards, closets, storm sash, = THE 


Write for free illustrated 
etc. Write for information. 


Facts Folder 


WESTERN on Incense Cedar 


PINE — Address: 
i ' Western Pine Association, 


THE | \ ‘ Yeon Building, 
MIDGET LOUVER C0 clon Portland 4, Oregon. 
2 i 


6-8 WALL STREET © NORWALK, CONN, 


BUILDING Propucts MERCHANDISE! 










NAMES IN THE NEWS 





Salmanson & Co. New Plant Addition 













Sam Salmanson, president of Sal with the most modern woodworking 
manson & Co., Inec., 1107 Broadway machinery and will be devoted pri- 
New York City, recently announced marily to the complete machining of 
the completion of a new addition to lumbe1 This will make possible a 
the East State Street, Trenton, N. J., completely integrated operation for 
nlant where Aristo-Bilt ready-to-paint the manufacture and assembly of 
furniture and Redwood outdoor fur- Aristo-Bilt furniture from raw ma- 


niture are being manufactured. With 
this addition of 65,000 square feet to 






terial to finished product. With the 















the modern building erected only sedis addition, Mr. Salmanson advises Two Firms Unite 
“tdi « ae met . eal that the company will now have facil- ; ; 
about a year and a half ago, the plant ; re oom’ wz After purchasing the Ward Heate1 
will now cover in excess of 130.000 ities for tremendously increase¢ pre Company of Los Angeles for the 
squere feet of space on one floor duction and the development of new Kresky Manufacturing Company of 
The new addition is fully equipped items and new lines Petaluma, Calif., C. A. Miller. presi- 
dent of the Kresky Company, right, 
checks over the newest Ward Floor 
Furnace developments. Mr. Russell 
Jarrett, vice-president and general 
% manager of Ward, left, points with 
- Sm y f ; pride to the stainless steel combus- 
5 : F * tion chamber originated by Ward 
Jag 


, ‘ 4 Mr. Miller reports that the Ward 
t POF ssid 3 “hf nee t ht 1c Heater Company will operate inde- 
de athe. .-. -ihemens ee pendently that the pattern of dis- 
tribution for both firms will not be 
changed that plans are now being 
formulated for expansion of distribu- 
tion and sales for both firms 





















Whitlock’s New Home 































Whitlock Corporation, 17 Warren and showroom set up, offering the 
St New York City, recently an- retail dealer the latest trends in mer- 
nounced the start of its new home at chandising, sales promotion and cus- 
120 South Fulton Ave., Mount Ver- tomer service. Dealers will be wel- 
non, N.Y This marks the third come and invited to visit and con- 
expansion move for Whitlock in 15 sult with Whitlock officials on new 
years. The new building will be a methods designed to increase store 
one-story construction with ware- traffic, handling credit problems and 
house, air conditioned showroom, of- general merchandising ideas Pro- 
fice, shipping and receiving all on one visions are being made for off-the- 
floor Street parking for customers, em- 
There will be a large model store ployes and visitors 
Winner of Kwikset’s Contest 
: : cific Railroad, are of aluminum and Emanuel M. Spiegel (left), of New 
Evans Ships First Car of concrete construction rather than Brunswick, New Jersey, new Pres- 
Plywood from New Plant wood. The plant site is only 30 miles ident of the National Association of 
from a 400,000,000 board feet tract Home Builders, is shown awarding a 
The first carload of plywood pro- of Douglas Fir the Evans Company $1,000 Defense Bond to Earl M. Hall- 
duced at the Evans’ Products owns on the Umpqua River ; gren, building contractor from Des 
Company's newly-acquired plant at Gene Mobley is resident manager Plains, Ill. 
Roseburg, Ore., was shipped the sec- of the new plant. H. B. Garrison, Mr. Hallgren won first prize in 
ond week in February The plant, vice-president of the company’s West Kwikset’s Lock Installation Contest 
valued at $1,500,000 and purchased Coast Division, Coos Bay, Ore., is in held during the recent National As- 
from the Mar-Linn Timber Corpora- charge of the new plant's operations sociation of Home Builders Conven- 


tion, Eugene, Ore., has an annual 
capacity of about 48,000,000 feet of 
exterior and interior plywood sur- 
faces 


The Roseburg plant is believed to 





tion in Chicago 

His winning time for installing a 
complete Kwikset lock, except for 
the strike, was one minute, thirty-five 
seconds. 


With the addition of the Roseburg 
plant’s productive output, the com- 
pany’s plywood capacity will be in- 
creased to nearly 100,000,000 feet an- 












be one of the most modern plywood nually. The Evans Products Com- Over 600 contestants participated 
plants in the Pacific Northwest. Plant pany of Plymouth, Mich., also op- in the contest, installing a Kwikset 
buildings, located on a 160-acre tract erates plywood and lumber plants at lock in a average time of two minutes 
on the main line of the Southern Pa- Coos Bay, Ore., and Vancouver, B.C and twenty-six seconds 
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SENSATIONAL BARGAINS ON 
NEW HERCULES DIESEL POWER UNITS 


MODEL DJXC — 59 H.P. with clutch ........ $1660.00 
MODEL DWXD — 91 H.P. with clutch and paren area 7 2600.00 
MODEL DRXC — 100 H.P. with clutch and outboard bearing ... 2750.00 


BRAND NEW — NOT GOVERNMENT SURPLUS 


PHILLIPS MACHINERY COMPANY 


929 MYERS ST. TELEPHONE 5-7488 
RICHMOND, VIRGINIA 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 














ve a ; 4 AT LAST...A PAINT MIXER 
McCloud Lumber Co. |}, |) [RAaeMMS Ol aia 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 


Selling the Products of a} a NO BOLTING DOWN 
The McCloud River Lumber Co. f j 


: 4 fa ’ : “ j 
McCloud, Calif. ie . < MILLER i 
h } MIXERS 
MILLER P Alt NT MIXER’ 
ng for quic 
Ploat-a- Coil 
pract PI 
MILLER 1 


the MILLET 
j P i. ¢ 


(UL) : Sensationally 
SZ Improved 1953 Model! 
Keeps Your Paint Stock 
"Factory Fresh" 


hoace f sing ' 
s. WRITE TO 
1 circular 





Serving tndustry Since 1927 





manufacturing company 


NOW AVAILABLE AUTOMATIC 
¢ ; , , v 2. ctetnan wt aden TIME CONTROL FOR THE 
: on “ tae —? f+, ace hei : MILLER PAINT MIXER 
WESTERN ote on — — : Time each mix automatically 
SOFTWOODS etitsiaat ahs ” Phone Gladstone 5-3343 and use the extra time for extra 
SUGAR (Genuine White) PINE 9425-45 Seymour St. profits Half-minute to 15 minutes 


“ setting Complete with cord and 
DOUGLAS FIR, WHITE FIR / Schiller Park, Wil. plug ready to use 





~ yt 
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New Pittsburgh Plant 
Ceco Steel Products Corp. 


Ground will be broken May 1, 1953, 
for Ceco Steel Products Corporation 
new Pittsburgh office and plant, ac- 
cording to plans announced in Chi- 
cago by Ned A. Ochiltree, the firm's 
president. 

The factory building, located on 18 


acres on Lebanon Church road in 
West Mifflin, will provide 80,000 
square feet of manufacturing and 


warehousing space. The adjacent of- 
fice building will provide 4,000 square 
feet. 

In the new facilities, Ceco plans to 
fabricate standard and _ long-span 
steel joists, steel roof deck and re- 
inforcing steel. The firm also will 
warehouse steel and aluminum win- 
dows, metal frame screens and storm 
windows, as well as Meyer steelforms 
and other equipment for reinforced 
concrete floor joist construction 


Yates Company Plans 
Expansion 


Plans for immediate expansion to 
offer wider service on extruded plas 
tics are announced by R. N. Yates 
president of Yates Company, Erie, 
Pa. The greater production that is 
possible in approximately double the 
area presently utilized, will include 
colorful, rigid and flexible units for 
builders’ hardware, furniture, toys 
and kindred industries using plastics 
as components. 


Empire Millwork Completes 
Lumber Storage Building 


The Empire Millwork Corporation 
lumber and millwork company, has 
added a 14,400-square-foot lumber 
storage building to its present plant 
at Northern and Willets Point Boule- 
vards, Corona, L.I., N.Y., according 
to an announcement by the Luria 
Engineering Company, which has the 
construction contract. 

The new building, just completed 
is of the standardized, rigid stee}- 
frame type fabricated by Luria at its 
plant in Bethlehem, Pa. 

A one-story building, it 
wide and 240 feet long at an eave 
height of 20 feet. The frame is cov- 
ered by corrugated steel and the roof 
has corrulux panels. There are two 
doors measuring 14x18 feet each 


is 60 feet 


Forcum-James Yard Burned 

According to a _ report received 
February 17, fire burned the yard of 
Forcum-James Lumber Co., Dyers 
burg, Tenn 


Fire Damages 
Chapman Lumber 


A frame lumber warehouse of the 
Chapman Lumber Company, Syra- 
cuse, N.Y., was gutted by a general 
alarm fire as 12 fire companies fought 
a two-hour battle to bring the flames 
under control. Cause of the blaze was 


not determined and there was no im- 
mediate estimate of damage, although 
it was believed to be extensive. 
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BIG AMERICAN 

the grand- 
daddy of the 
ve American line, 
first used over 
50 years ago at 
Stanford Univer- 
sity. This 5 h.p 
machine has 
double 18” sand 
ing drums and 
was self-pro- 
pelled, the oper 
ator standing on 
the machine. The 
frame was wood 
in contrast to the 
aluminum frame 
of the 1953 Amer- 
ican Super 8 at 
right. 


American Launches Big Contest in Celebration of 50th Year 


As part of its 50th Year promo- 
tional activies, announced by W. B 
Crew, executive vice-president and 
general manager, the American Floor 
Surfacing Machine Company of To- 
ledo, Ohio is going to give away 
several hundred dollars worth of mer- 
chandise in prizes for the oldest 
American Machines in regular use the 
longest time. 

A pioneer manufacturer of floor 
sanders dating back to 1903, the com- 
pany will award a first prize of $500 
on down to a number of $50 awards 
All prizes will be in merchandise 
manufactured by this company and 
the winners will have the full amount 
of the awards applied against their 
account for immediate or future pur- 
chases 

No official entry blank of any kind 
is required, according to Mr. Crew. 
However, each entry should consist 
of a letter giving such necessary data 
as when the machine was purchased, 


serial number, background of owner, 


i.e., years in business, number of 
years he has used his American Ma- 
chine, what he likes about it and 
some of the jobs it has been used on 
The decision of the judges will be 
final and all entries become the prop- 
erty of The American Floor Surfac- 
ing Machine Company and none will 
be returned. 

Originally a manufacturer of only 
floor sanders and edgers, The Ameri- 
can Floor Surfacing Machine Com- 
pany, in addition, now engineers as 
well as manufactures, sells and serv- 
ices a complete line of floor mainte- 
nance machines for scrubbing, polish- 
ing, steel wooling, disc sanding, buff- 
ing and grinding all types of floors; 
industrial vacuums, belt sanders and 
a nortable electric saw. 

The contest will ran throughout 
May 31, 1953. Awards will be an- 
nounced during the month of July. 

Address all entries or requests for 
further information to The American 
Floor Surfacing Machine Company, 
518 South St. Clair St., Toledo 3, Ohio 


Selck’s “Attic Club” Displayed Actual Installations 


Mr. and Mrs. FE 
Johnson of the 
Johnson Cabinet 
Shop, Verona 
Wis., look over 
one of the elab- 
orate displays at 
Walter E. Selck 
& Co.'s ‘‘Attic 
Club” during the 
January Market 
Flanking them 
are Jerry New- 
man, Selck sales 
manager (left) 
and Harold Atta- 
way, Selck sales 
representative fou 
western Wiscon 
sin 

The theme of 
the “Attic Club” 
for this market 
was “Plus Prof- 
its.” Throughout Selck’s two floors of 
showrooms. there were many dis- 
plays and demonstrations which fea- 
tured sales, installation, and product 





Varch 








beeen: 


information illustrating ways and 
means by which their customers could 
increase sales and reduce operating 
and labor expenses 
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4 MULTIPLEX. 


SWINGING PANELS 
for Profitable Display 





Here’s the way to show doors, 
lumber samples, lumber special- 
ties and various kinds of build- 
They bring the 
front” 


ing materials 
merchandise “right - up 
where customers can examine 
and make their own selection 


These outstanding merchandisers 











put the “new-look” into your 


department 





Write Today for Complete Literature 


Multiplex Display Fixture Company 


907-917 N. Tenth St., St. Louis 1, Mo. M53 





SELLS 
windows! 


e to home 


Better windows, 
buyers 


truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they're equipped with Pull- 
man Sash Balances. Noiseless, 
trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 
—all kinds of commercial and 
industrial buildings. The Pull- 
man method permits quick in- 
stallation (10 to 15 minutes per 
& window), uniform — 
size—wide scope in window 
Never Needs design, ile eno light area. 
Adjusting Write today for full specs: 
Pullman Manufacturing Corp., 
° 325 Hollenbeck St., Rochester 
ee 


e builders 


e architects 


Enginereed 
Balancing 


Now Nearing 70 Years 
of Like-New Performance 


ULI AMN) Sinn Aida 
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quality 
counter 


lifetime 
proof and 


oil finish. 
seizes with or 


» 


formation, 
structure, 





Ketchen Cabinet 
COUNTER 


ma- Tap the do-it- 
tops yourself market 
that will last 
Water- 

warp- 
resisting. Paraffin- 


Absolutely guaranteed against defects. In standard 
” 

25" xX 15%-18"-21"%-24"%-27"-30"-36"%-42"-48" 

4LS0 WORK BENCH TOPS of ALL TYPES for fac- 

tories, schools, lnborntories, and for home work shops. 


Denlers! Distributors! 
including low 


TOPS 


a with these beautiful 
counter tops. Or use 
them in your own 
custom-built or 
kitchen remodeling 
jobs' 


without 


backsplash 


1%” thick 


Write today for complete in- 
price list and discount 





POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigan 


| 


STOPS WOODEN 
DRAWERS FROM STICKING 
AND BINDING 


Sensational Plastic Roller Bearings 
Make Wooden Drawers Glide Open 
and Shut with... 


FINGERTIP PRESSURE! 
Roll-eez Set A” civcit 


Dealers! 
CASH IN ON BIG 
DEMAND! 


»» Everyone needs 
ROLL-EEZ! Display 
this carton prominent- 
ly in your store—ring 
up fast, profitable sales 
1 Type “M” Guide 
Bearing, 3 Type “N” 
Bearings, and nails to 
pkg. 1 doz. pkgs. in 
carton 


RETAILS 


49¢ 


Instructions 
on the beck 


SINGLE 


Package 


Easy to Install on 
@ HOME AND OFFICE FURNITURE 
@ BUILT-INS 
No tugging, no straining to open a drawer equipped 
with Roll-eez Set “A”. Just nail on 


according to 
instructions 


These simple little rollers eliminate 
wood-to-wood contact and maintain perfect drawer 
alignment prevent wooden drawers from stick 
ing and binding even in hot, humid weather! Used 
by furniture manufacturers and cabinetmakers 
Roll-eez are compact, rugged, virtually indestruct 
ible, consist of durable plzstic rollers mounted on 
teel pins and frames. They are easy to install on 
old or new dressers, desks, chests of drawers, kitchen 
cabinets, store fixtures, etc are a guarantee of 
smoothly working drawers throughout a lifetime 
of use 
Your customer 


want Roll-eez' Order from your 
Jobber 


or write for name of dealer nearest you 


JUNIOR-PRO PRODUCTS CO. 
206 Morganferd Rd., St. Lovis 16, Me. 
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Wins National Award 


“For Outstanding Versatility in De 
sign and Use,” says the Hess Bros 
Award plaque being presented by Max 
Hess, Jr., to Don Roberts, New York 
Regional Sales Manager of General 
Air Conditioning Corp., manufactur- 
ers of the Award-winning 3-in-1 
units. Mr. Hess is an executive of 
Hess Bros., Allentown, Pa dept. store 
Which annually honors products of 
American manufacturers 
outstanding utilitarian benefits and 
versatility of design. General, a Los 
Angeles appliance manufacturer, is a 
pioneer in the development of space- 
saving refrigerators and _ all-in-one 
kitchen units 


featuring 


Kyanize Receives NAM 
25 Year Plaque 


Franklin J. Lane, president of Ky- 
anize Paints, Inc., Everett, Mass.. 
(on the right) receives from J. How- 
ard Snow a plaque recognizing that 
Kyanize has been a member of the 
National Association of Manufactur- 
ers for 25 years Mr. Snow is New 
England Development Manager for 
the Association. 


Winners of Bilco Prizes 


Here are the winners of the three 
prizes offered to all who filled out the 
cards at the Bilco Celladoor booth 
during the NAHB Convention: First 
Prize -Benrus Gold Citation Prestige 
Watch, winner . . H. EF. Getman, 
Getman Brothers, South Haven, Mich 
Second Prize Hollywood 
Oven, winner oa ae 
R. E. Eberhardt, Inc., Chicago, Il. 
Third Prize _Four-piece Smoking Set, 
winner . A. Wipfler, A. Wipfler 
Construction Co., St. Louis, Mo 


Broiler 
Eberhardt, 
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EXAMINING the 
Clarke Sanding 
Machine Com- 
pany’s 35th An- 
niversary Model 
EC-8 Sander are 
(left to right) 
H. IL. Croskey, 
sales manager ; 
Ernest Cooper 
president, and 
Harry L. Potter, 
advertising and 
sales promotion 
manager. 


Clarke Introduces Three Anniversary Models 


Increasing annual sales volume 20 
times in less than 25 years takes 
manufacturing know-how, top quality 
salesmanship, and a progressive pol- 
icy that meets changing needs as and 
when they arise, according to officials 
of the Clarke Sanding Machine Com- 
pany, Muskegon, Mich. That such a 
policy has been the creed of the firm, 
is evidenced, officials point out, in the 
introduction of three new Clarke 
rental floor equipment models. Intro- 
duction of the new machines, a 
sander, polisher, and edger, mark 
the company’s 35th anniversary. 

The Model EC-8 Sander, built pre- 
cisely for the rental trade, also is an 
auxiliary machine for sanding con- 
tractors and can be employed by 
floor covering shops to prepare floors 
quickly prior to installation of new 
asphalt tile, rubber tile, linoleum, etc. 

The Model C-5 Edger is said to be 
completely redesigned for smoother, 
faster, cleaner operation. Novel fea- 
ture of the new edger is a flat top 


which enables the user to stand it 
on its top for quick and easy chang- 
ing of sandpaper discs. 

Third in the new trio—the P-11 
Floor Maintainer--is the machine 
that scrubs, waxes, polishes and steel 
wools floors. The P-11 is designed to 
store in one square foot of floor space. 
Wheels are self-retracting and a 90% 
are of shaft adjustment allows use 
of the P-11 under low-set furniture 
and fixtures. 

To attract attention to the com- 
pany’s new anniversary models, Pres- 
ident Ernest Cooper announced a 
contest will be held with several 
score of the new machine models 
being given free to Clarke dealers in 
the United States having the oldest 
Clarke sanders in rental use. Serial 
numbers on the machines, submitted 
by dealers on official entry blanks 
available at Clarke dealers or from 
the factory, will be compared to fac- 
tory records to determine exact age 
of such equipment. The contest will 
end March 31, 1953. 


Upson Company's Division Sales Managers 


Division sales 
managers of The 
Upson Company 
who attended the 
annual sales 
meeting held at 
the company’s 
home offices in 
Lockport, N. Y. 
Left to right are: 
standing, Harry 
R. Shedd, vice- 
president in 
charge of com 
mercial sales, and 
H. Roy Walton, New England Divi- 
sion, of Rockville Center, N. Y.; 
seated, Charles G. Ostertag, South 
Atlantic Division, Atlanta, Ga.; Eu- 
gene W. Ostheimer, special represen- 
tative handling government contracts 
in Washington, D. C.; George Mor- 
gan, Lockport Division, Lockport; 
Henry E. Oesterreich, Atlantic Divi- 
sion, New York City; Richard D. East- 
ridge, Chicago Division, Indianapolis, 
Ind.; George A. Engel, Western Divi- 
sion, Mission, Kan. 

Suilding trends as they developed 
during 1952 were reviewed and a thor- 


March 





ough analysis of the present outlook 
for 1953 was undertaken. Panel dis- 
cussions were held on subjects ar- 
ranged in advance by the district sales 
managers and sent to Lockport for 
compilation. 


Harry R. Shedd, vice-president in 
charge of sales, announced completion 
of a $2,000,000 rehabilitation pro- 
gram. A tour of the Upson plant to 
inspect new equipment and facilities 
was conducted under personal direc- 
tion of Henry W. Schmidt, vice-presi- 
dent in charge of manufacturing. 
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HILL-BEHAN | 


LUMBER CO. 


5601 Elston Aye. 6515 Page St 
CHICAGO 30, ILL. ST. LOUIS 14, MO. 
ROdney 3-4160 DEimar 1111 
Teletype CG-1464 


Distributing Yards in ' 
Chicago and St. Louis 


WESTERN & S 
AND ALLIED PRODUCTS 


\ 


J 


“wy 


li 


iT 


VOORURREOURNOUAODAGU EAP RRaNOriiCHisenEN ite 








Trade Mark 


Sei 
Ee 


SUSANVILLE 


Registered 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


CALIFORNIA 








HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE e BIRCH e BEECH e OAK 
STRIP ee BLOCK 
and 
HERRINGBONE 
FLOORING 


GRADED SAWDUST 


High Grade Northern Hardwoods 
© 
Custom Kiln Drying 
* 


Members: M.F. M.A. N.H. L.A. N.H & HMA 


OCONTO, WISCONSIN 
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PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MEdIuM size, wedge adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy 

semi-steel cast 

frame. Capacity: 

24"', 26" or 30" x 

8". A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
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Medford Corp Displaying 
New Film of Operations 


Russell J. Hogue, sales manager of 
Medford Corp., Medford, Ore.. is dis- 
playing a new 
film of the com- 
pany’s extensive 
logging and man- 
ufacturing opera- 
tions on a current 
swing around the 
country calling 
on distributors 

Starting with 
the timber, the 
film visualizes 
the extent and om 
quality of the  . J. HOGUE 
company’s billion and a quarter-foot 
tree farm timber reserve. It shows 
the viewer the mechanical falling and 
bucking, yarding and decking of the 
logs, the truck and rail haul to the 
mill, the company’s 160-acre mill site, 
mill buildings and 10-acre log pond. 

The camera shows the logs going 
up the log haul-up into the sawmill, 
with bird's-eye views of the head-rig 
at work, the gang saw, edging and 
trimming operations, transportation 
of lumber around the mill, kiln dry- 
ing, planing mill operations every 
step in manufacture including grad- 
ing and inspection and shipping. 

The film was well received by dis- 
tributors and their customers at De- 
troit, Lansing, Grand Rapids, Chi- 
cago, Birmingham, Milwaukee, Min- 
neapolis, Omaha and Salt Lake City. 
It will be shown at other points in 
the near future—and the company 
has under consideration production of 
an extra copy for loaning to distribu- 
tors to show their customers. 

Medford Corp. produces 70 million 
feet of Douglas fir, white fir, Pon- 
derosa pine, sugar pine and incense 
cedar. B. L. Nutting is manager of 
the MEDCO operation. 


Executive of Northwest Door 


The _ appoint- 
ment of Charles 
FE. Devlin as ex- 
ecutive vice-pres- 
ident and general 
manager of 
Northwest Door 
and Plywood 
Sales, Incorpo- 
rated, has been 
announced by H 
E. Tenzler, pres- 
ident of the com- 
pany. Cc. E. DEVLIN 
Mr. Devlin has established his of- 
fice at the company’s headquarters in 
Tacoma. He will direct the opera- 
tions of the sales company which 
markets the output of three large 
widely separated fir plywood fac- 
tories. The manufacturing firms are: 
Northwest Door Company, long es- 
tablished Tacoma plywood and door 
manufacturer; Paragon Plywood 
Corporation of Crescent City, Calif., 
and Brookings (Ore.) Plywood Cor- 
poration. The sales company has re- 
gional offices in New York, Chicago, 
Memphis and San Francisco. 
Mr. Devlin's experience goes back to 


192 


1938 when he went to Tacoma as 
director of publicity of the Douglas 
Fir Plywood Association. From 1946 
to 1949 he served as managing direc- 
tor of that organization, leaving to 
become general sales manager and 
later vice-president of the Simpson 
Logging Company of Seattle and 
Shelton, Wash. He resigned this lat- 
ter position to join the Tacoma firm. 

Northwest Door Company is a pi- 
oneer producer of both interior and 
exterior fir plywood and a wide line 
of millwork products, including stock 
interior house doors, entrance doors, 
screen and combination doors, ga- 
rage doors and fir window sash. The 
company employs 600 people in the 
Tacoma operations and has substan- 
tial timber holdings in the state of 
Washington. 


COMPANIES ANNOUNCE 


Ray G. Reynolds, formerly acting 
advertising manager of the Conti- 
nental Steel Corporation, Kokomo, 
Ind., has been promoted to advertis- 
ing manager of the 55-year-old com- 
pany. E. P. Stevens, vice-president in 
charge of sales, announced that the 
appointment became effective the first 
of this year. Mr. Reynolds became 
acting advertising manager in June 
of 1952. Prior to that time he served 
as assistant advertising manager, as- 
suming that position in 1945. A na- 
tive of Kokomo, he spent 13 years 
in the advertising business before 
joining Continental. As advertising 
manager, Mr. Reynolds will be shoul- 
dered with the responsibilities of 
overseeing the advertising and pro- 
motion of more than 83 Continental- 
produced products for farm, home 
and industry. 


Tarter. Webster & Johnson. Inc. is 
pleased to announce that Ralph A. 
Prouty has been recently appointed 
to the position of assistant sales 
manager. 

Ralph was born 
April 9, 1912, at 
Mariposa, Calif 
and spent all of 
his bovhood in 
the Mother Lode 
section of Cali- 
fornia, where the 
principal indus- 
tries were lum- 
bering, mining 
and cattle ranch- 
ing. During his 
summer vaca- 
tions he worked in the fruit packing 
sheds in the Modesto area nailing 
boxes and handling fruit. It was while 
working in the packing sheds that 
Ralph became interested in the shook 
distribution business and in 1935 he 
secured a job with the Stockton Box 
Distributors in their Modesto ware- 
house. He worked seasonally at this 
job for three vears and then in 1939 
moved to Turlock to become book- 
keeper in the Turlock warehouse of 
the Stockton Box Distributors. 

In 1943 the members of the Stock- 
ton Box Company thought they could 
use Ralph to better advantage at 
their factory at Stockton. In 1944 
Ralph started selling shook in the 
San Joaquin Valley. 


RALPH PROUTY 


Ralph’s interest in lumber began 
to develop and, when the opportunity 
arose to transfer to Tarter, Webster 
& Johnson, Inc., Ralph took it. He 
began to specialize in the handling 
of molding and millwork orders, and 
when the position of millwork sales 
manager was created in 1951 he was 
appointed. 

Ralph is a tall, lanky individual 
whose manner of speaking causes 
him to sometimes be mistaken for a 
Texan. He is fond of all types of 
hunting and fishing, shoots a good 
game of golf, and is a real fan of 
football, baseball and most other 
sports. 

Tarter, Webster & Johnson, Inc. 
also announces that Robert K. Hood 
is now manager of the San Francisco 
office of TW&J. 


Rice & Wormser Lumber Co., Inc. 
recently announced the appointment 
of James B. Simpson as manager of 
Gateway Lumber Company, corner E. 
Vickery and Boaz Sts., Fort Worth, 
Tex. J. Clyde Rice is president of the 
firm. 

The Wisconsin Door Sales Com- 
pany, Detroit, announces it has signed 
a contract with the manufacturer to 
be exclusive national distributor to 
building materials firms of the new 
Wonder-Fold folding door. The Won- 
der-Fold, made in Detroit, is a new 
plastic-fabric covered door operating 
on accordion action. It is reportedly 
the first such door designed and 
priced for the economy housing mar- 
ket. The Wisconsin Door Sales Com- 
pany is located at 10101 Lyndon Ave., 
Detroit 21, Mich. 


The Continental Lumber Co., Chi- 
cago, Ill., through its president, T. R. 
Soffin, has announced the appoint- 
ment of J. Leo Cleary as vice-presi- 
dent. 

Mr. Cleary has been associated 
with the lumber business since 1919 
During his 27 vears with the Edw 
Hines Lumber Co., he rose to general 
manager. He was the first president 
of the Chicago South Side Builder's 
Club, and is a charter member of 
the Chicago Metronolitan Home 
Builder’s Association member of the 
Northwest Builder’s Association. 





Dealer Clinics Discuss 


Operating Problems 
(Continued from page 100) 





is the whole heart of the subject. 
Eventually you must talk price, 
why not now? he asks. 

Dealer advertising budgets are 
not as high as they should be. 
Checking 175 Northeastern dealers 
in all povulation and volume 
groups, Clifford found that: 8% 
spend less than 14.°7 of their sales 
volume for advertising: 9° snend 
4, of 1%; 22% spend 144% to 
1%; 12° snend over 1% and less 
than 2%: 10% spend over 2%. 

What kind of a boss are you? 
Does your organization function 
smoothly while you are away. Have 
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PROFITS for you! 


a ete oe 


YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Vendo in Toledo and 
Vest Virginia 





English Type 
RAIL and HURDLE 


FENCE 









ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 















“Ready Lu Lumber & Plyweed ¢ Co. 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 


PLYWOOD 


ROTARY CUT MAHOGANY 

RIBBON GRAIN MAHOGANY 

SEN WOOD SHINA BIRCH 
DOOR PANELS 


Write us for samples 
AUTOMATIC 


TANNEWITZ occ 


for Swing Saws 
Sg AV bE $30 te $50 & MONTH 


30 Deys Free Trial 




















OaDta MOW O8 SEND FOR 
cmecurar 


. bee TANNEWITZ WORKS 
&~>./@: 
WA 


micmiGan 


i —. 
‘“ LR a bel 


NY 





“~~ fy, trained engineers 


e more than 80 branch claim offices 
in U.S. and Canada 


Lumbermens MUTUAL CASUALIY COMTAMY 


roting in New York stote os (American) Lumbermens Mutual Cos ee 
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MAKE THE 
MOST OF YOUR 
SCREEN CLOTH SALES 


eee the most dollars that is! 


FEATURE 


me ty ov 
Fever anteed by ” 










topeaeeF 





WON'T RUST, CORRODE 
OR STAIN! 


WRITE FOR FREE sample and information: 









LUMITE 


, 47 Worth Street, New York 13, N.Y 
DIVISION 


CHICOPEE MILLS, Inc 
*Registered Trade-mark 

















Reduce Delivery Costs 
and Speed up Deliveries 
with 








Load or Unload a Load 
or Half Load at a Time 







Complete Beds Shipped KD 
Easy Assembly & Mounting 
Write, wire or phone for Cotalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 



















you delegated responsibility? Ear] 
Brooks, assitant dean, school of 
industrial and labor relations, Cor- 
nell University, had some pointers 
for Northeastern dealers on the 
subject of human relations. Study 
your employes find out what 
makes them tick. Solicit advice and 
suggestions from your key people. 
Recognize both good and bad work. 
3e careful what you say to your 
employes; especially, how you say 
it 3e consistent as a supervisor. 
Don't play favorites. Admit your 
mistakes. 





REMODELED SHOWROOM — NEW 
PRODUCTS — NEW BUSINESS 


(continued from page 113) 





feet while an auxiliary yard across 
a side street is 100x125. Two trail- 
ers, two fork lifts and one carrier 
are used to handle materials at 
maximum efficiency. 
Meadowbrook’s slogan, ‘Building 
Materials for the Complete House,”’ 
is carried through to the drawing 
of custom plans by an architect 
with offices in the building and the 
handling of finance papers at no 


extra charge to the customer. 

The 36-year-old business was 
taken over in 1938 by Shapiro, pres- 
ident, and Jerome Bossert, vice- 
president. They have built the an- 
nual volume from $87,000 to close 
to $2,000,000 with the help of their 
53 employes. 





Answers to What's Yeur Answer? 


Stop! Read questions on Page 164. 





. Distribution policy. See ad p. 4 
2. Purchased lot with railroad sid- 

ing. See story p. 88. 
Thomason Plywood Corp., Fay- 
etteville, N. C. See ad p. 18. 

. 3.5%. See p. 92. 
Ten. See story p. 118. 
Portable Electric Tools, Chicago, 
Ill. See ad. p. 26-7. 

. Tyriple See ad by Tylac Co., 
Monticello, Ill., p. 85 

. Those morning and evening shop 
pers. See Profit Making Forum, 
p. 160. 


. Thomas Products Co., Detrot, 


Mich. See ad p. 127. 
A king-size vacuum 
plant. See story p. 66. 


treating 








“IF WE HAVEN'T GOT IT, 
WE'LL GET IT” PLAN 


(continued from page 147) 





Eugene F. Ransom; his two 
sons, Joseph and John Ransom; 
and his nephew, Robert S. Ran- 
som, son of the co-founder, the 
late Robert Ransom. Joseph 
studied retail merchandising at 
the University of California and 
John recently received a B. S. 
degree in building at the Uni- 
versity of Denver. 

In the words of John Ran- 
som, the firm is “a large country 
type hardware store divided in- 
to a number of specialized de- 
partments for pumps, paint, 
electrical supplies and appli- 
ances; plus a small but com- 
plete lumber yard and mill, a 
sheet metal shop and a black- 
smith shop which is leased out. 
These departments supply the 
needs of the Indians on the res- 
ervation; the ranchers, the well 
diggers and miners, the con- 
tractor and the city household- 
er. To handle this large busi- 
with its diversified 
departments, the firm has a 
staff of nine other employes. 


ness 


ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Pattern Lumber 
Selects and 


PIinE Shop 


California Ponderosa Pirie 
Mouldings and Cut Stock 


Ozau 
Pine 


is 1. 17 Ree SUGAR 


Quality 
Controlled 


If you are quality minded, try Ozan Soft Pine! From tree to 
loaded car, every foot of Ozan Pine has been subjected to the 
most modern manufacturing methods and equipment known. 





GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions 


Above shows how Ozan Pine boards in the Prescott mill are 
automatically unstacked from dry kiln trucks and sent by con 
veyor to the planer. And all along the way, Ozan continually 
inspects and grades its products. 


Result is not only lumber of soft texture, light weight and easy 
workability, but lumber of consistent highest quality—the kind 
builders order and reorder time and time again. What better 
reason for you to standardize with Ozan Arkansas Soft Pine today! 
Cartoons will get you more 
readers per advertising $. 
Write today for FREE proofs 
and complete information to: 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 


Don't you think it's about time we 
modernized the bathroom? 

















AMERICAN LUMBERMAN & 





Please EVERY customer! 


The many optional features of 
our corner cabinets make it 





possible to fill the requirements 





of any customer. 











Check our prices! 





Immediate delivery! 





A postcard will bring details and 
our extra-generous dealer discounts. 














USE IN 


PRE-FAB 


WINDOW 
UNITS 


of dealer level 
or on the job! 

















Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 








“Is it as Good as Kirby's?” 














HANDEE SASH BALANCE 


Make extra profits on your own window unit 
production—or recommend Handee Sash Bal 
ance to your contractors. For ease of installa 
tion, Handee Sash Balance is a real work- 
and time-saver. It keeps labor costs to a 
minimum, gives flawless performance year 
after year. 


Made of 18 ga. heavier metal, Handee Sash 
Balance combines strength and quietness with 
smooth fingertip control. Use in double hung 
windows of all sizes, either wood or metal 
Available for either side or overhead installa 
tion at prices that assure added profits! 


Write for manufacturer-to-you price list 
Send for framed reference weight chart. 


Associated Metal Products Co. 


Greenville, Michigan 











We can SELL it 
for YOU! 


Yes Sir, American Lumberman’s classified adver- 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for vou! Check the dozens of 
ads now appearing in this issue—we'’ll do a good 
job as proved by the many repeat classified adver- 
tisers through the years 


Don’t forget that American Lumberman reaches 
some 25,000 interested persons every other Mon- 
day in its nationwide distribution. Check the clas- 
sified pages for rates or send us your ad and we'll 
quote you our best rate. 





STin flooring 














No better door 
af any price! 


Style King is the better value, all wood flush door that’s 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market making it ar outstanding buy for you” customers 
and an outstanding seller for you. No ‘cut-rate’ quality. 





Style King is guaranteed against defects. It's distributed by 
recognized wholesalers everywhere. 


Let us send you full profitable dteails. Inquire today. 


STYLE KING DOOR CO., Inc. 


Detroit Office Sales Office and Plant 
9946 GREENFIELD ROAD (27) PF. O. Box 71 — MANSFIELD, OHIO 
VErmont 8-7047 Phone J-1096 


BuILDING Propucrs MERCHANDISER 
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Customers come back for more 
when you sell “Mt. Vernon” 
flooring. Carefully kiln dried, 
manufactured, and graded, the 
Mt. Vernon brand is your best 
buy insurance. 


“es +s 
=o 


te 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 


Modern dry kilns, planing mill and 
oak flooring plant mean top quality. 


BAND SAWN HARDWOODS 
AVAILABLE 


Look for and write to: 





MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 








Neil Moore Joins Copco Steel 

Neil A. Moore has been appointed 
executive vice-president of Copco 
Steel & Engineering Co., Detroit, 
Lyle Carnick, president, announced. 
Mr. Moore was formerly president of 
F. L. Jacobs Company and prior to 
that was a vice-president of Federal 
Mogul Corporation 


AMF Honors 34 Employes 
Having 20 or More Years 
Of Service 


The Twenty-Year Club of Amer 
ican Machine & Foundry Company, 
whose main plant is at 5502 Second 
Ave., Brooklyn, N. Y., recently added 
34 new members at the club’s tenth 
annual dinner in the Forsythia Koom 
at the Hotel Granada. More than 350 
employes were entertained by the 
management. 

Highlight of the dinner was the 
presentation of pins and plaques by 
Morehead Patterson, AMF board chair- 
man and president, who welcomed the 
new members into the club. 

Addition of the new members 
brought the club’s roster to 400 mem 
bers, men and women who have bee! 
with AMF for 20 years or more. Ali 
but 16 of the 400 active members are 
working at the Brooklyn plant which 
has an employment total of 2,596. Th« 
club has one honorary member, Mrs. 
Rufus L. Patterson, mother of More- 
head Patterson and wife of the late 
Rufus L. Patterson, founder of the 
company. 


OBITUARIES 


WALTER D. HULL, sales repre- 
sentative for E. L. Bruce Co., died o. 
a heart attack Feb. 1. He was 60 
years old. Before his affiliation with 
E. L. Bruce Co., Mr. Huil had spent 
20 years in the lumber business in 
Kansas City. He moved to Houston 
to take over the Bruce office there in 
1938. He was a member of Retail 
Lumber Dealers Association, Hoo- 
Hoo, the Lumber Salesmen’s Club of 
Houston, and the Houston Home 
Builders Association. Mr. Hull's tal- 
ents as a pianist and entertainer 
were in great demand. He often 
played at the meetings of luncheon 
clubs and civic organizations 


H. W. (DAN) SHERMAN, associ- 
ated with the Inyo Lumber Company, 
died February 5 at Bishop, Calif. His 
death was very sudden. His wife is 
critically ill in Seaside Memorial Hos- 
pital, Long Beach, Calif. Mr. Sher- 
man was one of the pioneers of Pon- 
derosa Pine in Chicago and east. Over 
40 years ago he represented the 
Grande Rounde Lumber Company and 
Stoddard Brothers, Baker, Ore. 


CHARLES C. MEEK, 65, head of 
the 11 Meek lumber yards in the 
Ozarks, died suddenly in Springfield 
Mo. Mr. Meek lived in Lockwoo 
Mo. nearly all the time since the 
Meek lumber business was _ estab- 
lished. During the past three years 
he and his wife had lived in Spring- 
field 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisment. 
No agency commission or cash discount 
allowed. 


Rates: 


1 Time 10c per word for each insertion. 


Minimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
Minimum charge of 45c¢ per line. 
6 Times —- 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —-7c per word for each insertion. 
Minimum charge of 35c¢ per line. 


Terms — Cash With Order 
Minimum Charge $2.00 


For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN 6& 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Experienced Draftsman Wanted. Must be able 
to take off millwork from plans, understand 
specifications, draw shop detai!s, and handle 
all matters related to above work. In apply 
ing, state age, experience and salary required 
Steady work for the right man. Apply Carr & 
Johnston Co., 1219 S. Washington, Peoria, I). 











RETAIL MANAGER 
City of about 10,000, northern Iowa by estab- 
lished line company. Please include all pre- 
vious experience, include recent photo. Salary 
and incentive plan. Address Box F-43, Amer- 
ican Lumberman, Inc. 





EXECUTIVES 
We urgently need experienced lumber per- 
sonnel for various locations throughout U.S 
and Canada. Qualified men with good records 
will be sponsored on a fee basis for the 
following: Yard Managers, Sales Mgrs., Es 
timators, Countermen, Servicemen, Yard Fore 
men, Billers & Detailers, Salesmen, Millwork 
Plant Supers., Trainees and many others. Tell 
us what you want. HINES EXECUTIVE SERV 
ICE, 5355 W. North Ave., Chicago 39, Illinois 





WANTED—-Associate editor; part-time field, 
part-time office editorial work. Must have 
knowledge of lumber dealer problems and 
operations. Must be fast, accurate writer; 
qualified photographer with press-type cam 
era. Good opportunity for personable, aaqres 
sive man in growing organization. Write 
resume personal background and work ex 
perience to Box F-46, American Lumberman, 
Inc. 
HELP WANTED—MALE 

RETAIL MANAGER—Well established Wash- 
ington lumber, millwork, and building supply 
firm has an attractive opening in its Retai! 
Store for a man with modern merchandising 
ideas, who has had responsible experience a<« 
manager or assistant manager of a retail 
lumber yard. Write in detail specifying age, 
education, training, expected starting salary. 
and complete work experience, indicating 
particularly any success in promotional ac 
tivity with home owners. Present employer 
will not be contacted prior to interview. Reply 
personel attention Owner, P.O. Box 5909, 
Washington 14, D.C. 


WANTED 
Young man with a good background in resi 
dential millwork. Must be able to take off 
millwork from a residential blue print. Must 
be neat in appearance, congenial, and have 
confidence in meeting the public. Address 
letter, outlining age, experience, education, 
references, and all other pertinent informa- 
tion to the Whelan Lumber Company, 715-E. 
4th Street, Topeka, Kansas. 





Wanted—Yard Manager for small county yard 
in town of 500—salary and commission should 
run $6000 per year. Located within 50 miles 
of Peoria, Illinois. Address Box F-47, Amer 
ican Lumberman, Inc. 


Varch 





HELP WANTED 


Experienced wholesale sales manager that can 
handle Wholesale Lumber Department of our 
business. Should be experienced in telephone 
and mail buying and selling of yellow pine, 
southern hardwood and fir lumber. Will pay 
a straight salary or salary and percentage of 
net profits. We have ample capital. 
GRAYSON LUMBER COMPANY 
Birmingham, Ala. 








A manager and also an assistant maneger for 
gooa .etail lumber yards in rural towns. Ad 
dress Box F-48, American Lumberman, Inc. 


SITUATIONS WANTED 


MILLWORKE.-DETAILING 


group of experienced millwork detail- 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-7! 
American Lumberman, Inc. 











Wholesale Lumber Merchandiser available 
immediately. Broad acquaintance with South- 
ern and Western Producers Comprehensive 
knowledge of retail Industrial und Railroad 
requirements. Accustomed to hanaiung large 
volume. You furnish the capital—I will do 
the job. Address Box E-36, American Lum- 
berman, Inc. 





Manager of men and materials wants job. Ex 
perience includes: contracting, personal sell- 
ing and sales management; also work as su- 
perintendent of specialty woodworking plant 
and — of lumber and building material 


yard. Address Box E-54, American Lumber. 
man, Inc. 





Postition as manager or assistant in larger 
retail yard, or assistant in wholesale com 
pany, 24 years’ experience in all phases of 
retail lumber, 18 as manager; age 44, married. 
Desire midwest location. Address Box F-50, 
American Lumberman, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 


Building material salesman 20 years experi- 
ence, establishing as mfrs. agent, wants lines 
for Iowa territory. Wall and ceiling items 
preferred. Address Box F-37, American Lum 
berman, Inc. 


SALES REPRESENTATION 
WANTED 


MANUFACTURER'S REPRESENTATIVE 
WANTED 














Well-established manutacturer of builders 
hardware has the following open territories: 
(1) three-quarters of state of Indiana—south 
from Lafayette—southwest one-quarter of state 
of Ohio, and entire state of Kentucky; (2) 
southern half of Illinois and Iowa plus all 
of Missouri; (3) eastern Pennsylvanis—includ 
ing Philadelphia — Delaware and Maryland. 
Line is complete and of finest cuality. In- 
cludes tubular locks and latches, cylindrical 
and key-in-knob iock sets Only commision 
represertatives with previous experience sell 
ing builders hardware and established clien 
tele of jobbers, hardware and lumber dealers 
need reply. All replies held strictly confiden 
_ Address Box F-49, American Lumberman, 
nc. 





WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 





W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg.. St. Louis 1, Mo 





STEEL RAILS 
Any Quantity—Any Size 


MIDWEST STEEL CORPORATION 
$18 Dryden St., Charleston. W. Va. 





RAILS 
New Relaying 
Always in market to purchase and sell al! 
classes railroad equipment 
M. K. FRANK 
480 Lexington Ave. Park Bldg. 
New York, N. Y. Pittsburgh, Pa 
105 Lake St., Reno, Nev. 
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BUSINESSES FOR SALE 


FOR SALE: Retail Building Material Business in 
Central Texas. Situated at junction of two 
U.S. Highways in City Limits of excellent fast 
growing town. Owner must sell. Priced 
right. Address Box F-41, American Lumber- 
man, Inc. 


Old established lumber yard wih 1 new store 
and office combination in small town located 
in excellent farming area. Good equipment. 
Handles complete line of lumber, builder's 
hardware, paint, and tools. Only yard in 
town and located on U.S. Route 150. Has 
railroad trackage. Owner wishes to change 
climate. Write Box G, Alpha, Illinois. 

Sale or Lease established lumber yard near 
San Diego. Gross 150,000—Paint, Hardware. 
Loader, 2 trucks. H. Hagmes, 5086 Guava, 
La Mesa, California. 





FOR SALE—Old established lumber yard in 
small town. Reason for selling; Owners wish to 
retire. This is the only yard in town, which 
is ideally located in a good farming area. For 
complete details write Shipman Lumber, Ship 
man, Illinois. 
Lumber Yard | in Parsons, K. Kansas, established 
in April of ‘52. Monthly average for gross 
sales has been $4800 during first eight months 
of operation. Managed by 21 year old boy 
who will be called to the army soon 
$30,000.00 to handle. Address Box F-29 
American Lumberman, Inc. 











FOR SALE 
Good Nebraska Yard located in Corn Belt, 
Good clean dry stock under good sheds. 
Owner wishes to retire. Address Box C-4l, 
American Lumberman, Inc. 


FOR SALE: Profitable combination lumber, 
building material and hardware store in West- 
ern Oregon's fertile Willamette Valley. Pro- 
gressive Danish community of 3,000; diverse 
industries; excellent schools; terms to respons- 
ible parties. Requires three people to oper- 
0 Addres Box F-51, American Lumberman, 
ne. 








LUMBER YARD FOR SALE 
Retail Yard in active Southern Missouri com- 
munity of 3500—old established concern with 
sales of quarter million. Real estate, two 
trucks, fixtures and machinery $40,000 plus 
inventory about $75,000. Box F-52, American 
Lumberman, Inc. 





CENTRAL MICHIGAN’S LARGEST RESORT 
AREA—and still growing. This prosperous 
Lumber yard has fine buildings, equipment, 
trucks and tools. Exceptional profit on a 
gross business of $250,000.00 for 1952. Full 
price $90,000.00 plus inventory of approx- 
imately $75,000.00. Address Bud Rumer, Real 
tor, 513 Garland Street, Flint, Michigan. 


PROMPT SHIPMENT 








Building Paper (36’—S00 sq. ft. 


King Nails Bags—(larger opening) 
Twine for tying lumber) 


Siding Corners (including 5% in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 


Wall Ties 
Area Walls 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Ill. 





MISCELLANEOUS—FOR SALE 


COMPLETE SAWMIIT. (Formerly owned and 
operated by Brooks Scanlon, Inc., Florida Di- 
vision.) Must be sold and dismantled to make 
room for erection of Proctor & Gamble new 
cellulose mill. May be purchased at fraction 
of original cost. Property includes: sawmill, 
planing mill, dry kilns, power plant, mono 
rail system, and fuel house. Miscellaneous 
machinery and equipment such as: lift trucks, 
carriers, motors, locomotives, etc. Entire mil! 
still running. Can be seen in operation. Will 
sell all or any part, subject to prior sale and 
commitments. FOB cars or trucks Foley, Flor- 
ida. Write direct for complete schedule of 
items. Foley Lumber Industries, Foley, Florida. 
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MISCELLANEOUS 
FOR SALE 


LUMBER & DIMENSION 
FOR SALE 





CARPENTERS APRONS 
Write tor prices and iniormation. 


THE MINNESOTA SPECIALTY CO., Inc. 
eapolis. Minn. 





Gocesteing Yardsticks 
Basswood. 2-color. ame pce gs l-color. 
Also Paint Paddles. | diat h t 
. J. DUMONT CO. 
491 Stevens St.. Geneva, Ill. 


BUSINESS OPPORTUNITIES 











We have several thousand feet of B&Btr 4x6 
Boston pattern ~ lengths 6-20, heav 
iest 12, 14 & 20° ll sell random or reason 
ably specified lots at 43c per lineal foot 
f.o.b. Cadiz, Ohio. Dealers only. LONG FIR 
GUTTER CO., CADIZ, OHIO. 


USED MACHINERY FOR SALE 


Diesel Power Units For Sale 
BRA NEW 








See Dispiay ad on Page 107 





FACTORY BUILDING — 23,000 sq. ft. floor 
space; fireproof; 3 floors; N.Y.C. RR sid- 
ing; by stream; Heart of Catskill Mt. wood 
supply; low taxes; priced to sell. Inquire 
George Flower & Son., Inc., Hobart Del. Co., 
New York. 





Two ambitious young men of 23 are Interested 
in expanding retail lumber business. We need 
financial backing for this sales promotion. 
Doing approximately $600,000.00 gross sales 
annually with good factory and contractor 
connections. Could double sales with proper 
financial backing. Located in suburb of large 
industrial Midwestern city. Address Box F-38, 
American Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 
Kiln Dried Douglas Fir Industrial Clears, al) 
sizes, from our plant. 


Millwork Blanks 
Ladder Rails & Parts 


Your inquiries answered promptly. 








Cut Stock 
Mouldings 


Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 


For Sale — Woods 412 a . 6x15 — Planer and 
Matcher, Serial 30789 — with electric top and 
bottom profiles—JMS—Serial 30790—Excellent 
Condition—Available 30 days—Price $10,000. 
Available immediately: :::: 

One Hyster 15 lift truck with 17°6” lift 

54” forks a 
One Hyster straddle ‘truck—S4 x 54 





2,500.00 


eee er $2,500.00 
One Wheland band mill carriage... .$8,500.00 
One Tower 42 in. B. B. edger...... $1,500.00 


FLACK-JONES LUMBER CO., INC. 
Moncks Corner, S.C. 
ONE — — Used #22- 250—24""x 8” Single Surtace 
Crescent Planer with 742 horsepower, three 
phase, 60 cycle, 220 volt motor. EXCELLENT 
CONDITION. CLIFF BUZICK, INC., BARDS 
TOWN, KENTUCKY. 





FOR SALE — Complete Saw 6 a zs 
Double Rotary, Steam feed, 4 saw aé 
saw Trimmer, Live rolls, ‘Slasher, 185 
haulup chain and Rig, two Boilers, Stacks pos 
Engines, Heavy Planer and Matcher with pro. 
file, 6°" Berlin Sand Resaw, Motorized Rip 6 
Cutoff Saws, Belts, Shafting, Conveyors, Saws, 
Knives, Filing Room Equipment all complete 
for immediate use. Capacity 2500° PH Hard. 
wood, 3500’ ~ Softwood, for use on present 
location or be moved. Owner retiring. 
BOWLER LUMBER co., BOWLER, WIS. 





HARDWOOD SQUARES 


Progressive Maine hardwood square producer 
now supplying several steady customers. 
Have increased production and desire to de- 
velop additional markets for 90% & Btr. white 
birch, yellow birch, and rock maple squares 
sawn to specified dimensions. Can be shipped 
green this spring or air-dried during August 
and September. Write, phone or visit us: 


Prentiss & Carlisle Co., Inc. 
107 Court St., Bangor, Maine 
Telephone: Bangor 8297 


FOR SALE: Peeled Northern White Cedar Posts 
& Poles. A. M. Rhoda Ferd, ‘Bemidji, Minn. 


West Coast Kiln Dried D. F. Industrial ‘Gem 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 
CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon. Phone 5-6312 





QUICK SERVICE TO DEALERS 
CL or LCL Shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 


Globe Hoist used as Lumber Lift for one 
month. Practically new, seini-automatic. 
$400.00. Ellingers, Sheboygan, Wisconsin. 








Ross Straddle Carrier, Model 6657, Series 70. 
Capacity 100,000 lbs. Condition excellent. Lo 
cation Milwaukee. Write, wire or phone: The 
Connor Lumber and Land Company, Wake 
field, Michigan. 





REBUILT & GUARANTEED 
FORK LIFT TRUCKS 


Ross 

Mode! HT-19 Capacity 6,000 lbs. 
Lift 10 ft. 

Ross 

Model HT-16 Capacity 12,000 lbs. 
Lift 10 ft. 

Cab 

Ross 

Model SH-15 Capacity 15,000 Ibs. 
lift 17 ft. 6 in. 

Cab 

Gerlinger 


Model PH 962-130 Capacity 18,000 Ibs. 
Lift 14 ft. 2 in. 
Cab 


Gerlinger 
Model PH 862-130 Capacity 16,000 lbs. 
Lift 17 ft. 6 in. 


HARVARD EQUIPMENT CO., INC 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS 
ST 2-0826 


WE ARE CHANGING TO A 60x60" CARRIER 
and Lift Truck package and have the follow 
ing 54x54 equipment for sale: 
Two Series 70 Model 6657 Ross Straddle 
Carriers, 54x54’’, each with operator's cab 
and steering wheel guards and F-6299 Con 
tinental motor and Two Model 16 HT Ross 
Lift Trucks with 24’ lift, 54” forks, adjust 
able side-shifting carriage, operator's quard 
with all standard equipment otherwise 
added. Models 1948 to 1950. 
Machines in splendid shape—now being used 
regularly, available because of our switching 
of stacking package standards. 
HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Illinois 
ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
ert Repair service. Send us your inquiries. 
t M. NUSSBAUM & CO., Fort Wayne. Ind. 
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Associated Meta! Products 
Co. 


Associated Plywood Mills, 
Inc. 


Autocar Co., The 


Barrett Div., Allied Chemical 
and Dye Corp. 79 


Berns Mig. Corp. 161 


Bersler Disappearing Stairway 
Co., The 144 


Black & Decker Mig. Co., 
The 42-43 


Brown-Graves Co. 13 
Bruce Co., E. L. 46 
Bunyan Lbr. Co., Paul 191 
Buss Machine Works 191 
Butler Mig. Co., Inc., B. B. 148 


California Sugar & Western 
Pine Agency, Inc. 


Canadian Forest Products 
Ltd 


Carey Mig. Co., The Philip 
Ceco Stee! Products Corp. 
Celotex Corp., The 


Chicopee Mills, Inc., 
Lumite Div 


Clarke Sanding Machine Co 
Columbia-Geneva Steel Div 
Congoleum Nairn, Inc. 
Connor Lbr. & Land Co., The 
Consumers Glue Co 


Corbin Div., P. & F., The 
American Hardware Corp. 


Crawtord Door Co. 
Creo-Dipt Co., Inc. 


Custom Door Co 


Dalton Mig. Co 
Dargan Lbr. Mfg. Co 
DeWalt, Inc. 

Dodge Div., Chrysler Corp. 
Donley Bros. Co., The 


Douglas Fir Plywood 
Assn 


Durham Co. Donald 


Etling Window, The 
Evans Products Co. 
EZ-Way Sales, Inc. 
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Ferguson Lbr. Co., W. T. 
Flynn Mig. Co., Michael 
Fordyce Lbr. Co. 


Gates & Sons, Inc. 
General Plywood Corp. 


General Steel Warehouse Co., 
Inc., Gensco Tool Div. 


Goodrich Co., B. F., 
Flooring Div. 


Graham & Co., Inc., 
John H. 


Greenlee Tool Co. 
Griffin Co., G. W. 
Griffin Mfg. Co. 
Griswold Lbr. Co., The 


Hager & Sons Hinge Mfg. Co., 
c. 83 


Harris Products, Inc. 195 
Hassall, Inc., John 134 
Hill-Behan Lbr. Co. 191 
Holt Hardwood Co. 191 


Home Maintenance & 


Improvement 138-139 


Howell Mig. Co., The 84 


Industrial Lbr. Co. 
Infra Insulation, Inc. 


International Harvester Co. 


Jaeger Machine Co., The 
J.M.J. Industries, Inc. 
Johns-Manville 


Junior-Pro Products Co 


Keasbey & Mattison Co 


Kellogg and Sons, Inc., 
Spencer 


Kentile, Inc. 
Keystone Steel & Wire Co. 
Keystone Wire Cloth Co. 


Kimble Glass Co., Sub. of 
Owens-Illinois Glass Co. 


Kirby Lbr. Corp. 
Kwikset Sales & Service Co. 


Kyanize Paints, Inc. 


Lawrence & Co., W. W. 86.87 
Leland Flushwood Door Co. 2 
Leslie Welding Co 177 
Libbey-Owens-Ford Glass Co. 105 
Lightsey Brothers 185 
Lil-Ad Features 194 
Lockwood Hardware Mfg. Co. 101 
Long-Bell Lbr. Co., The 73 
Lowe Brothers Co., The 86.87 
Lucas Co., John 86.87 


Lumbermens Mutual Casualty 
Co. 


Macklanburg-Duncan Co. 
Malta Mig. Co., The 
Markal Co. 


Marsh Wall Products, Inc. 
Sub. of Masonite Corp. 


Martin-Senour Co., The 
Masonite Corporation 
McCloud Lbr. Co. 
Menominee Indian Mills 
Metal Arts Mfg. Co., Inc. 
Metal Products Corp. 
Midget Louver Co., The 
Miller Mig. Co. 

Miracle Adhesives Corp. 


Mobile River Saw Mill Co., 
Inc. pe 


Mullins Mfg. Corp. 
Multiplex Display Fixture Co. 


National Gypsum Co. 97 
National Lead Co. 
National Lock Co. 45 


National Plastic Products Co., 
The 179 


National Steel Cabinet Co. 167 
Neils Lbr. Co., J. 174 
NuTone, Inc. 199 


Oregon-American Lbr. Corp. 128 
Ozan Lbr. Co. 194 
Ozark Oak Flooring Co., The 165 


Pacific Lumber Co., The 111 
Pack River Sales Co. 8 
Patterson-Sargent Co., The 11 
Perma Products Co., The 19 
Phillips Machinery Co. 187 
Pittsburgh Plate Glass Co. .. 60 
Pollak Industries Corp. 189 
Portable Electric Tools, Inc.. 26-27 


Price Fireplace Heater and 
Tank Corp. 170 


Pullman Mfg. Corp. 189 


Rainy Lake Lbr. Co. Ltd. 181 
R-B Co., The 193 
Ready Lbr. & Plywocd Co. 193 
Remington Rand, Inc. . 47 
Reynolds Metals Co. 35-38 
Richkraft Co., The 100 
Rilco Laminated Products, Inc. 116 
Roddis Plywood Corp. 141 
Rogers Paint Products, Inc. . 86-87 
Roseburg Lbr. Co. 183 
R-O-W Sales Co. 20-21 
Rubberset Co., The 64 
Russell Co., The F. C. .. 36 


Schubert Co., H. A. .. és eee 
Scotch Lbr. Co. : veteran 
Selck and Co., Walter E. ....108 
Sherwin-Williams Co., The . 86-87 
Silbernagel, Geo. J. ..... ..157 
Silent Hoist & Crane Co. .156 
Sisalkraft Co., The ..145 
Smith Lbr. Co., The Ralph L.. .178 
Stanley Works, The ... 110 
Sterling Hardware Mfg. Co. ..155 


Strand Garage Door Div., De- 
troit Steel Products Co.. .102-103 


St. Regis Paper Co., 
Panelyte Div. 137 


Style King Door Co., Inc. ..195 
Superior Lbr. Sales Co. 177 


Tannewitz Works 


Tarter, Webster and Johnson, 
Inc. ey 


Tennessee Coal & Iron Div. 
Thomas Products Co. 
Thomason Plywood Corp. . 


Trinity Div., General Portland 
Cement Co. ; nes 


Truscon Steel Div., 
Republic Steel Corp. 


Turner & Seymour Mfg. Co., 
The, Hidalift Div. ... 


Twin Harbors Lbr. Co. 
Tylac Co. 


Union Lbr. Co. 
U. S. Plywood Corp. 
U. S. Steel Co. 
U. S. Steel Export Co. 


Veach-May-Wilson, Inc. 


Wagner Mig. Co. 
Wallace Mig. Co. 


Washington Steel Products, 
Inc. . 123 


Weather-Seal, Inc. 179 
Webb Mig. Co. 14 
Wells Lbr. Co., J. W. 181 
West Coast Lumbermens Assn. 135 
Western Pine Assn. 185 
Western Wholesalers 168 
Weyerhaeuser Sales Co. ....52-53 
Wisconsin Door Sales Co. 181 
Wood Products Co. 193 
Wrape Stave Co., W. R. 184 


Zonolite Company 
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~ Automatic 


WALL SWITCH OPERATED 


—_ 






NO PULL CHAIN 


a 
| ‘ 


8’ Automatic Wall Fan 
No. 806 — White Grille 
No. 807 — Chrome Grille 





10” Automatic Wall Fan 
No. 816 — White Grille 
No. 817 — Chrome Grille 


» a 
™ 














ELIMINATES PULL CHAIN — J 7 “MAGNETIC GRIP’ — Locks 
1 Operotes from single or 3-speed oy . coe | 4. counterbelanced shutter. Prevents 
* woll switch. Louvre closes auto- . <3 MM ee ee 
matically. 
; AIR-FLOW STRAIGHTENER — 
WEATHERPROOF HOOD — Pro- : , Directs air into two channels. Gets 
. tects agoinst rain poytcows drafts. ; / rid of kitchen odors foster! 
Prevents freezing utter. 


‘ ADJUSTABLE SLEEVE (Fits walls 

BEVELED DISCHARGE a een | é. 5 to 10” thick) locked together 

, greasy cir away from hou |» ot 3 points — gives rigid con- 
-  @voids grease stained ne : struction. 


THIS NUTONE DISPLAY WILL MAKE MONEY FOR YOU! 


NuTone’s nutional advertising to Architects, You 
Builders and Consumers has created a tre- 
mendous demand fer NuTone Ventilating modern, 
Fans. Why not let this FREE display close 
the sales waiting for you in your own area 


can have a complete NuTone Ventilating Fan 
Department in only 3 feet of floor space. This smart, 
self-demonstrating NuTone display is ready 
to plug in anywhere, fully equipped with switches 
beautiful four-color background AND IT IS FREE! 


Dress up your showroom 
with this attractive, self- 
Firm 
selling NuTone display 
See your distributor or 
write NUTONE, INC., Dept. Address 


TO DEALERS AL-3, Cincinnati 27, Ohio 
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NORTHERN HARD MAPLE, BIRCH AND OAK 


IN CARTONS AND IN UNIT LOADS 








NNOR “LAINIE 
PAC NGED FLOOR us. 


rae ae oni clean 
fooring Sry 
Carton keeps 


FS. ee 


Unloading Time 3 to 4 Man Hours 


The new Connor Unit load is unloaded with a 

fork lift truck in 3 to 4 man hours compared 

with 16 man hours the old hard way. The 

Unit Load is composed of regular wire tied 

bundles approximately 8’ long, 39” wide and 

23” high. A car will contain as much as 

easy inventory 26,000’. Each unit is tallied in quadruplicate 

and is frequently loaded out to house jobs 

Also “Stuck Down” without breaking unit. You can unload by 
Pattern Flooring hand if fork lift is not available. 

Connor Laytite Flooring in cartons has an entirely new appeal. 

and the fact that the price can be marked on the carton and 


sled for 
ton labe 
Each cor 


Retail customers are attracted by the cartons 
customers can easily figure cost of entire job. 


NORTHERN HARDWOOD LUMBER—KD OR AD IN MIXED CARS. 


“7@e CONNOR LUMBER AND LAND CO. vers. 


Wisconsin 
P.O. Box 112-M Telephone No. 3 or 418 Teletype—Marshfield No. 26 








